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Vincent Tells French 
How Stock Insurance 
Functions in the U.S. 


‘General Manager of National 
Board Addresses Action Commit- 
tee at Monte Carlo Meeting 


| NATIONAL BOARD SERVICES 


‘Reach to All Parts of Country and 
Affect Lives of Nearly All Citi- 
_ zens; Explains State Regulation 
Lewis A. Vincent, general manager of 
| the National Board of Fire Underwrit- 
"ers, this told 
50 leading French insurance companies 
“how capital stock fire insurance compa- 
f nies function in the United States. 
"Speaking at the opening day’s session 
Poof the Action Committee for Produc- 
2 tivity in Insurance, in week-long confer- 
‘ence at Monte Carlo, Mr. Vincent 
Stressed the importance of free enter- 
prise in the growth of American busi- 
| ness. 
© The Action Committee is an organi- 
Zation formed following two visits to 
| the United States of prominent French 
Pimsurance executives. While in this 
fountry they visited the home offices 
fire, casualty and life insurance com- 
nies, headquarters of numerous insur- 
Vance organizations and studied American 
“Ways of carrying on the insurance busi- 
“hess. After the return of the latest 
Pgroup to visit the United States Mr. 
Vincent was invited to attend their 
‘Meeting. 


week representatives of 


Regulation in United States 


' “There is no Federal regulation of 
PM@surance in the United States,” Mr. 
Vincent told the French insurance ex- 
Pecutives. “There is no national depart- 
“ment of insurance nor any agency, com- 
Mission nor bureau of the United States 
vernment charged with the responsi- 
Dility for the control or regulation of 
Pthe insurance business.” 
He explained that regulation of insur- 
ce in the United States was the 
Tesponsibility of individual states, spe- 
Mifcally delegated to them by act of 
PLongress. “So instead of one centralized 
agency of regulation, we have 48 sep- 
‘@tate and entirely independent and 
@itonomous state agencies—one for each 
Mate,” he said, “and this pattern of 
gulation allows business a latitude for 
tiative and development to meet 
Watying needs and conditions in differ- 
t sections of the country.” 
In this connection Mr. Vincent pointed 
Ot that rates and premiums are among 
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the sad story of the 
CARELESS 


family 


The next scene is sure to have plenty of firemen in it! 

| with tches and lighted cigarettes caused 91,000 fires 
in 1950 alone. Serve your assured and your community. Teach fire 
prevention constantly. 
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year, too. 





struggling to land in position No. 1. 
position will tell you that the reason he is No. 6 instead of No. 16 
is that he keeps his ambition focused on the most enviable posi- 
tion of all, No. 1. The holder of the coveted perpendicular digit 
is also in the struggle for position No. 1. 


Number One 


The numerals sewn on the backs of the shirts of baseball 
players are there to identify individuals. The fans in the bleachers 
know all the numbers by heart, and they know that a few of the 
numbers are missing because when certain famous players retired 


their numbers were retired with them. 


There are no numbers on the shirts of a company’s under- 
writers, but the numbered positions on the production lists are of 
very real significance. The underwriters may not be very much 
concerned about who is No. 2 or No. 3 or 4, or 5. They are all 


The underwriter in the sixth 


He wants to hold it next 


All the top-flight producers are on an even keel in that they 
all expect the best—and work for it. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








Actuaries Review 
Company Problems 
Of Many Aspects 


Include New amend Statement 
and Current Set-up of Special 
Reserves Valuations 


GROUP COVER EXPERIENCES 


Praise Use of Electronic Comput- 
ing Machines; More Interest in 
Installment Disability Benefits 


At the spring meeting of Society of 
\ctuaries, attended by 500 members, and 
held in Washington, D. C., sub- 
jects were discussed including the new 
statement, 
quirements and numerous other topics. 


many 


annual special reserve re- 

Among those discussing the new an- 
nual statement were William Chodorcoff, 
Prudential; W. H. Kelton, Travelers; 
J. A Metropolitan; A. A. 
Tousaw, Canada; E. G. 
Fassel, Northwestern Mutual; L. H. 
McVity, Equitable Society; D. C. Duf- 
field, Travelers; G. M. Crowley, Mutual 
Life of New York; L. F. Slezak, Occi- 
dental of California, and C. E. West, 
Provident Mutual. Most agreed the new 


Christman, 
Sun Life of 


statement superior to the old although 
there was room for improvement. It was 
pointed out that the inclusion of figures 
addition to those 


not all 


on the cash basis in 


on the revenue basis was loss 


since Federal income tax a. . state pre- 


mium tax requirements include cash 


figures. 
Special Security Valuation Reserves 


Criticism of the new requirerbe ts, 
initiated in 1951, to set 


in life insurance companies for 


up special re- 
serves 
sev- 
Edward Mar- 
Mutual; 


presi- 


security valuations was voiced by 


including 
Provident 


eral actuaries, 
shall, vice president, 
D. Murpliy, executive vice 
Society, and 


Ray 

dent, Equitable John 
and 
The 


emergency 


president 
England Mutual. 
that 
all-inclusive, 
allocated to 


Stearns, vice actuary, 


New 


emphasized 


speakers 
reserves 
should be covering all 


emergencies and not spe- 


risks. 


adversely 


might 
they 


Overlapping reserves 


affect 


cific 
policy dividends, 
said. 


Overweight Mortality 


Overweight persons are apparently 
losing ground and today show greater 
extra death rates than formerly. “The 
relative mortality of moderate over- 
weights has increased in recent years, 
especially at younger ages,” E. A. Lew, 
associate actuary, Metropolitan Life, 
said. Weight reduction pays real divi- 
dends in increased longevity, he added. 
Norman Brodie, assistant actuary, Equi- 
table Society, said that a recent analysis 
showed the overweight mortality rela- 
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You MAY REMEMBER how it was. 


and stared into the flames, and you felt like a very special boy. 


Not long before, you'd been an ordinary boy. Then, one 
day, you stood up before a lot of envious grown-ups and 
made a Promise. “On my honor, I will do my best to do 

my duty to God and my country, and to obey the Scout Law, 
to help other people at all times; to keep myself physically 
strong, mentally awake, and morally straight.” 


You said that—and suddenly you were special. You were 
trustworthy, loyal, helpful, friendly, and too excited to sleep. 
You were courteous, kind, obedient, cheerful, and mighty 
proud of yourself. You were thrifty, brave, clean, reverent, 
and twice the boy you were before. 


They could drop you in the desert now, and you'd find water. 
They could lose you at the North Pole, and you’d make 

a warm bed in the snow. You could tie a square knot, 

bandage an ankle, cook dandelion soup, drum outa 

message on a hollow log, and say quawk-quawk 

like a heron. You were ready for anything. 
You were a Scout. 





They see a vision that once was yours 


You sat in the wide-eyed silence that fire and the night bring, 


The world changed for the better, too. It became full 

of forest fires waiting for you to put them out, full of ladies 
with packages needing to be helped across the street. Your 
country’s history moved in to live with you. You could hear 
prairie schooners on Main Street. When you sat by the 
campfire, Daniel Boone was there, and the rest of the 
pioneers. You knew now what made those fellows tick. 
They were scouts, too. 


Eventually, you grew older. And you had to admit that 
maybe you couldn’t always find the right trail; maybe you 
couldn’t always put out the forest fire single-handed, 
maybe you weren’t always as helpful, as courteous, as 
cheerful, as brave, as you wanted to be. But a lot of the time 
you were. Some of it had stuck. A bit of the boy you thought 
you were, as you sat dreaming into the fire, had found its 
way into the man you are today. 


The future of any country starts with the pictures that 
pass through a boy’s mind. In America tonight, a couple of 
million kids are trying hard to be good scouts... thinking 
up a couple of million good turns. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Fraser Discusses City, Ranch and Farm Loans 


and Other Comp 


In discussing the Connecticut’s Mu- 
tual’s investments during his talk to 400 
of the company’s leading field represen- 
tatives who were in convention at Holly- 
wood Beach, Florida, President Peter 
M. Fraser said that a large part of the 
company’s satisfactory net earning rec- 
ord for many years has been due to its 
mortgages. 

“So far as the rate of return is con- 
cerned, historically there has always 
been a theory that mortgages should 
command from ™% of a point to a full 
point more than the yield on prime 
bonds. The reason for this is that 
bonds are liquid and theoretically can 
be cashed at any time. Also, they are 
cheaper to handle and many investors 
have felt that prime bonds are better 
security,” he said. 

The Well-Secured Mortgage Loan 

“The first two reasons are true but 
| have my doubts concerning the truth 
of the security factor. Personally, I 
feel that no safer investment can be 
made than the well-secured mortgage 
loan. 

“We concentrate on large unit com- 
mercial loans rather than going in for 
FHA, GI and residential loans which 
certainly build up your volume in num- 
bers, although not necessarily in dol- 
lars, but which are undoubtedly expen- 
sive to handle. 

“There is, of course, more to consider 
in investments than just yield. Safety 
of principal is a prime factor. It is 
possible that some years hence we will 
have some sort of recession or depres- 
sion. It is our feeling that there is 
probably more inflation in the price of 
homes than in any other kind of real 
estate. Where we might have 10 fore- 
closures involving say $750,000, someone 
else might have 100 foreclosures involv- 
Inga. million dollars or more—and_ IJ 
think our type of investment gives us a 
better chance to get our hat back than 
tt we had a lot of small residential loans. 


Safety of Mortgage Portfolio 


“If we do have another so-called de- 
Pression I don’t think the mortgage 
portfolio of the various companies will 
be hit quite so hard for a number of 
reasons, First of all, practically all loans 
today are on an amortized basis, which 
Was not the case in the early ’30’s. 

“Therefore, as time goes on, the loans 
on our books have become seasoned 
and practically risk proof. Probably the 
only trouble that we might have would 
be with loans put on the books in the 
three or four years immediately preced- 
Ing any such depression. As to the 
quality of our loans, one figure speaks 
tor itself, 

“For the past seven consecutive years, 
as of the end of each year, we have not 
had one cent of interest which was delin- 
quent more than thirty days,” he com- 
mented, ; ; 


Farm and Ranch Loans 
Mr. Fraser said that at the end of 
1951 the average size mortgage loan of 
the company was $75,820. Connecticut 
Mutual is concentrating on large unit 
fommercial loans rather than going in 
or FHA, GI and residential loans, The 


city loan department of the company has 
a total employe force in the home office 
and field of 27, including officers in 
charge. The company’s absolute net in- 
come from city loans in 1951 was 3.87%. 

About a, quarter of the company’s 
mortgages—$69,000,000—are farm and 
ranch loans. There are 2,550 of the farm 
loans and they are located in 26 states. 
Average size is $26,592. Net rate of re- 
turn on farm loans is 4.36%. Most of 
these loans are located west of the Mis- 
sissippi River. 


The Matador Ranch 


In commenting on the ranch loans Mr. 
Fraser said that one of them was on 
the second largest ranch in Texas, a 
ranch as large in territorial expanse as 


any Investments 


ranch in the Texas Panhandle. 
Loans to Hospitals 


President Fraser also commented on 
the loans the company has been making 
to hospitals. At present the company 
has 72 loans on hospital properties which 
were in the original sum of $35,043,000, 
now reduced to $30,160,000. Connecticut 
Mutual confines itself either to loans on 
Catholic hospitals or loans on so-called 
general non-profit hospitals. 

Discussing general hospitals President 
Fraser said: “They are the bulwarks of 
any community. A community simply 
cannot afford to let go any more than 
it can afford to default on their bonds. 

“We are selective on hospitals to 


which we make loans. The hospital must 


Mutual’s bonds and_ stocks portfolio, 


President Fraser said in part: 


In 1950 while the bond market was 
still at a high level, the Connecticut Mu- 
tual began liquidating these holdings at 
prices well above what it had paid for 
them, and saved the funds for other 
bond issues at higher rates with more 
rapid pay out provisions 

Out of total bond holdings of $300, 
000,000, exclusive of U. S. Government 
bonds, at the end of 1949, the company 
disposed of close to $100,000,000 of bonds 
by end of 1951. This action served to 
unfreeze a large investment in low in 
terest rate bonds and because the new 
holdings have more rapid pay out pro- 
visions, the company obtained greater 


Some Executives and Field Men at Convention 





Top rew—George F. B. Smith, executive vice president, J. A. Tucker, Norfolk; F. O. Lyter, agency secretary, R. W. Simp- 
kin, agency vice president; D. P. Hansen, Hartford; H. E. Duffy, general agent, Bridgeport; R. R. Massa, Cincinnati; R. 
B. Proctor, assistant superintendent of agencies; L. S. Lamb, Philadelphia; T. K. Dodd, vice president in charge of under- 


writing. 


Bottom row—H. R. Smith, superintendent of agencies; 
iami; W. L. Camp, III, supervisor of publications, C. F. Klefeker, Rochester; R. C. Merson, Grand Rapids; 


agent, Miami 


general agent, B. M. Johnson, both of Omaha. 


the state of Rhode Island. Discussing 
this loan Mr. Fraser said: 

“The company has just closed a first 
mortgage of $6,700,000 secured by the 
Matador Ranch, probably the largest 
ranch loan ever made in the United 
States. Carrying an interest rate of 
414% the mortgage will run for 20 years 
at which time it will be fully paid off. 
This 800,000-acre Texas ranch was re- 
cently sold by a Scottish firm to a group 
of American investors for more than 
$20,000,000. 

Second in size to the King Ranch 
(950,000 acres) the Matador yearly pro- 
duces enough beef to provide the an- 
nual requirements of 100,000 people. 
Managed for many years by the leg- 
endary Murdo Mackenzie, the original 
Matador is so big that a cowboy can 
ride 56 miles without leaving the main 


be supported by the community either 
through the Community Chest or other- 
wise. The hospital must be non-profit 
and its costs to patients have to be 
within reason. Also, the hospitals must 
be operating in the black for a reason- 
able length of time. With all of those 
factors present we feel that we have an 
investment that must measure up to the 
test. 

“Some of the better known hospitals 
financed are Wesley Memorial, Chicago, 
which is connected with Northwestern 
University; the new Mercy Hospital in 
Miami; Temple University Hospital, 
Philadelphia; and the various hospitals 
of the Catholic Order of the Sisters of 
Mercy throughout the country.” 


Bonds and Stocks Portfolio 


In commenting on the Connecticut 


V. W. Wilson, general agent, Jacksonville; F. R. Anderson, general 


P. C. Kaul. 


flexibility in its bond portfolio. 

“A great proportion of the bonds the 
company sold could today be bought 
back at prices to yield about 4% to “2% 
more than we sold them at.” 

Discussing stocks President Fraser 
said that less than 44%4% of the com 
pany’s assets is invested in common 
stocks and only about 5% of its assets 
are invested in preferred stocks. Con- 
necticut Mutual actuaries figure that 
these stock holdings improve its invest- 
ment yield by about eight one-hun 
dredths of 1%. 

“T believe,” continued Mr. Fraser, “that 
a more careful analysis of our excellent 
position would reveal that our high level 
of earning is brought about by the very 
favorable earnings we have achieved in 
mortgage loans and by our corporation 


bonds.” 
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CONNECTICUT MUTUAL LIFE AT HOLLYWOOD BEACH, FLORIDA | 





Long Range Commitments of Companies 


Connecticut Mutual in 1951 Paid Losses on Some Policies in 
Force Half a Century or Longer 


The commitments of life 
insurance companies are without parallel 
in the business world, President Peter 
M. Fraser of Connecticut Mutual, told 
conference of 


long-range 


the Hollywood Beach 
leading company representatives. 

“Life insurance companies by the very 
nature of their business deal in futures. 
When you sell life insurance, a_policy- 
holder the responsi- 
bility that future ful- 
filled,’ Mr. Fraser pointed out. 

The Connecticut Mutual’s 
said that last year the company 
3,497 policies for $14,997,478 matured by 
insured and 1,893 policies 
endowments. 


transfers to 
benefits 


you 
will be 


president 
had 


death of the 
for $5,766,295 matured as 
Some of these policies had been in force 
25 years or less—others for 50 years and 
even longer. One claim was on the life 
of a man in Upland, Cal., who at age 
27 took out a policy in 1883, 15 years 
before the Spanish American War. The 
policy had been on the books 68 years 
and in that time this country has been 
engaged in four wars, including World 
Wars I and TI, and had through 
several depressions and panics such as 
that in the 30's. changes 
have taken place since that policy was 
originally issued in 1883. Looking ahead, 
it is obvious that equally great changes 


gone 


Tremendous 


will occur in the next 68 years. 


“There is no secret as to how insur- 


ance companies meet these long-range 


commitments—it is by maintaining an 
adequate premium structure and by set- 
ting up necessary reserves,” he con 
tinued. 
“Many of 
will 
Some 


the policies issued today 
the far-distant 


within the 


mature in future. 
will mature 


years, others in 50 years, and many will 


next 25 


go beyond the year 2,000, maturing some 
time in the next century. Then, in many 
cases, we will begin to pay proceeds un- 
der optional settlements which may run 
for another 25 years or more. 
“A good deal of the strength which 
our company now enjoys is the result 
of the great foresight of our predeces- 
sors. That tradition is maintained today 
in current operations. 
Preserving a Balanced Interest Basis 


“In 1882 we adopted the American 
Table of Mortality with 3% 


for premiums and 


experience 
the basis 
reserves. That 
until 1947 and it is a great help to have 
all of the business written in the inter- 


interest as 


basis was not changed 


vening years on that conservative basis. 
When we did make the change, it was 
bettér 
balance between provisions in the pre- 
miums for interest, mortality and ex- 
pense. 

“Some may wonder why we did not 
take advantage of the opportunity to 
become the first company to adopt a 2% 
interest basis. Our chief objection was 
that a 2% basis would require larger 
policy values, which could be built only 
out of premiums, thereby requiring a 
larger cash outlay on the part of the in- 
sured. In general, the larger the cash 
outlay, the more difficult it is for the 
agent to sell and the more difficult it is 


for the purpose of obtaining a 





for the insured to keep his insurance in 
force. Experience to date has not 
changed our thinking in this regard. 
“As we all know, interest rates are 
always changing. Nevertheless, the pres- 
ent rise in interest rates gives me added 
confidence that we did the wise thing in 


George F. B. Smith Urges Fieldmen 
To Face Future Problems as a Team 


While life and living in the twentietn 
century imposes problems of difficult 
magnitude they are in reality neither 
greater nor less but only different from 
those in the past, George F. B. Smith, 
executive vice president, Connecticut 
Mutual, told the conference of com- 
pany’s agents in Hollywood, Fila. 


President Fraser and Some Leaders 





Left to right—B. M. Miller, Grand Rapids; R. E. Scott, Grand Rapids; I. M. 


Barker, 


St. Louis; President Peter M. Fraser; C. L. Stone, Minneapolis; W. L. 


Maibach, Peoria. 


“ae 


going to 2%4% instead of 2%,” he said. 
Underwriting Practices 


Commenting on the company’s under- 
writing practices, Mr. Fraser said, “That 
we are liberal in accepting business is 
demonstrated by the success in the 
brokerage field which a number of our 
general agencies are experiencing. Our 
declined percentage is low, currently 
only about 2%, which means that we 
are making an offer on some basis in 
about 98% of the cases submitted to us. 

“The Connecticut Mutual recently in- 
creased limits for standard insurance, 
sub-standard insurance, non-medical and 
waiver of premium,” said Mr. Fraser. 
“We will now issue any kind of term 
insurance on a sub-standard basis up to 
Table B. You can have sub-standard 
up to age 65. 

“The limits at the younger and older 
ages on standard insurance were in- 
creased substantially. At age 56, for 
example, they were increased 36%. This 
means that you do not have to broker 
as many of your larger cases with other 
companies and you thereby get the 
benefit of a larger volume with the Con- 
necticut Mutual and all that it means in 
commissions and retirement benefits. 

“Today our lay underwriters pass on 
about 75% of the cases without having 
to refer them to the doctors. This ex- 
pedites issuance of policies. Our doctors 
are continually studying medical impair- 
ments, seeking out things which can 
safely be underwritten,” he reported. 

Since 1948 more than 50 liberalizations 
have been made in the company’s medi- 
cal underwriting. The company’s mor- 
tality on insured lives is constantly im- 
proving. 





“In all the recorded history and more 
especially from Biblical times on we 
have heard the anguished cry of men 
and women who were tortured and tor- 
mented by the conditions confronting 
them,” he said. “The wail of Cicero, who 
was in violent conflict with the time 
and customs of ancient Rome, was ‘O 
Tempora! O Mores!” 

History shows that every generation 
must inevitably have its own peculiar 





Vice President Simpkin 
Welcomes Company Leaders 


“Life insurance is a dominant factor 
in the preservation of private enter- 
prise,” Raymond W. Simpkin, agency 
vice president, said in welcoming Con- 
necticut Mutual leaders to the Holly- 
wood, Fla., conference. “You as repre- 
sentatives of the life insurance business 
should be very proud of the opportunity 
you have to live and work as free indi- 
viduals and to enhance free enterprise. 

“We cannot build courage and char- 
acter by taking away initiative. Social 
Security can provide the foundation 
upon which to build security but it can- 
not go beyond the minimum needs. You 
cannot help men permanently by provid- 
ing complete security without destroying 
initiative,” he said. 

“Your contribution to these basic prin- 
ciples during 1951 was most commend- 
able.” 

“Business for January and February in 
1952 was 11% ahead of the same period 
last year, and January was the fourth 
largest month in company history. March 
submitted business shows a_ healthy 
gain,” Mr. Simpkin said, 








problems to solve. Some satisfactory 
solutions to problems have been found 
or civilization would not exist. “In the 
final analysis the important considera- 
tion to us, our children and their sons 
and daughters is not the difficult prob- 
lems with which they have been and 
are confronted, but how they have been 
and will be dealt with.” 


Must Be Atmosphere of Serenity 


Continuing, he said: “The complica- 
tions of our business and_ industrial 
society are terribly involved. There is 
so much we cannot fully understand 
nor comprehend that it is perhaps al- 
most inevitable that we should experi- 
ence mixed emotions of concern, anxiety, 
frustration, doubt and apprehension. 

“While we may feel circumstances 
and conditions justify a mixed and 
troubled outlook, this is the very situ- 
ation which we should work hard to 
avoid. For worry and concern and anx- 
iety invariably produce an_ attitude 
fundamentally bad. When we are tor- 
mented by anxiety and worry, our judg- 
ment is impaired. We are inclined to 
jump from one tentative solution or 
alternative to another in almost sheer 
desperation and panic. We may become 
unduly cynical or overly critical or try 
to find some easy escape which only 
increases our difficulties. Difficult prob- 
lems are resolved only in an atmosphere 
of serenity. Despair or urgency seldom 
produce sound decisions.” 


The Agent as Member of a Team 


Turning to ways an agent can gain 
reassurance and adjust his thinking to 
the business problems of today, Mr. 
Smith said that there are various di- 
rections in which one may find a great 
source of help and strength. One may 
find it in religion and another in music 
and poetry. One will find it in literature 
in the form of biography or history and 
another in the relaxation provided by a 
hobby. 

“But,” said Mr. Smith, “I should like 
to suggest another source of strength 
and one which we all have in common. 
I have found additional strength in the 
way of peace of mind and serenity in 
thinking of our company as a great team 
and of myself as a member of that team. 
This does not minimize the problems 
which confront me, but it gives me 
greater strength to meet those problems. 
I think you will find a corresponding 
measure of strength by thinking of 
yourself as a member of this great 
company team and all that it implies. 


Interests of All Identical 


“What is team play of a high order?” 
he asked. “Perhaps first and foremost 
it means that the interests of all mem- 
bers of the team are identical. In the 
second place, the worth of each mem- 
ber of the team is deeply recognized. 
Each has his own important part to 
play which is essential to the efficient 
operation of the whole. And finally my 
concept of team play involves a recog- 
nition of the dignity, self-respect and 
integrity of the individual—and in your 
company your personal integrity need 
never be subordinated to any other 
interest. It is in this area of team play, 
of mutual respect, of inspiration we Te- 
ceive one from the other that we can 
best find the courage and strength to 
tackle the problems of today and to- 
morrow. We must have faith and con- 
fidence in ourselves and others on the 
team. 

“Each of us in time of need will find 
it possible to draw upon an almost mex 
haustible reservoir of reserve strengt! 
in being able to share our problems wit 
others.” 


May 2, 1952 
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tively worse than in former studies, and 
he suggested that in any inter-company 
study a new table of average weights 
should be developed. In spite of the 
apparent upturn in overweight mortal- 
ity, the death rate among persons with 
health impairments of all kinds has 
tended lower, several speakers stated. 
That extra risk persons have enjoyed 
an even greater reduction in death rate 
than have persons in good health, was 
indicated by B. S. Pauley, assistant di- 
rector of Ordinary underwriting of the 
Prudential. 

D. N. McCormick, associate actuary, 
London Life, said that up to 1945 the 
under-standard risks had improved to 
about the same extent as standard risks 
but since 1945 the death rate on the 
extra-risk cases has shown a greater im- 
provement. In most cases, the speakers 
credited part of the improvement to 
more accurate diagnosis of impairments. 


War Risks 


Discussing the war risk, Oswald 
Jacoby, said that the outlook for world 
peace is not bright and the insurance 
companies could well consider adding a 
war clause to all new policies, on both 
military personnel and civilians. 

“There is little likelihood that an 
armistice will be reached in the Korean 
situation,” said Mr. Jacoby, who just re- 
turned from extensive service as Com- 
mander in the naval forces, including 
work with the Korean Armistice team. 

An appeal for a general war clause on 
all new life insurance policies was also 
made by Ross Gray, associate actuary, 
Canada Life, who pictured the commun- 
ist objective as one of keeping this 
country involved continuously in local- 
ized wars. 

Group Insurance 


In opening the discussion on recent 
claim experience on Group Accident and 
Heath insurance, J. Henry Smith, Equi- 
table Society, presented his company’s 
loss ratios for recent years. These ratios 
show a distinct upward trend, particu- 
larly for hospital and surgical expense 
insurance, and in some instances have 
been above the levels contemplated in 
the premium rates. Among the factors 
underlying these trends he cited ratio 
increases caused by premium reductions, 
policy and claim liberalizations, costlier 
medical practices and diagnostic and 
therapeutic techniques, experimentation 
with marginal types of groups, increased 
utilization of medical facilities when in- 
sured, duplication of coverage, and ef- 
fects of inflation on costs. He called for 
careful studies of experience and for 
cooperation among all concerned with 
providing these services and insurance 
coverage of them. 

Stanley Gingery, Prudential, confirmed 
the increase in claim rates for employes’ 
and dependents’ hospital and surgical 
benefit coverage. The Prudential’s claim 
rates per unit of coverage had increased 
more for employes than for dependents, 
and more for hospital than for surgical 
benefits. 

Arthur Weaver, John Hancock, sum- 
marized recent experience as showing a 
phenomenal growth in the business, in- 
troduction of many new coverages, and 
a steady reduction in the margin be- 
tween premiums and claims. He men- 
tioned as additional factors resulting in 
increasing loss ratios the entry into the 
labor market of marginal workers with 
physical handicaps, a higher proportion 
of women, and the pete lowering of 
moral standards, He predicted higher 
unit claim costs in the future, but said 
that claim loss ratios might be improved 
by company action. 

The Metropolitan Life’s experience, as 
quoted by Philip Rabenau, was along 
similar lines. He emphasized two fac- 
‘ors: The increasing number of cases 
With Over-insurance by coverage in two 
or more plans, and gradual liberaliza- 
tions in claim procedures and adminis- 
trative provisions. He concluded that 


underlying changes had occurred in the 
enefits offered. 





Spring Meeting of Society of Actuaries 


(Continued from Page 1) 


Ray Albright said that the Provident 
Life and Accident experience showed a 
high loss ratio for hospital plans with 
low daily benefit ratios. He ascribed this 
to the sharp increase in hospital charges 
for miscellaneous services. In one area 
a study showed a very high frequency 
of non-operative confinements. 

Some Canadian experience was pre- 
sented by George Bere, London Life. 
This showed a more level experience 
over recent years, with an actual de- 
crease in the experience on weekly in- 
demnity benefits. He pointed out that 
if economic conditions were to deteri- 
orate the experience on these weekly 
benefits might also become unfavorable. 

Eli Grossman, Union Labor Life, pre- 
sented a theoretical statistical method 
for deciding when the mortality experi- 
ence would justify an adjustment in the 
premium rates for Group life insurance, 
and for determining the amount of any 
adjustment, based on quality control 
techniques. 


Premium Adjustments 


The suitability of purely statistical ap- 
proaches to the question of premium 
adjustments was questioned by Herbert 
Stark, Metropolitan Life. He recom- 
mended waiting until experience had 
been unfavorable for two years before 
raising premium rates, and said _ that 
premium reductions should be made 
even more slowly, but should be made 
where indicated. In his opinion, a 
strictly mathematical approach could not 
properly account for all available infor- 
mation such as industrv-wide  experi- 
ence, the effect of age distribution and 
geographical area influence. He _ pre- 
ferred to use the trained judgment of 
experienced underwriters. 

Walter Mincks, Equitable Society, said 
that practical considerations outweighed 
theoretical ones in adiusting group pre- 
miums. He cited the influence of com- 
petition and the difficulty of changing 
premium rates frequently on employe- 
pay-all plans, such as on dependent cov- 
erage. Package plans have lowered the 
necessity for many changes. He doubted 
the value of mechanical methods of rate 
determination. 


Major Medical Expense 


The two types of major medical ex- 
pense insurance being offered by the 
Connecticut General were described by 
William Keffer. These are a “flat de- 
ductible” plan, and one with an increas- 
ing deduction as income increases. Both 
plans are offered only to large groups. 
He believed that 1951 was not a repre- 
sentative year as to sales because of the 
experimental nature of the coverage, and 
the difficulties imposed by stabilization 
regulations. Some evidences of anti- 
selection have already been found. He 
preferred an increasing to a flat deduc- 
tible plan, and speculated that major 
medical expense insurance might be the 
key to the combination of all types of 
group hospital and medical coverages. 

Edmund Whittaker, Prudential, de- 
scribed major medical expense insurance 
plans having a schedule of benefits as 
being undesirable, since such plans are 
more intended to cover persons with 
higher incomes, who are subject to 
greater charges for such expenses. 
Higher income groups also show a 
higher rate of participation in such 
plans, even on an employe-pay-all basis. 
He found a great interest in these cov- 
erages and predicted a large volume of 
business within the next few years. 

The Extended Medical Expense Cov- 
erage issued by Metropolitan Life was 
described by William Thomas. He 
pointed out the need for cateful integra- 
tion with existing plans, and individual 
tailoring. Plans were offered both with 
and without inside limits on such items 
as hospital room and board charges and 
surgical costs. The plans are not as at- 
tractive to lower-paid employes since 
they may not expect to receive benefits 
worth the extra contribution required. 
Separate forms of extended coverage for 


various classes of employes may be de- 

sirable. 

Group Permanent 

Edward Dougherty, Union Central, 
gave the results of a questionnaire sent 
to 17 companies which wrote Group per- 
manent insurance as to total and perma- 
nent disability income benefits offered. 
Of these 17 companies, all of which 
wrote such a benefit, in only four was 
the clause generally available. In all 
cases the benefit reduced the _ face 
amount of insurance and disability was 
covered only to age 

Harold Harrigan, Metropolitan Life, 
noted a recent revival of interest in the 
installment monger yd benefit on Group 
term coverage. A deterrent factor is the 
New York requirement of a minimum 
extra premium of one dollar a_ thou- 
sand. Careful underwriting and annual 
review are required, as a two-years-pay 
insurance plan would provide an install- 
ment benefit of 40% of earnings. 

John Marcus described the Pruden- 
tial’s installment benefit and said that 
demand had been small except when re- 
placement business was involved. A six- 
month elimination period is used, and 
the installments paid reduce the amount 
of insurance in event of recovery. 

Retirement Plans 

Wilmer A. Jenkins, vice president, 
Teachers Insurance and Annuity Asso- 
ciation, described the College Retire- 
ment Equities Fund recently organized 
by his company. The Equities Fund is 
a separate corporation which will oper- 
ate only in the college pension field. 
Not more than half of an individual’s 
pension contribution will go into this 
fund, will be invested in stocks, and 
will provide a variable retirement benefit 
to supplement the fixed benefit provided 
by the T.I.A.A. The individual’s inter- 
est in the fund will be expressed as a 
number of shares whose value depends 
on the experience of the fund. Mr. Jen- 
kins stated that this arrangement gives 
the participant a better chance of meet- 
ing inflationary increases in the cost of 
living. In addition, since there are no 
fixed dollar benefits guaranteed and since 
the annuities will have no cash surren- 
der values, the fund need not accumu- 
late a surplus contingency reserve and 
is protected from cash runs during de- 
pressed economic conditions. 

Meyer Melnikoff, assistant actuary, 
Prudential, pointed out that this type 
of plan can be used only where the pen- 
sion is of the “money purchase” type. 
The cost to the employer is a fixed 
amount while the retirement benefit to 
the employes will vary depending upon 
experience. He agreed that a fund with 
substantial investment in common stocks 
would better withstand the effects of 
inflation than one invested primarily in 
bonds. 

Equity Fund Approach 

Harold Lawson, vice president and ac- 
tuary, Massachusetts Protective Asso- 
ciation, pointed out several dangers in- 
herent in the Equity Fund approach. He 
stated that in periods of prosperity the 
fund might have a large amount of con- 
tributions to invest when stock prices 
were high, while in depressed times, when 
stock prices were lower, contributions 
would fall off. He also pointed out 
the difficulty of determining whether 
management is properly doing its job 
since no test of solvency or good busi- 
ness judgment is available. 

Mr. Lawson felt that insurance compa- 
nies should not enter this field and 
pointed out that the investment func- 
tions of a company, now subordinate to 

its primary purpose of insurance, would 
become paramount under this type of 
Equities Fund. He also discussed the 
relatively small volume of good stocks 
available for investment as compared to 
the volume of bonds available and in the 
life company assets. 

Howard Hennington, assistant actu- 
ary, Equitable, stated that a pension plan 
under which part of the funds are used 
to provide fixed dollar benefits while 
part provide variable benefits depending 
on the experience of the fund is a paral- 
lel to the usual investment procedure of 
an individual who puts part of his 
money in bonds and part in common 


stocks. He pointed out that the popu- 
larity of pension benefits based on final 
average salary was due in large part to 
the protection against inflation it pro- 
vided for employes. However, he pointed 
out that the employe had to take all the 
risks of inflation after he retired. The 
equity fund approach would provide a 
“hedge” against inflation without neces- 
sitating excessive employer costs. 
Robert J. Myers, chief actuary, So- 
cial Security Administration, pointed out 
that the cost of living is not very well 
correlated with stock prices. Equity 
Sidi tamliane are much more violent than 
changes in the cost of living,-and Mr. 
Myers suggested that some dampening 
device might be needed to prevent fund 
values from fluctuating too erratically. 


Praises Electronic Computers 


Electronic computers capable of doing 
a very substantial job for the life in- 
surance industry are already available 
according to Malvin E. Davis, vice presi- 
dent and actuary, Metropolitan Life. In 
a special report to the Society of Ac- 
tuaries at its meeting in Washington, 
Mr. Davis, chairman of the Society’s 
committee investigating such devices, in- 
dicated that electronic computers can 
now be regarded as sufficiently reliable 
and versatile to be effectively used in 
the day-to-day office work of an insur- 
ance company. 

To illustrate the wide services such 
equipment could perform other members 
of the committee presented, in consider- 
able detail, a plan for administering 
Ordinary insurance and indicated the 
manner in which such a plan might be 
managed with either a punched card 
electronic computer of relatively small 
size or a large magnetic-tape computer. 
The plan described indicated that prac- 
tically every figure needed for servicing 
a particular policy could be developed 
automatically and less expensively by the 
passage of the policy information 
through an electronic computer once a 
year, on the policy anniversary. The im- 
portance of automatic file-keeping ma- 
chinery and ultra high speed printers 
may have been somewhat exaggerated, it 
was said. 

Mr. Davis concluded the committee’s 
report with his observation on the prob- 
able effect of the use of such equipment 
on office organizations and the necessity 
for developing men who understood the 
need for the present procedures followed 
in all home office operations. 


Retirement Income Policy Set-up 


Three papers and two actuarial notes 
were presented to the members. Mar- 
jorie Van Eenam and C. J. Nesbitt, Uni- 
versity of Michigan, discussed a new 
method of setting up retirement income 
policies. Eugene A. Rasor and Robert 
J. Myers, Social Security Administra- 
tion, submitted an actuarial note on the 
valuation of shares in a share-and-share- 
alike last survivor annuity. Charles 
Trowbridge, Bankers Life, Iowa, pre- 
sented a paper on pension funding—pay 
as you go, terminal funding, entry age 
normal, unit credits were included 
among the methods discussed. James 
MacLean reported on the recent mortal- 
ity experience of the Bankers Life of 
Nebraska. The results of a Special In- 
vestigation of Group Hospital Expense 
Experience were submitted by S. W. 
Gingery, assistant actuary, Prudential. 


Columbian National Life 


Increases Age Limits 

Columbian National Life now issues 
preferred risk whole life and 10- and 
15-year endowments through age 70 
Especially desirable risks will be con- 
sidered on a_ preliminary application 
basis. 

The policies will be 
Minimum amount issued: 
mum, $50,000. 

The annual premiums range from $84 
per thousand at age 66 to $103 per thou- 
sand at age 70 for the preferred risk 
contract. Annual premiums per ~~ 
range from $95.08 to $109.98 for 15-y 
endowment, and from $122.34 to $131 34 
for the 10-year plan. 
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Wendell Buck Starts 
His Own Organization 


PUBLIC RELATIONS AND SALES 


Was Affiliated With President Fordyce 
of Manhattan Life; His Advertising 
and Publicity Experience 


Wendell Buck, formerly with the 
Manhattan Life as assistant to the presi 
dent in charge of public relations, has 


started his own public relations and 
sales promotion organization at 10 East 


39th Street, New York City. He will 





Apeda Studto 
WENDELL BUCK 


serve as an outside consultant to the 
company, as he did before the war. 

Mr. Buck came with Manhattan in 
1941, directing the campaign on the use 
of all renewal premiums to buy U. S. 
Government Bonds during World War 
II. He entered the Army Air Force in 
May, 1942, and served overseas as a 
combat intelligence officer. He was dis- 
charged in September, 1945, with the 
rank of Major and joined The Manhat- 
tan Life, handling its public relations, 
sales promotion and advertising. 

From 1934 to 1941, Mr. Buck was with 
the New York office of McCann-Erick- 
son, Inc., as an account executive on the 
Ford Motor Co. account. While there 
he worked on many special Ford promo- 
tions, including the Good _ Drivers 
League; publicity on the 27 and 28 
millionth Ford cars, and various activi- 
ties connected with the Ford exhibit at 
the World’s Fair. 

Before joining McCann-Erickson, Inc., 
he had his own publicity and advertising 
organization in New York. A graduate 
of Cornell University, Mr. Buck started 
his business career as a copywriter in a 
New York rerail store, later becoming 
advertising manager. 


Baltimore Life Agents 
Meet at Niagara Falls 


Members of the Baltimore Life’s Pres- 
ident’s and Honor Clubs were enter- 
tained by the company last week-end in 
Niagara Falls, at the General Brock 
Hotel. 

Representatives from nearly all the 
company’s districts were present. The 
President’s and Honor Clubs are made 
up of top producers, many of whom set 
new records during 1951. 

Home Office officials who presided are 
President Albert Burns, Vice President 


Henry E. Niles and Superintendent of 
\gencies Fred I. Wunderlick. 
Albert J. Gallo, Altoona, Pa., Robert 


L. Smiley, Washington, Pa., and John 
B. Fleming, Butler, Pa., are the field 
men who qualified for the top “laurels” 
as members of President’s Club for 1952. 


D. C. Life Underwriters to 
Hear Dean Ackerman May 15 


The May luncheon meeting of the 
D. C. Life Underwriters will be held 
on Thursday, May 15 at the National 
Press Club, Washington, when the 
speaker will be Lawrence J. Ackerman, 
dean of the School of Business Admin- 
istration, University of Connecticut. Mr. 
Ackerman’s subject will be “Vistas for 
1952.” 





RISSER TRAINING CONSULTANT 


Burton C. Risser, CLU, has been pro- 
moted to training consultant in the 
Western home office of Prudential. A 
native of Parsons, Kan., Risser attended 
schools of that state, and the University 
of Kansas, where he received his degree 
in Economics. He also completed courses 
of American College of Life Under- 
writers. He joined Prudential as a dis- 
trict agent in 1933. During World War 
Il he served with the Army Air Force 
from October, 1942, until December, 1945. 


—= 


Get $900,000 Mortgage Bonds 

Interstate Telephone Co., Spokane, 
Wash., has sold $900,000 of 4% first 
mortgage bonds due 1982. The New York 
Life purchased $650,000 and Berkshire 
Life purchased $250,000 of the issue. 
Interstate Telephone Co., a subsidiary 
of General Telephone Corp., provides 
service for an estimated population of 
275,000 in parts of Washington, Idaho 
and Montana. Proceeds of the sale will 
be used to repay construction bank 
loans. 





Five For One At 21 


Improved! 


ee 

Five FOR ONE AT 21” was just a phrase 
in 1944 when Occidental introduced its 
Junior Estate plan ‘“‘for little folk with 


big futures.” 


But ‘dads who can dream” quickly saw 


in Junior Estate the most sensible 


of juvenile insurance ever devised. 


plan 


For 


this policy that “grows as the child grows” 


solves the problem of children reaching 


maturity uninsured... underinsured... or 


uninsurable. 


Now Occidental announces a new, 1m- 


proved Junior Estate policy with all the 
advantages of the old plus a low, partici- 
pating premium rate, competitive net cost, 


and an age 21 choice between Life Paid-up 


at 65 


and Retirement Income at 65. 


A Star in the West...% 


OCCIDENTAL LIFE insurance combanries — 


W.B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... 





- THEY LAST AS LONG AS YOU DO” 
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Penn Mutual Opens New 
Philadelphia Agency 


WM. F. LEE GENERAL AGENT 





Successful Unit Manager and Member 
of MDRT; His Many Civic and 
Association Activities 





In line with the new opportunities 
presented by the great industrial expan- 
sion and suburban growth in the Greater 
Philadelphia area, the Penn Mutual has 
established a second general agency in 





WILLIAM F. LEE 


Philadelphia with William F. Lee, CLU, 
as general agent. Appointment was ef- 
fective May 1. 

Mr. Lee, a member of MDRT, came 
with Penn Mutual in 1934 in the home 
office agency. In 1950 he led that agency 
and is also leading in 1952. For seven 
years he has been a unit manager. A 
graduate of Swarthmore College, he was 
elected last year president of the 
Swarthmore College Alumni Association. 
During World War II he was a Navy 
lieutenant, seeing active service in the 
Pacific. 

Mr. Lee has served as chairman of 
both the program and education com- 
mittees of Philadelphia CLU Chapter; 
past president of Penn Mutual CLU; 
member of National Affairs Committee 
of NALU, and is also a member of city 
and state life underwriters associations. 
He is past president of Swarthmore 
Parent-Teachers Association; director of 
Rotary Club; immediate past president 
of Swarthmore Recreation Association; 
member of Swarthmore Civil Service 
Commission; past chairman of commit- 
tee for education and morale, Southeast- 
ern Chapter American Red Cross; for- 
mer director of Young Republicans Club 
of Delaware County; charter member 
and former director of Philadelphia 
Junior Board of Commerce. 





Speakers for Annual Meet of 
Canadian Life Officers Ass’n 


Annual meeting of Canadian Life In- 
surance Officers Association will be held 
in Seigniory Club May 19-21. Meeting 
of Canadian Fraternal Association will 
Precede it. Among those who will talk 
before CLIOA are Ewing Stumm, sales 
traning manager, National Cash Reg- 
ister Co. and representatives of Retail 
Credit Co. and Bell Telephone Co. of 
Canada, Other speakers include these: 

President J. K. Macdonald of CLIOA 
Who is also president of Confederation 
Life of Toronto, and R. Leighton Foster, 

‘., general counsel, CLIOA. 
ur B. Coolidge, vice president, Aetna 

e. 

Jules Derome, president, Life Under- 
writers Association of Canada. 

J. H. Miller, vice president and actu- 
ary, Monarch Life. 


GREAT-WEST CONFERENCE 

Thirty-two Group supervisors and 
Group representatives from the Great- 
West Life’s United States and Canadian 
branches attended a_ conference last 
week at the company’s head office in 
Winnipeg. It was under general chair- 
manship of Stefan Hansen, Group ac- 
tuary. The Great-West Life has over 
$491 million of Group insurance in force 
and administers more than 2,500 Group 
insurance plans. 


CARLUCCI AGENCY MOVES 

The Frank Carlucci agency, Wilkes- 
Barre representatives for Connecticut 
Mutual Life, has moved to 44 West 
Market Street, Wilkes - Barre. These 
larger and more convenient offices were 
made necessary by the agency’s growth 
and development. The Carlucci agency 
ranks sixth among the company’s 80 
general agencies throughout the country 
in the amount of life insurance written 
for the year to date. 





A. F. BUBENAS TRANSFERRED 

Pacific Mutual Life has announced 
the transfer of Anthony F. Bubenas, 
Group insurance representative, from 
the company’s Phoenix Group insurance 
office to the Dallas office. Mr. Bubenas, 
a U.C.L.A. graduate, has been a repre- 
sentative in Phoenix since October, 1950. 


He joined Pacific Mutual in January, 
1950, and attended the company’s Group 
insurance school. 
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Convenience 


To Life Underwriters... 


You can create new business and increase present 
volume by persuading your clients to finance their Life Insurance Premiums through 
THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 


1. Your client signs a note for the total 
amount he would usually pay at 
the quarterly rate to carry his life 


insurance for one year. 


2. The Chase pays your client’s premi- 
ums for a full year in advance. 


PRINCIPAL FEATURES: 


3. Your client repays the Chase in 
convenient 
over a period of one year, at the 


monthly installments, 


same total cost, in most instances, as 


his insurance charges would be if 
he paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, és 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


52 Cedar Street 


Member Federal Deposit Insurance Corporation 


Consumer Credit Department 


Telephone HAnover 2-6000 


New York 15 
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Laurence F. Lee President 


Chamber of Commerce of U.S. 


i 


LAURENCE F. LEE 


Laurence F. Lee, president of Peninsu- 
Insurance Co., Jacksonville, 
Florida, and Occidental Raleigh, 
N.C., was this week elected president of 
United 


lar Life 
Life, 
Chamber of Commerce of the 
States. 

He was the first white boy born in 
the mountain area of Colfax County, 
New Mexico, nearest neighbor to the 
ranch residing 20 miles away. The fam- 
ily moved to Albuquerque. After leaving 
University of New Mexico Mr. Lee was 
graduated from Yale Law School. He 
started practicing law in Albuquerque, 
became counsel to banks and _ utilities 
and eventually counsel and vice president 
of Occidental Life. He and his family 
moved to Jacksonville when Occidental 
acquired control of the Peninsular. Mr. 
Lee is a former president of American 
Life Convention. 


SID SHAUL RETIRES 


Had 23 Years’ Service With Com- 

pany; Paid Tribute by J. G. Bruce 

Sid Shaul, editor of publications of the 
Colonial Life who has a fine record of 
service with that company for 23 years, 
retired on May 1 at the advice of her 
doctor. For the past, 12 years Miss Shaul 
has been in-charge of editorial, adver- 
tising and publicity work of the company 
and prior to that she was assistant to 
one of the officers of the Colonial Life 
who supervised advertising and _ pub- 
licity. 

Appreciative of her loyalty and service, 
tribute was paid to Miss Shaul by James 
G. Bruce, CLU, vice president, and secre- 
tary of the company, in the April issue 
of “Colonial News.” Mr. Bruce credited 
her with having stimulated both home 
office and field representatives by her 
timely articles in this house organ and 
estimated that 2,000,000 words of copy 
had been produced by Miss Shaul. “She 
is entitled to receive the ‘well done’ 
recognition which the United States 
Navy bestows as its highest praise,” said 
Mr. Bruce. He added: “We regret to 
see Miss Shaul retire and hope she will 
enjoy well deserved leisure.” 

For some years Miss Shaul has been 
an active member of the Life Adver- 
tisers Association and has faithfully at- 
tended its various meetings. 





AITKEN TO VISIT SCOTLAND 

Adam W. Aitken, life manager of 
Smith-Fraser Agency, Inc., representing 
Continental Assurance at 75 Maiden 
Lane, New York, is leaving for a five 
weeks’ trip to his native Scotland. Mr. 
Aitken will visit Edinburgh, Ayrshire 
and Glasgow, his home city. His trip is a 
combination of business and pleasure. 





New York City Ass’n to 
Meet at Statler on May 8 


The next meeting of the Life Under- 
writers Association of the City of New 
York will be held May 8 at the Hotel 
Statler at 2:30 p.m., according to an an- 
nouncement by Harry K. Gutmann, 
CLU, educational vice president. A 
panel discussion will be held entitled 
“Anybody Can Sell Pensions,” featuring 
David Marks, Jr., CLU, general agent, 
New England Mutual Life, who will act 
as chairman and moderator. 

Serving with Mr. Marks on the panel 
will be Archer Ejisenstat, a member of 
the New York Bar for the past 25 years 
and Allan D. MacKinnon, regional sales 
manager of the Group department, The 
Prudential, Newark. During the past 
two decades most of Mr. Ejisenstat’s 
practice has been concerned with estate 
planning, stockholders and partnership 
agreements and allied fields where life 
insurance plays an important part and 
during the past ten years he has been 
actively engaged in the formulation and 
administration of pension trusts. Mr. 
MacKinnon has been affiliated with The 
Prudential for almost 30 years most 
of which has been spent in the Group 
sales department. 

The discussion will be divided into 
three phases: 1. How to recognize pen- 
sion prospects. This will cover types 
of companies who might be prospects. 
2». Techniques for creating interest. 
This will deal with tax exemptions, social 
benefits and possible improvement of 
employer-employe relations and advan- 
tages to stockholders. 3. Best methods 
of handling a case when sufficient in- 
terest has been aroused. This phase 
includes a simple resume of the various 
types of funding. 

The chairman of the association’s com- 
mittee on nominations and elections will 
present the slate of officers and board 
of director nominees for the administra- 
tive year 1952-53. 

There will be no admission charge and 
the meeting is restricted to members 
only. 
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Group and Pension Man 


Opportunity with leading firm of group insurance and pension 
consultants for young man with several years’ experience in 
group or pension field. Good starting salary—rapid advance- 
ment. Write fully stating educational background and expe- 
rience. Replies will be treated in strictest confidence. 


2084 


Underwriter 
New York 38, N. Y. 














HAD THREE DISTINGUISHED SONS 
Death of Mrs. E. S. Shepherd, Who Was 
Mother of Bruce E., Pearce and 
Clinton O. Shepherd 

In Chicago a few days ago occurred 
the death of Mrs. Edwin S. Shepherd, 
mother of three men who won high dis- 
tinction in the life insurance business. 
One of them, the late Clinton O. Shep- 
herd, was chief actuary of the Travelers 
when he died. The other two are Bruce 
E. Shepherd, manager of Life Insurance 
Association of America and former chief 
actuary of New Jersey Department of 
3anking and Insurance, and Pearce 
Shepherd, vice president and chief home 
office underwriter of The Prudential. 
A daughter, Edith, for years was on 
faculty of University of Chicago. 

Mrs. Edwin S. (Alice) Shepherd made 
her home in Chicago for years and be- 
fore that had lived in St. Louis. Her 
death was attributed to heart trouble. 
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J. C. Higdon’s Mother Dies 


Mrs. L. C. Higdon, mother of J. C. 
Higdon, president, Business Men’s As- 
surance, and of Harold C. Higdon, as- 
sistant secretary of Columbus Mutual 
Life, died April 26, at Research Hos- 
pital in Kansas City. She was the widow 
of John E. Higdon, a former chief ex- 
aminer for the Miissouri State Insur- 
ance Department, and the first actuary 
for the Business Men’s Assurance Co. 


Liberty Mutual Life Names 
Five New Vice Presidents 


Liberty Mutual Life, Boston, has 
named five new vice presidents: Frank- 
lin J. Marryott, general counsel; Robert 
J. Barr, who will head the New York 
division; Donald Cameron, who _ heads 
the Southwest division, and Winston 
Mergott, who directs the recently cre- 
ated central division. Bryan E. Smith, 
vice president, has been transferred 
from the New York division to the home 
office to direct general administrative 
activities. Anthony F. Noll, formerly 
vice president heading the sales depart- 
ment, has been named a _ senior vice 
president and will direct the national 
risk department. 


Eastern Life to Observe 
25th Milestone on May 26 


The evening of May 26 will be a 
memorable one for the Eastern Life of 
New York and its field representatives 
as the day marks the 25th anniversary of 
the company. A reception and dinner 
has been planned for 6 p.m. that eve- 
ning at the Hotel Astor, New York. 

Louis Lipsky, president of the com- 
pany, will be the toastmaster. Invited 
guests will include representatives of the 
New York Insurance Department, off- 
cials of the North American Reassur- 
ance Co., and Judge Jacob S. Straul of 
3rooklyn, one of the founders of East- 
ern Life and its first president. 


Cooper to Head Louisville 
Group Office of Home Life 


Home Life of New York has opened 
a Group district office in Louisville un- 
der the direction of Vivian F. Cooper. 
The office will be in the Starks Building 
where the company has long had an 
Ordinary agency under Harry Lee 
Hamilton. Mr. Cooper has been with 
Home Life’s Group department in At- 
lanta. Graduate of Emory University, he 
has been active in civic affairs there 
especially the Junior Chamber ot Com- 
merce. 


N. Y. Women to Meet May 6 


A luncheon meeting of the League 0 
Life Insurance Women will be held on 
May 6 at the Hotel Bedford, New York 
City. The activity for the day will be 
the election and installation otf officers 
and a social time for members. 
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11 Figure in Occidental 
Of California Changes 

STANNARD HEADS AGENCIES 

Carnal in Charge of Agency Administra- 


tion, Gore of Agency Reorganization, 
i of Pr d tion 





William B. Stannard, who joined Oc- 
cidental of California in 1937 as agency 
assistant and became a vice president 
in 1949, has been named vice president 
in charge of agencies. Hitherto he has 
been serving as manager of Northwest 
division, Pacific Coast, Mountain States 





WILLIAM B. STANNARD 


and Southwest territories. .At the same 
time, President Horace W. Brower an- 
nounces realignment of duties of some 
other executives in Occidental’s agency 
administration. J. Edward Carnal is now 
superintendent of agencies in charge of 
administration; Harold G. Gore is su- 
perintendent of agencies in charge of 
new organization; W. Joe Livengood is 
superintendent of agencies in charge of 
production. 

Appointed assistant superintendent of 
agencies with an increased _ territorial 
responsibility are these former home 
office supervisors: James P. Blake, Kan- 
sas City; E. O. Carlson, San Jose; Syd- 
ney S. Dunning, Philadelphia; Richard 
G. Hicks, Birmingham, Ala.; John Mc- 
Call and Robert B. Stephenson, Los An- 
geles. Also appointed assistant superin- 


tendent of agencies is Gordon V. Jen- 
kins, former administrative assistant, 
home office agency. 

Mr. Carnal, former Western and 


Southern division manager, has been 16 
years with the company, heading the 
Chicago brokerage office and later be- 
coming brokerage manager in home 
office. Mr. Gore, 17 years in insurance, 
has been home office supervisor for TIli- 
nois, Indiana, Kentucky and western half 
of Michigan. Mr. Livengood, with the 
company since 1945, has been home office 
supervisor for Washington and Oregon. 


Hear George Aitken 

George Aitken, secretary, Great-West 
Life, was guest speaker at the spring 
meeting of the Life Insurance Institute 
of Canada, held recently at the head 
office of the Great-West Life, Winnipeg. 
Mr. Aitken spoke on “Coordination—An 
Essential of Management.” 

Seventy-five members of the Institute 
attended the meeting, which was _ pre- 
Sided over by R. O. A. Hunter, Great- 
West Life, chairman of the Institute’s 
Winnipeg committee. Darrell Laird, 
Monarch Life, introduced the speaker, 
and J. Dutton, Sovereign Life, moved 
the vote of thanks. 

Mr. Aitken’s address was preceded by 
a discussion seminar on “The Function 
of a Supervisor.” 


Alfred D. Sileo Resigns 
From Union Labor Life 


Alfred D. Sileo has resigned from the 
Union Labor Life where he has handled 
advertising and publicity for the past five 
years and has been editor of the “Ullico 
Bulletin.” In this time Mr. Sileo also did 
sales promotion work. 

Prior to this connection he was con- 
nected with the Veterans Administration 
in the New York regional office as a 


correspondent, chief. In this post he 
handled letters to war veterans relating 
to pensions, insurance and other matters. 

During World War II Mr. Sileo was 
a technical sergeant. for three years 
handling administrative and _ personnel 
matters with the 774th Tank Destroyer 
Battalion. He spent a year and a half 
in the ETO combat zone, 

Mr. Sileo is a graduate of New York 
University where he majored in adver- 
tising and presently is studying for his 
Master’s degree in advertising at the 
Business Administration Graduate School. 


To Honor Travis Wallace 


Travis T. Wallace, president of the 
Great American Reserve of Dallas, Tex., 
will be honored in a double celebration, 
May 5, by the insurance fraternity of 
that city. At that time Mr. Wallace 
will complete 30 service in 
the the 
president of the Insurance Club of Dal- 
las where the party will be held. Prior 
to the celebration, the club will elect 
its new officers. 


years of 


business and one year as first 





Want to Start 
Something? 





@ These “salesmen” work flat on their backs, but they 
carry a selling punch... because good printing has a 


knack of telling a sales story dramatically, clearly, and 
repeatedly ... starting things for our real-life salesmen 
to finish. New England Mutual maintains a continuous 


flow of up-to-date printing designed to suggest life insur- 
ance situations and needs. 


m NEW ENGLAND 4¢ 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 


MUTUAL 


Life Insurance Company of Boston 
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Prosser & Homans Now 

Eugene V. Homans Agcy. 
MANAGEMENT ORGANIZATION 
Agency Formed in 1898 by Sheppard 


Homans and Seward Prosser; 
Eugene V. Homans’ Career 





Following the recent death of Shep- 
pard Homans, the firm of Prosser & 
Homans, general agents, Equitable Life 
Assurance Society, 120 Broadway, New 
York, has become a managerial agency 
for the Society and has been named the 
Eugene V. Homans Agency. Prosser & 
Homans, for years one of the most 
noted agencies in the Greater New York 
production field, was founded in 1898 by 
Sheppard Homans, a graduate of Prince- 
ton, class of ’92, and Seward Prosser, 
who later became president and then 
chairman of Bankers Trust Co.’s board 
of directors. Mr. Prosser wrote one of 
the pioneer Group cases—that of the 
United Cigar Corporation. 

Some of Agency’s Personalities 

Eugene V. Homans, a graduate of 
Princeton, class of °31, entered the in- 
surance business in that year and formed 
a partnership wtih his father in May, 
1932. The agency has been an Equitable 
Society leader for about 10 years and 
has long been one of the principal Group 
and Pension Trust agencies. The three 
key men who are primarily respon- 
sible for obtaining brokerage business 
are Sylvester J. Walker, Arthur V. 
Scott. and William Raftery. Stuart 
MacCallum is in charge of the uptown 
office at 41 East Forty-second Street. 
Noel Maxcy, who in 1950 led the 
entire Equitable Society force with $4,- 
000,000. of Ordinz iry business, is one of 
the agency’s full time men. Powell Ham- 
ilton, who has been unusually successful 
with Pension business, William Chase 
and Stuart MacCallum have qualified for 
the Society’s Million Dollar Club. Mr. 
Hamilton was one of the insurance men 
who advised the Government while the 
Social Security Act was being enacted. 

The grandfather of Eugene V. Ho- 
mans, Sheppard Homans, Sr., was the 
first actuary of the Mutual Life and de- 
vised the American Experience Table of 
Mortality used by all companies until 
the new Commissioners Ordinary Table 
was adopted a few years ago. His son, 
Sheppard, who had beeen an outstanding 
athlete in Princeton and a famous foot- 
ball player there, was one of the most 
popular insurance men in Greater New 
York. 

Career of Eugene V. Homans 

Eugene V. Homans, who usually writes 
between $400,000 and $600,000 personal 
business each year, also does a sizable 
Group business. Aside from his insur- 
ance activities he has been the financial 
adviser of half a dozen individuals or 
estates. During the war, after his fail- 
ure to be accepted by the Navy in De- 
cember, 1941, he worked full time as 
assistant to James G. Blaine in the New 
York Civilian Defense for about eight 
months. After that he became associated 
with the War Production Board—dollar- 
a-year man—for about a year. He has 
long been interested in the American 
Red Cross and in 1942, working as as- 
sistant to Colonel Earle Boothe, he 
helped organize a disaster relief organi- 
zation for each precinct in Manhattan 
and the Bronx. It was a job which took 
six months of his time. 

During the ’20’s and early ’30’s Mr. 
Homans won numerous golf tourna- 
ments, including the North and South, 
1930, Metropolitan, 1928, and the New 
Tersey Junior five consecutive times. 
The Junior achievement will probably 
not be equalled because the age limit 


Prudential Reassigns 
Chicago District Managers 


The Prudential announced a reassign- 
ment of several district managers to fill 
vacancies caused by the retirement of 
Thomas J. Daly and James Seguin who 
had headed Chicago offices No, 5 and 
No 7 

Raymond H. Runzel who has been 
with Prudential since 1927, will assume 
managership of the office No. 5. A Pru- 
dential veteran, with 25 years service in 
the Chicago area, Mr. Runzel has been 
successively agent, staff manager and 
manager in Chicago offices. In taking 
over his new post he terminates a 15 
year managership of the office No. 8. 

Marion J. Morris, also a Prudential 
veteran, and manager of the company’s 
Chicago office No. 2 for the past four 


years will succeed Mr. Seguin in office 
No. 7. Mr. Morris joined Prudential in 
1928 and prior to his appointment as 
a manager, served as an agent and later 
» a staff manager in the Chicago office 
No. 6. 





. HOMANS 


EUGENE V. 


is 19. He tied for the qualifying medal 
with Bobby Jones in the U. S. Amateur 
in 1929 and was runner- up to him in the Princeton Cottage Club and Links of 
U. S. Amateur in 1930 in the last match New York. Mrs. Homans was Marian 
of the Jones’ grand slam. Bennett, whose father, C. F. Bennett, 

Mr. Homans’ clubs include the Na- was president of the Stanley Works and 
tional Golf Links of America; Maidstone the New Britain Hospital for some 
of East Hampton, Long Island; Prince- years. They have one daughter, Helen, 
ton and Bankers Clubs of New York, age 12. 








AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
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Home in Los Angeles of 
N. Y. Equitable Activities 





Equitable Society Building, Los Angeles 


On May 1 Equitable Society offi- 
cially opened its 12-story building in Los 
Angeles which faces Pershing Square 
and which, erected in 1913, was pur- 
chased by the Society in 1943. An archi- 
tect’s drawing of the now completely 
modernized building is shown above. 

Society has 70,000 square feet in the 
building, all but 8,600 square feet of 
which will be used as office space. 

This building will serve as Los Angeles 
headquarters for Equitable, housing the 
local cashier, city mortgage, Group i insur- 
ance, home loan and housing, inspection 
and medical departments. Arthur P. 
Carroll, director of agencies, already has 
offices in the building and Ron Stever 
general agency is now installed there. 
Agencies of Wayne C. Hammond, Wil- 
liam N. Klove, Pracidia R. Shamel and 
Kellogg Van Winkle will also be in the 
structure. Company will occupy five 
floors. 


Robert Kuhling Manager 


For Guardian in Florida 
President James A McLain of Guard- 
ian Life has announced the appoint- 
ment of Robert Kuhling as manager for 
northeastern Florida with headquarters 
in Jacksonville. Sidney J. Brown, who 
has served Guardian policyholders in 
Jacksonville for the past 32 years, con- 
tinues with the company’s Jacksonville 
office as city manager. The agency will 
be known as the Kuhling-Brown Agency. 
Mr. Kuhling, who has been a resident 
of Jacksonville for the past 26 years, 
attended the University of Florida be- 
fore entering the Army in January, 1943. 
He entered the life insurance field after 
his discharge in January, 1946 and 
joined the Guardian in April, 1949, as 
agency supervisor in Jacksonville. 

Mr. Kuhling is a member of the board 
of directors of the Life Underwriters 
Association of Jacksonville, and is ac- 
tive in the Boy Scouts of America and 
the Big Brother Movement. 





Are You on the Right Track? 


Are You Heading inthe Right Direction? 


You Will 


HEARTHSTONE INSURANCE CO. OF MASS. 
120 Boylston Street 


Boston 16, Mass. 


Be....1f You Represent — 


COMBINED SRSURANCE co. OF AMERICA 
5316 Sheridan R Chicage 40, Ill. 


COMBINED AMERICAN INSURANCE CO. 
2817 Mapie Avenue 


W. CLEMENT STONE, President 
of the Combined Group 


Dallas 4, Tex. 
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Insurance Men Are Active 
In New York Cancer Crusade 


Five insurance divisions in Greater 
New York are working for the 1952 
Cancer Crusade campaign which has 


been extended to May 31. ie 
Chairman of the life insurance division 





CECIL J. NORTH 


for the fourth consecutive year is Cecil 
J. North, vice president, Metropolitan 
Life. Chairman of the life insurance 
agents’ division is Carr R. Purser, gen- 
eral agent, Penn Mutual Life. Henry C-. 





CARR R. PURSER 


Thorn, Insurance Co. of North America, 
heads the marine insurance companies’ 
division. Insurance brokers division is 
headed by Roy N. Jenkins of Alexander 
and Alexander. David S. McFalls, presi- 
dent of R, B. McFalls & Sons, Inc., 
heads the insurance agents division. 

“It is a privilege to have a part in 
making it possible for the Cancer Com- 
mittee to continue its fine work,” said 
Mr. North. “I am sure that we can count 
on the insurance companies and _ their 
employes to give this work, which means 
so much to so many persons, the same 
willing support in 1952 which has been 
Provided in previous years.” 


Hear G. A. L’Estrange 


G. A. L’Estrange, vice president of 
United American Life, Denver, was 
suest speaker at the recent fifth anni- 
versary meeting of the Grand Junction, 

olo, Association of Life Underwriters. 
The title of Mr, L’Estrange’s talk was 
Are We Awake.” 


Arnold Hobbs Retires From 
Northwestern National Life 


Arnold Hobbs, vice president and gen- 
eral counsel of Northwestern National 
Life, retired this week after 30 years 
of service with the company. 

Mr. Hobbs, a native of Iowa, received 
his law degree at the University of 
Minnesota in 1911. He entered private 
law practice in Minneapolis, which was 
interrupted by army service in World 
War I. He left private practice to join 


Northwestern National Life in 1922, and 
has served that company continuously 
ever since, first as counsel, then as sec- 
retary and counsel, and of recent years 
as vice president, general counsel and 
secretary to the executive committee of 
the board of directors. 

Mr. Hobbs plans to devote much of 
his leisure to pursuit of his hobbies of 
photography and bird study. He 
plans extensive travel in the next few 
years in the United States and Canada, 
Mexico and England. 


also 


NAMED BY PACIFIC MUTUAL 

Herbert L. Sutton has been named 
manager of the Policy Issue department 
of Pacific Mutual Life Insurance Co. 

A member of the home office staff for 
over 25 years, Sutton’s entire business 
career has been with Pacific Mutual. 
He is secretary of the company’s Insur- 
ance Committee and prior to his new ap- 
pointment was manager of Pacific Mu- 
tual’s Policy Contract department. An- 
nouncement of his advancement was 
made by L. H. Lee, M.D., Pacific Mu- 
tual medical director and executive head 
of the company’s underwriting activities. 
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HARRY I. WARREN 


GENERAL AGENT—BALTIMORE, MD. 
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Warns of Renewal of 
Inflationary Trend 


TALK GIVEN BY EDWARD STONE 


Economic Consultant of Institute of 
Life Insurance Addresses Fargo, 
N. D., Lions Club 
Warning that 1953 may bring a re- 
newal of the inflationary trend that this 


1950 and 1951, 


consultant of 


experienced in 
Edward Stone, economic 
Institute of Life Insurance, 
American public to 
the efforts of those in 
who are to balance the 
anticipated re- 


country 
the urged 
support vigor- 
Congress 

national 


the 
ously 
trying 
budget within present 
ceipts. 

In a talk before the 
Lions Club, Mr. Stone, 
in connection with the dedication of the 
building of the Pioneer Mutual 
that prospects for 
business in the 


Fargo, N. D., 
who was there 
new 
Life, 
a firming of 
nation’s economy becomes readjusted to 
conditions brought about by the Korean 
War and the country’s rearmament ef- 
fort. He foresaw im- 
provement in the winter and added that, 
then, infla- 
“will have to be watched 


now are 
fall as the 


said 


gradual business 


particularly now-dormant 
tionary factors 
carefully to make certain that they don’t 
burst forth.” 

Mr. Stone pointed out that the present 
readjustment in the civilian economy is 
taking place at a time when Government 
orders are helping to support the econ- 
omy, so that all parts of it are not suf- 


fering at the same time. 


Upward Trend of Wages 


3ut the upward trend 


and Taxes 
wages and 
went on, “means that we are 
building a new higher plateau for our 
cost structure, below which it would be 
virtually impossible for prices to go 
without wrecking our entire economy. 
This means that part of the loss in the 
value of the dollar cannot be restored; 
it also means that every effort must be 


taxes,” he 


made and should be made to prevent 
the value of the dollar from slipping 
still more. 

“In other words, isn’t a depression 


we have to fear, as much as the possi- 
bility of more inflation in 1953. There 
are some businessmen who say that ‘a 
little inflation is good for business,’ but 
in the long run, inflation just about 
hurts everybody. Buying based on the 
fear of scarcities and higher prices isn’t 
healthy for anybody. That is why we 
must all be on guard against a recur- 
rence of inflation.” 

Mr. Stone told the group of business- 


men that the life insurance business 
shared their concern with the nation’s 
over-all economic health, and for that 


reason has recently, in an advertisement 
appearing in 465 newspapers throughout 
the country, suggested that everybody 
should support the efforts of the Con- 
gressmen and Senators who are trying 
to squeeze extravagance and waste out 
of our defense and non-defense spend- 
ing, and who are asking that non-de- 
fense activities be cut to the bone. 

It is not only what happens in the 
inflationary picture that holds the an- 
swer to the nation’s economic health, 
he asserted, but also the ability and 
willingness of the American business- 
man to take a chance in either starting 
a business or expanding his present one. 
Here, again, the life insurance business 
has a vital interest in the health of the 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











New York Life Group 
Office Changes Here 


WRITES 9 CASES IN 9 DAYS 





District Supervisor Noll Reports Transfer 
of J. P. Moloney and Joseph Carberry 
From Newark to New York 


Nine group cases in nine days was the 
record of the New York City District 
Group Office of New York Life estab- 
lished during the last two weeks of 
March. Anthony F. Noll, Jr. is district 
Group Supervisor. The total amount of 
Group life insurance placed in force 
during this period was $5,745,400. Of 
the nine cases, seven were on groups 
where there had been no previous Group 
insurance in force. Total number of 
lives insured was 1,346 for an estimated 
annual premium of $111, 

Mr. Noll reports that credit for the 
nine-day record goes to his associates, 
John S. Bannister, William G. Williams 


and Thomas Birch. As a result of the 
increased Group insurance activity, 
James P. Moloney, home office renre- 


sentative, and his associate Joseph Car- 
berry, who have been developing the 
Newark area for the company, have now 
been transferred to the New York City 
District Group Office. Mr. Moloney will 
take an increased responsibility in New 
York and also will bring the full facilities 
of the office to brokers and agents in 
the Newark and Northern New Jersey 
territory. ; 
Bruce Hunt, who has been 
company’s Philadelphia District 
has also been transferred to New 


City. 


with the 
Office, 
York 





since it is through the posses- 

life insursnce that businessmen 
help themselves by providing security 
for their families and a_ backlog that 
can be drawn upon in the event of 
necessity. 


economy, 
sion of 


Importance of Mental Security 


this ezsing of the mind, this 
mental security that is so all 
important to all of us as individuals as 
well as to our national economy,” Mr. 
Stone declared. “For it permits business- 
men to take a number of risks of busi- 
ness which otherwise many of them 
would feel that they could not do.” 

He reported that in 1951, the life in- 
surance business paid out $1 26 a second, 
or $917,000 a day. Of the almost $4,000,- 
000,000 paid out in the year, 57% went 
to living policyholders through matured 
endowments, disability annuities, cash 
surrender values and dividends. 

In another talk in Fargo, Mr. Stone 
discussed for the Kiwanis Club _ the 
serious economic problem facing the 
United States as a result of its recent 
build-up of a large export surplus. 
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HEARD on the WAY 





who died last 


Stafford 


Sir 


week and who was Britain’s Chancellor 


Cripps, 


of the Exchequer until October, 1950, 
met more than 40 of the leading actu- 
aries of the United States and Canada 
when they were in London a few years 
ago attending the Centenary Assembly 
of the (British) Institute of Actuaries. 
This was at a reception held in Marl- 
borough House. Nearly all of the actu- 
aries, including the presidents of the 
actuarial societies of many countries, 
were wearing white ties and tails. Sir 
Stafford showed up late, wearing a flan- 
nel shirt. Busy with his government du- 
ties until shortly before the reception 
began he did not have time to make a 
sartorial change. 

Until 1945 when the war ended Sir 
Stafford had been a somewhat solitary 
although brilliant figure in British pub- 
lic life. A corporation lawyer with a 
most profitable practice he ‘had turned 
politician and his views were towards 
the left. He was successful in a mission 
he performed in Moscow in 1940-41, and 
made a deep impression in India in 1944 
although his mission there did not end 
the way he wanted it to. He became 
one of the top figures in the Labor 
party, retired from public life for a 
time, then returned to enter the war 
cabinet of Winston Churchill although 
he and Churchill could not have been 
farther apart in their political thinking. 
Later, he became Lord Privy Seal, 
Leader of House of Commons and then 
minister of aircraft production. He was 
deeply religious, frequently spoke from 
pulpits and lead an austere life. 


On May 26 at the Waldorf-Astoria 
a conference will be held exploring the 
theme, “Explaining Your Business.” It 
w'll be sponsored by_ the Chamber of 
Commerce of the U. S. and Chamber of 
Commerce of the State of New York. 
General chairman will be James S. Tan- 
ham, a director in the New York Cham- 
ber. 

One address will be 


“How We Explain 


Our Business and the American Eco- 
nomic System,” leader of that panel be- 
ing Edgar S. Bowerfind. director of 


public relations, Republic Steel Corpora- 
tion, Cleveland. Another panel will be 
on “Is Management’s Approach to Eco- 


nomic Education Effective,” moderator 
being W. V. Merrihue, manager, em- 
ploye relations, executive department, 


General Electric. 


Robert J. Vane, of the Metropolitan 
Life’s administrative personnel and man- 
ager of the occupational ratings section 
of its Statistical Bureau, who died re- 
cently at age 59, caused the loss to the 





Mutuctll 





1951 Financial Report 


Ours shows a lot of fine figures. For instance: 


Payments to Policyholders............ 
New Life Insurance. . 
Total Life Insurance in Force.......... 


All three are all-time highs! 


LIFE INSURANCE COMPANY 
HOME OFFICE=LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 


$34,333,400 
$195,955,365 
$1,208,616,015 








business of a man recognized as an in- 
ternational authority on accident statis- 
tics and on industrial occupational haz- 
ards. Commenting on his activities the 
company’s Statistical Bulletin said: 

“With his broad knowledge of these 
fields and his keen analytic ability, he 
made major contributions to life insur- 
ance underwriting as well as to indus- 
trial medicine. He served on important 
committees in many of the professional 
societies, including American Public 
Health Association, American Statistical 
Association, American Society of Safety 
Engineers, American Industrial Hygiene 
Association, National Safety Council 
Greater New York Safety Council, the 
American Standards Association, and the 
Home Office Life Underwriters ’Associa- 
tion. Active nationally in the safety 
movement, he was a member of the Pres- 
ident’s Highw: ay Safety Conference and 
the President’s Conference on Industrial 
Safety. 

“Mr. Vane was the author of many 
technical articles and monographs in his 
fields of interest. Among the most wide- 
ly known are causes of death by occu- 
pation, and occupation hazards and diag- 
nostic signs, both written jointly with 
Dr. Louis I. ‘Dublin and published by the 
United States Bureau of Labor Statis- 
tics. He was a frequent contributor to 
the Statistical Bulletin.” 


Holgar J. Johnson, president, Insti- 
tute of Life Insurance, arrived in Monte 
Carlo on Monday of this week. He 
flew over to Europe from Idlewild air 
field and is attending the meeting of 
the new organization of French insur- 
ance companies which is having its ses- 
sions at the Riviera city. 





One of the awards for the best new 
buildings erected in the Fifth Avenue 
section of New York City in a two-year 
period ending January 1, 1952, has gone 
to the Metropolitan Life. It is a special 
citation for excellence in design of that 
company’s new home office building, 


erected between Twenty-fourth and 
Twenty-fifth Streets and fronting on 
Madison and Fourth Avenues. Archi- 
tects of Metropolitan Life’s big new 
extension are Dan Everett Waid, Har- 
vey Wiley Corbett and Arthur O. 
Angilly. Builders are Starrett Broth- 


ers & Eken. 
Unele Francis. 


F. L. South Sun 
Trophy Winner 


F. L. South, branch manager for Sun 
Life of Canada in Spokane, has been 
named 1952 winner of Sun Life’s Presi- 
dent’s Trophy. The trophy now in its 
llth year of competition among the 43 
Sun Life branches in the United States, 
is awarded annually “for outst: inding 
achievements in branch managership.” 
By reason of his being named this year's 
winner Mr. South will head Sun Life's 
United States Managers’ Consultation 
Committee for the next 12 months. 
Ranking a close second to Spokane was 
A. V. Fortye, branch manager, Hawaii, 
who won the trophy a year ago. Third 
place was taken by Wilmington (J. D. 
Siner, branch manager), followed by R. 
R. Caldwell of Providence and L. 
Richards, Cleveland. 

H. Roy Cromwell, Unit supervisor, 
Newark, is this year’s winner of the 
Director of Agencies Trophy awarded 
annually for best unit management in 
the United States divisions, the third 
term that he has held the trophy. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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COLUMBIS 






life insurance? — 





C. Each of us in the life insurance business 
has a continuing responsibility: to render 
sor, professional services to the millions of 
the free Americans who stand to benefit by 
he our counsel. Let us not neglect our 
ird responsibilities —and our opportunities. 























: was a good salesman—- | | 
but could he have sold 4 i fee 





Columbus could sell. Witness Isabella. But, 
so the saying goes, even after he’d made 

the sale, he ‘‘wasn’t sure where he was going, 
didn’t know how to get there, and didn’t know 
where he was after he’d arrived.’”’ More 

credit to Columbus; he succeeded despite 

his handicaps. 

Life insurance agents are explorers, too—but 
with a big difference. Their companies give 
them the navigational equipment they need to 
chart clear courses for policy owners, even 

in new areas of service. 

The results are evident in both the approach 
and in the achievements of the men and 


women in the field today. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 
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Connecticut Mutual Not to Write 
Group, A. and H. or Special Policies 


Senior Vice President Vincent B. Coffin Discusses Company’s 
Position Relative to Institutional Trends 


VINCENT B. COFFIN 


At the Hollywood Beach convention, 
Vincent B. Coffin, senior vice president 
of Connecticut Mutual, spoke on the po- 
sition of the company with respect to 
institutional trends. He told the field 
men that at the present time the com- 
pany is not planning to enter the field 
of Group insurance, accident and sick- 
ness, disability income, or “special poli- 
cies.” He said that the company will 
continue to concentrate on providing as 
good life insurance as can be written in 
America “and does not intend to engage 
in any activity which will stand in the 
way of its maintaining this relationship 
with the public. 

“We will continue to make all our 
policies as competitive as possible, but 
will not adopt any plan or procedure at 
the expense of any one group of policy- 
holders,” he said. “Our major interest 
in production is to have better and hap- 
pier career producers. In the area of 
training it is our objective to give you 
the best training possible, both in the 
field of advanced underwriting as well 
as in the preliminary and intermediate 
areas. As for compensation, we are thor- 
oughly behind the legislation to broaden 
the limitations under Section 213 of the 
New York State Insurance Law.” 


Compensation Changes 


During his discussion of compensation 
Mr. Coffin said that the Connecticut 
Mutual intended further to liberalize the 
full-time agent’s career contract. Thus, 
there will be liberalization of the vesting 
of the three 5’s under the full-time 
agents’ contract. After the completion 
of 10 years of continuous full-time serv- 
ice, the third renewal of 5% will become 
vested. After the completion of 15 years 
of full-time service, the fourth renewal 
of 5% will become vested, and after the 
completion of 20 years, the fifth renewal 
of 5% will become vested. In other 
words, any agent who has completed 20 
years of continuous full-time service will 
now have the first five renewals vested 
if the contract is terminated for any 
cause. 

Up to the time of Mr. Coffin’s an- 
nouncement the maximum renewal scale 
of two 10’s and three 5’s was vested in 
event of death and only the two 10's 
for any cause other than death. The 2% 





fees for service and conservation con- 
tinue on the present basis. 

In closing his talk .Mr. Coffin paid 
this tribute to the agents: “We regard 
you as the lifeblood of the business. The 
future of the companies is largely in 
your hands.” 


Members of Panel on “Sales 
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Left to right—C. F. Klefeker, Rochester; G. E. Wilson, Portland, Ore.; P. J. Sala, Newark; G. E. 


An Analysis of Sales Production 


Average Connecticut Mutual Agent Has Speaking Acquaint- 
ance of 1,839 Persons; Breakdown of Leads 
and Sales Operations Given 


The average Connecticut Mutual agent 
has a speaking acquaintance with about 
1,839 persons was a statement made at 
a panel at Hollywood Beach by Horace 
H. Smith, superintendent of agencies. 
On the panel were 12 agents who were 
discussing their work methods. This 





Rutland; M. H. Barr, Atlanta. 


Profit-Sharing Plans Growing, 
Frederick Griffin Tells Meeting 


Frederick R. Griffin, Jr., Philadelphia 
agency, had as his topic at Connecticut 
Mutual Life Hollywood convention the 
subject of profit-sharing 


plans which 


account for a considerable part of his 


production. In sellirig these plans, he 


said, the process must be broken down 
prospecting, preparation of 
the proposal, the sale and the services. 

When the agent is acquainted with 
the employer’s business he is in a posi- 
tion to time his presentation so it will 
fit in with the rising business and sub- 
policyholders of 


to include 


stantial profits. If 
agents are key executives in a corpora- 
to obtain the necessary 
and payroll information 


is easy 
data 
needed for 


tion it 
financial 
a proposal. 
In order to arouse the interest on the 
part of these corporation executives the 
agent need only remind the individual 
who is on a 50% or higher type income 
tax bracket difficult it is to set 
aside money for the benefits to one’s 
family or for one’s old age. 

Therefore, this corporation executive 
is likely to be very receptive to a plan 
which would postpone all personal in- 
come tax and at the same time would 


preparation of 


how 


be a legitimate corporation business de- 
duction. 


Complete Control Necessary 


“TI do not believe it is necessary to be 
conversant with all the fine details of 
the laws and regulations concerning 
profit-sharing plans, but the most impor- 
tant thing is to be able to recognize the 
possible advantages of such a plan,” said 
Mr. Griffin, “and to be in complete con- 
trol of the case so that if the prospect 
does not make up his mind to go ahead 
with you, you are then sure that you 
will be the broker of record. 

“I am enthusiastic about the future of 
selling deferred profit-sharing plans in 
which life insurance is included for the 
following reasons: 

(1) Business activity and gross profit 
are at a high level. (2) Present tax laws 
give very favorable treatment to prop- 
erly qualified plans. (3) Conservative 


business men seem to be favorably dis- 
posed toward the flexibility available in 
profit-sharing plans and somewhat re- 
luctant to undertake the fixed commit- 


ment such as is usually prevailing in a 
pension plan. (4) The possibility of sup- 
plementary business is tremendous. 





panel was the result of a survey made 
of approximately 300 agents which cov- 
ered one-third of the company’s full- 
time men and represented one-third of 
total company production. 

Continuing, Mr. Smith said that 10% 
of the business reported in the survey 
could be attributed to direct mail leads 
and two-thirds of the agents questioned 


Methods” 





Deras, Omaha; B. H. Zais, 


were consistent users of direct mail. 
Mr. Smith commented on a new home 
office service, the Press Clipping Bureau 
which regularly scans 100 magazines for 
material of interest to insurance pro- 
ducers. Leads supplied by the Bureau 
have resulted in a large amount of life 
insurance. 


From Where Business Comes 


Getting back to the survey of the 300 
agents Mr. Smith said that two-thirds 
of the men reported that 15% of their 
business came through newspaper leads 
and personal observation. About a quar- 
ter of total sales came from referred 
leads. Of the agents questioned 75% 
keep well-organized prospect files and 
record systems and 50% keep age- 
change and birthday card files. The 
survey revealed that 40% of the total 
volume was closed on the first selling 
interview; 33% on the second sales in- 


terview, and 27% on subsequent inter- 
views. By eliminating estate planning 
work which normally takes more time 


to close it was discovered that 80% 
of all sales of life insurance for per- 
sonal needs came on the first or second 
interview. It was also found that 28% 
of all sales came from prospects where 
acquaintanceship was less than 30 days 
and 50% from those known over a year. 

Classifying sales as to occupational 
groups, 26% came from salaried em- 
ployes other than executives and 25% 
from salaried executives, or a total of 
51%. The survey group reported that 
22% of the sales were made to business 
proprietors, 16% to doctors, lawyers an¢ 
other professional people and the, re- 
maining 11% to assorted occupations. 
The most popular single-need sale dur- 
ing 1951 was the use of thrift, savings 
or retirement idea as a central theme. 
Those three plans used by the company $ 
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Top row—D. C. Newton and L. E. Stiles, general agent, Syracuse; W. T. Blease, 

secretary, G. W. Dixon, Fort Worth; General Agents F. A. Rosenfelt, Toledo; C. C. 

Jones, Indianapolis; A. V. Pritchartt, Memphis; J. H. Farrar, general agent, Cin- 

cinnati; R. U. Redpath, New York; Mrs. C. C. Coffin, Jr.. Mrs. P. L. Guibord, Paul 
L. Guibord, general agent; C. C. Coffin, Jr., all of New York. 


Middle row—J. O’Bannon, general agent, Buffalo; W. F. Reuber, advertising assis- 
tant, J. E. Lahey, Chicago; E. T. Kirtz, Cleveland; J. L. Russell, assistant agency 
secretary, C. Moore, Memphis; G. C. Baker, Buffalo; J. B. Jouvenat, Los Angeles; 


Boone, Nashville; C. M. Broome, III, 


New York; E. C. Grier, 


E. D. Shepherd, Jr., general agent, Houston; P. A. Hoeffer, assistant counsel, J. M. 
Spencer, Jr., Grand Rapids; G. C. Baker, Buffalo; G. E. Wilson, Portland, Ore. 


Bottom row—W. E. Clark, M. A. Schwartz, C. E. Genther, all of New York; J. L. 
Nashville; W. F. Hennen, Atlanta; J. A. 
Spencer, Jr., Newark; R. U. Redpath, Jr.. New York; R. E. Scott, Grand Rapids; 
DeWitt Stern, New York; Henry Petter, Grand Rapids; John M. Fraser, New 
York; D. A. Weisburger, New York; President Peter M. Fraser; G. G. Gottlieb, 
inci i; J. E. Walsh, Indianapolis; C. L. Stone, 
Minneapolis. 





men brought about 44% of the volume ner and Charles F. Klefeker, New York 
ot sales defined as single-need sales. State; Clarence A. Ruch, Pennsylvania; 

Insurance to take care of cash needs, Peter J. Sala, New Jersey; James M. 
such as clean-up mortgage cancellation, Spencer, Jr., Michigan; Gordon E. Wil- 
accounted for 15% of the total volume. son, Oregon, and Bernard H. Zais, 
Next most popular were family income Vermont. 


sales followed by juvenile and educa- Peter J. Sala, Newark agency, was 
tion. Estate extension and other pro- described by Moderator Smith as a 
gramming techniques accounted for man who with a decreasing amount of 
34% of the multiple-need business. Per- effort has had a consistently larger 


sonal estates studies and policyholders number of paid lives and volume which 
service work accounted for 21% of the procedure he attributed in part to self- 
multiple needs sales. About 60% of the discipline and intelligent self-manage- 
men in the sales methods survey re- ment. This agent’s production went 
ported the use of organized eitands of from 53 lives in 1949 to 96 in 1951; 
business self-management employing one from $300,000 in 1941 to million dollar 
or more Connecticut Mutual tools, such qualification in 1951. Average sale has 
as the agents control book, the agents increased from $5,600 to $8,700. 


Plan book and the agents balanced pro- During his talk Mr. Sala said that 

gram action score card. prospecting was one of his minor wor- 
4. oo E © Oo Vv 

Bis Pied: Mian ries. “Looking out of my v indow in 


\ : Newark it is easy to visualize that hun- 
Appearing on the sales method panel dreds of thousands of persons in the 


“J Hollywood Beach were Marcus H. environ are available for insurance. 
sarr, Georgia: He ry W 2p Cali- There ; ‘ teniewes ius 
gia; Henry . Bent, Cali lere are not enough agents to write 


fornia ; Robert S. Caulkins, Ohio; all of them because there are not that 


mete FE. Deras, Nebraska; George many agents.” 


Jackson, Indiana; Arthur R. Kap- Charles Klefeker, Rochester, N. Y., 


fields he has been successful. 


rural agents on ‘te tit in sm 7 bee 
cies and sold at irregular intervals Mar- 


sevsibere as et than 
10,000 population, produced 100 cases for 
$600,000 of business in an area to which 
he was a tot al stré inger three } years ago. 


paid cases for more tha in $1 (000,000 fac e 
(a) of concentrating on 


fora unique market; (c) having enough 
foedeiance alaued the objectives. 
ing an average of 45-hour week, 
ing both office and field time, 
aged more than 20 cases 


average policy of $4,400. 

Gordon E. Wilson, Portland, Ore 
after 21 years as a bulk dealer for 
major oil company, entered life instir- 
ance four years ago. In that short time 
he has been able to pay for a large 
volume of business and at the same 
time become an important influence in 
the civic and community service life of 
his city. 

Bernard Zais, Rutland, Vt., was in the 
jewelry business before entering insur 
ance. Entering a territory strange to 
him he has reached the million dollar 
mark in a few years. Saying that an 
agent never knows when he is going 
to get a.lucky break he gave as an 
example a sale he made at the home of 
a doctor. Zais had gone to a_ hospital 
with a doctor who was a client and a 
test wanted by the home office under- 
writing department was made. While 
there another doctor he did not know 
approached Zais and asked for some 
advice about his insurance. This led to 
a call at that doctor’s home and the 
sale of $50,000 Ordinary life with a 
Family Income rider of $35,000, 
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Stark Sees More Calls 
At Agency by Prospect 


GROWTH OF PROFESSIONALISM 


Houston Agent Tells Advantages of 
Interviews in Atmosphere of 
Life Insurance 


Loren D. Stark of Houston, Texas, 
who has made the Million Dollar Round 
Table for 12 of the past 13 years, told 
Connecticut Mutual Life field conven- 
tion in Hollywood Beach, Fla., his idea 
has always been that it is possible for 
a life underwriter to conduct his sales 
practice in much the same manner that 
a lawyer does. The service differences 
are mostly traditional. The law has 
built up a tradition which formalizes the 


ethics of lawyers which has the result 
of the client calling at the law office. 
The procedure also characterizes some 


other vocations, such as medicine and 
banking. The particular and individual- 
ized areas of public service, accepted by 





Defines “Professional” Job 

Discussing the responsibility of an 
insurance agent of the professional 
caliber, Loren D. Stark, CLU, gave 
the Hollywood Beach field convention 
of the Connecticut Mutual his own 
philosophy of the subject. Epitom 
ized it is as follows: 

“My job is to assist people in ad- 
justments which help them to develop 








harmony in their lives through the 
satisfactions which arise from _ the 
[knowledge that they have utilized 


their resources in such manner as to 
produce the maximum utility from 
their assets for the benefit of them 

selves and their families. The degree 
to which this objective is achieved 
shall be the measure of my success 

Life insurance as a vehicle to solve | 
specific problems will become a mat- | 
| ter of course without emphz Asis On my | 
| part and without conscious sales ef- 

| fort. 

| 





do not differentiate much in 
from the services of life 


the clients, 

importance 

underwriters. 
Since the 


agency system began it has 


been only the occasional procedure for 
a man in need of life insurance to call 
at the office of the man who can ex 
pertly diagnose and then provide the 
protection he needs. And the protection 
is as vital, if not more so, than are 
those about which he sees the banker 
or the doctor. 

“In my opinion,” said Mr. Stark, “it 


is both possible and practical for a life 
underwriter so to develop his practice 
that the client should want to come 
to him. The a is changing as the 
number of top-flig professional under 
writers have been p Rae tei and are in 


reality practicing their profession just 
as the bankers and doctors are. The 
calls heretofore on the unde rwriter have 


been largely by invitation. 


Advantages of Being in Agent’s Office 
There are numerous reasons why the 
insurance client should want to do busi- 


ness in the underwriter’s office instead 
of in the client’s home or office or other 
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“Tdeas Which Help Me Sell a Million” 
Told by Eight Members of MDRT 


A panel discussion on “Ideas Which 
Help Me Sell a Million,” was the high- 
light of a session of Connecticut Mutual 
Life conference at Hollywood, Fla. E. 
A. Starr, superintendent of agencies was 
moderator. Eight members of MDRT 


participated in_ the discussion. They 
were Henry Petter, Grand Rapids; 
Frederick R. Griffin, Jr., Mollenauer 


Philadelphia; Nathan I. Gordon, 
Richard B. Hardy, Toledo; 


agency, 
Cleveland; 


“How I Wrote a Million” 














In introducing the panel Mr. Starr 
pointed out that each has qualified one 
or more times for membership in the 
Million Dollar Round Table and _ that 
the total combined production of the 
eight men for the qualification period 
for the convention was 1,193 cases for 
$13,013,000. 

For Gift Tax Purposes 


Mr. Petter pointed out the many 


Panel 





Left to right—R. U. Redpath, Jr.,. New York; N. I. Gordon, Cleveland; R. H. Sted- 
man, Jr., Charlotte; R. B. Hardy, Toledo; E. A. Starr, superintendent of agencies. 


Alfred S. Howes, Guibord agency, New 
York; Robert H. Stedman, Jr., Char- 
lotte; Loren D. Stark, Houston; and 
Robert U. Redpath, Jr., Josephson 
agency, New York. 

Mr. Starr stated that the primary 
purpose of the session was to encourage 
more agents of the company to achieve 
the maximum degree of success. During 
the past year 91 agents qualified for 
the Leaders Round Table of the com- 
pany, while 28 representatives qualified 

t, 


for the MDR 


opportunities today for selling insur- 
ance for gift tax purposes. This field 
has been particularly lucrative for him 
due primarily to the type of people 
among whom he prospects which are 
largely those in the upper-income brack- 
ets and in the older age group. Mr. 
Petter demonstrated the advantage to 
the individual today in giving away to 
his children and grandchildren a sub- 
stantial part of his estate prior to his 
death and the savings in estate taxes 
which can result from pre-administering 





place of business. From the agent’s point 
of view the reasons can be summarized: 

In the agent’s office there ts a scientific 
atmosphere, the environ being more appro- 
priate for the interview. 

Freedom from interruption. The agent 
can block off the telephone. The psy- 
chological setting is better. The wunder- 
writer can make it clear from the outset 
that there must be complete freedom of 
action in the thinking. Neither must have 
fixed, irremovable preconceptions. Prob- 
lems cannot be correctly solved without 
both being of open mind. That presupposes 
that the conduct of the underwriter shall 
be professional in spirit as well as in 
interpretation of the contract and analysis 


of the needs. Under no circumstances 
should the underwriter make any sugges- 
tion which could be construed as being 


based on his self-interest instead of the in- 
terest of the client. 

“If I hold myself out as a_profes- 
sional,” said Mr. Stark, “I must live up 


to this role in conduct, concept and 
conversation. The basis upon which any 
such relationship can exist is one of 
complete confidence in each other. Ob- 


viously, I cannot be of any help to my 
client unless I know intimately all de- 
tails of his estate, assets, his family 


relationship responsibilities, his business. 
When that kind of a set-up is made the 
agent is in a position to explore what 
are the problems and then to suggest 
their intelligent solution. 


Agent Should Be Broadminded 


“Tt is very difficult for an agent who 
has been trained in the necessity and 
desirability of aggressively making a 
sale to avoid slanting his solution to- 
wards life insurance as a vehicle. Yet, 
it is very important that the underwriter 
not only be able to see the validity of 
other solutions which may have a su- 


(Continued on Page 17) 


to this extent a part of the estate prior 
to death. 
Profit-Sharing Plans 

Mr. Griffin outlined his experience in 
sale of profit-sharing plans, expressing 
the belief that more companies would 
turn to profit-sharing as a means of 
providing deferred compensation bene- 
fits for employes and pointed out that 
such a plan does not entail a fixed com- 
mitment on the part of the employes in 
contrast to the fixed benefit type of pen- 
sion arrangement under which the em- 
ployer must meet a fixed cost commit- 
ment each and every year irrespective 
of company profits. 

Mr. Gordon said that in 1951 more 
than 80% of his total production came 
from business insurance sales, a large 
part of which was for keyman purposes 
or for the purpose of retiring the stock 
interest at the death of a corporate 
owner. He pointed out that it is far 
easier today to secure the corporate dol- 
lar as a premium for an insurance policy 
ne to secure an equal number of dol- 
lars from an individual due to the fact 
that the corporate dollar was taxed only 
once whereas the individual had to pay 
with dollars which had been taxed twice. 


Estate Planning 


Mr. Hardy’s sales procedure is built 
around an estate planning approach and 
he pointed out that more than 75% of 
his total business comes as the result 
of a simple estate planning procedure. 
In preparing the estate plan, he usually 
discovers that the largest item in the 
man’s estate is his business interest 
and consequently as a result of pointing 
out to the estate owner the problems 
that will be involved with his business 
when he dies he has been successful 
in selling a substantial volume of busi- 
ness life insurance. 

Mr. Howes indicated that a substan- 
tial portion of his business comes from 
keyman insurance sales. He finds this 
is one of the easiest approaches today 
since most businesses are interested in 
providing every incentive they can to 
retain their present keymen and_ they 
can be easily shown, therefore, the loss 
that would be entailed if a keyman 
should suddenly die. 


Corporation Insurance 

Mr. Stedman illustrated by a case re- 
cently sold by him which involved al- 
most $500,000 of business, the sales pos- 
sibilities to the agent of Section 22 (b) 
(1)(B) of the Internal Revenue Code 
which permits a corporation to pay by 
contract up to $5,000 of tax-free income 
to a beneficiary of an employe. Mr. 
Stedman suggested that if every agent 
would contact corporations in his terri- 
tory and present just this one idea 
alone, it could not help but result in a 
substantial increase of volume of busi- 
ness for the agent. 


Redpath Discusses Pension Planning 


Mr. Redpath urged more of the agents 
to become interested in the field of pen- 
sion planning. He early became inter- 
ested in pension plans. If more agents 
would become interested in this field, 
the volume of business would take care 
of itself since as the result of the sell- 
ing of a pension plan, there is not only 
an immediate volume of new _ business, 
but there is new business each year due 


to new employes becoming eligible to 
participate, salary increase adjustments, 
etc. 
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Stock Retirement of 
Corporation Reviewed 


PART PLAYED BY SECTION 115 


Richard B. Hardy, Toledo, Tells How 
Amendment of 1951 Fits Into the 
Insurance Picture 


Richard B. Hardy, Toledo, Ohio, in 
his talk at Connecticut Mutual’s field 
convention in Hollywood, Fla., said that 
about 75% of his time was devoted to 
estate planning. He thought it much 
easier to sell life insurance with this 
type of sales procedure than by any 
other means. His analysis is quite de- 
tailed and usually goes four ways on 
recommending insurance to the prospect. 

One sale would be insurance for family 
needs. This is insurance to provide a 
greater income for the family should the 
head of the family die, or insurance 
through the medium of gifts for his chil- 
dren whichever the case may be. Sec- 
ond, he shows need of additional insur- 
ance to provide a greater guaranteed 
retirement income for the prospect at 
the time he leaves the business world. 

The third sale is additional life in- 
surance to meet estate taxes and probate 
, Most prospects do not realize how 
much their taxes and expenses. will 
amount to if they should die. Estate an- 
alysis makes this clearly evident. 

A fourth procedure is to show the 
need of insurance to fund a_ business 
buy and sell agreement. 

Resistance in buying is much less in 
the business insurance field. When a 
corporation or firm is paying for the in- 
surance there is no feeling that the in- 
sured is paying out of his own pocket. 


Section 115 


Discussing enactment in September, 
1951, of a new tax bill in which Section 
115 (g) (3) appeared, Mr. Hardy said 
in substance: 

That is the particular paragraph that 
has to do with the corporation retiring 
its own stock. Many in the legal field 
have said there was a considerable ques- 
tion in their minds as to whether, when 
the corporation purchased key man in- 
surance and in turn used that insurance 
to retire a portion of the man’s stock, 
the purchase price paid by the corpora- 
tion might not be considered a taxable 
dividend and, thus, it would all be taxed 
as income to the estate in the year in 
which it was receiv ey However, the tax 
law of 1950 changed this and provided 
that where more than 50% of the de- 
cedent’s net estate consisted of stock in 
a corporation, then the corporation could 
retire enough of his stock to pay his 
death taxes without having the purchase 
price considered a taxable dividend. 

In September, 1951, a new tax law 
passed Congress in which this Section 
115 was amended so that although the 
law in the past said the stock must be 
50% of the deceased’s net estate, under 
the new law, the stock must comprise 
more than 35% of the gross estate of 
the deceased, to enable the corporation 
to retire stock to pay for taxes at death 
without subjecting the purchase price to 
treatment as taxable dividend. 


costs 


Requirements Increased 


“Now 


was that 


I believe that the intent here 
they were reducing the re- 
quirements,” said Mr. Hardy. “I think 
that is what Congress thought it was 
intending to do. It wanted to reduce the 
figure to a point where a man would 
only need to have 35% of his estate in- 
vested in a close corporation in order 
to qualify under this Section 115 (g) 
3). However, the amendment switched 
the net to gross and penalized the man 
ga advantage of the marital deduc- 
on. 

“I'll give an example. Let’s assume a 
man has a $300,000 estate. Under the 
old law if he took advantage of the 
marital deduction, which gives tax free 
the property to the wife outright up to 
one-half of his gross estate, that leaves 





his net estate at $150,000. When we go 
back to Section 115 (g) (3) and find 
50% of the net estate we see the man 
would need to have only $75,000 invested 
in a close corporation to qualify under 
this Section. Under the new law, let’s 
take the same man with a $300,000 es- 
tate and figure 35% of his gross estate. 
In other words, the man would need 35% 
of the $300,000 or $105,000 invested in a 
close corporation as compared with the 
old law’s $75,000. “Thus, while it was the 
intention of reducing the requirements, 
they have increased them. 
Advantage to Life Agents 

“The big advantage to life insurance 
agents under this Section is this: You 
can talk to a man who owns 90% or 
100%, or, maybe, only 50% of a close 
corporation. If he dies, his estate im- 
mediately has a problem of how the ex- 
ecutors will pay the taxes and expenses 
at the time of his death. Where will 
they get enough cash to pay those taxes 
and expenses? 

“T think it is relatively simple with 
this particular Section. The corporation 
can insure his life during his lifetime 
and upon his death retire enough of his 
stock to pay those taxes and expenses. 
The man doesn’t feel he is buying the 
insurance himself. It is not coming out 
of his own pocket. The corporation is 
buying it. Yet, his family will get a 
fixed value for a portion of his shares 
of stock. The balance of his shares of 
stock wi automatically rise in value 
because a few of his shares of stock will 
have been-retired. The increased value 
of the femaining shares will not be re- 
flected in his Federal Estate Tax if the 
proper Buy and Sell Agreement is in ex- 
istence.” 


More Calls At Agency 


(Continued from Page 16) 


periority over the life insurance solu- 
tion. There are not too many situations 
where other types of solutions are su- 
perior, but undoubtedly there are some. 
Whether he is wrong or right in his 
views, the client has the right of having 
his various remedial measures explored 
for him.” 

Mr. Stark does not believe that suc- 
cess in life insurance should be gauged 
by the yardstick of production. Cer- 
tainly not if the underwriter sells inade- 
quate insurance or the wrong type of 
cover. He measures success by perform- 
ance. Is the client being properly pro- 
tected? Is he adequately protected? 
Otherwise, the manifestations of success 
are merely automatic. 

When he started in the business in 


1920 Mr. Stark noted few agents who 
were professionally-minded, and many 
who did not make good impressions 


during their interviews. In more recent 
years the stature of the underwriter has 
grown as the professional aspect has 
been emphasized, and the recruiting 
standards have grown higher and insur- 
ance salesmen now can be proud of the 
high esteem in which the public holds 
them. He regards the influence on the 
field forces of Dr. S. S. Huebner of 
Wharton School as having been the 
most influential and stimulating in the 
evolution of the underwriter as he is 
so favorably known and accepted today. 


Sales Promotion Director 

Guarantee Mutual Life, Omaha, has 
announced the appointment of Frank T. 
Culp, Jr., as director of sales promotion. 
Mr. Culp is a graduate of the College 
of Emporia, Kansas, and has_ been 
awarded a Masters Degree in Business 
Administration by Harvard University. 
He has had previous sales promotion 
experience with the O. A. Sutton Corp. 
of Wichita, Kansas, and Macy’s Depart- 
ment Store of San Francisco. 

Mr. Culp goes to the Guarantee Mu- 
tual Life from New York Life where 
he was a member of the field sales or- 
ganization specializing in business and 
estate planning. 


Morton’s 40 Years as General Agent 


Of Country’s 


Stratford Lee Morton has completed 
40 years as general agent for Connecti- 
cut Mutual Life in St. Louis. He joined 
the agency under S. D. Jones in the 
summer of 1908 while still attending 
Washington University. Mr. Morton led 
the company’s entire agency forces in 
1910 and 1911 in total volume of life in- 
surance paid for and in number of lives. 
In 1911 he built a unit which included 
his father, Robert Lee Morton, who for 
30 years had been identified with the 
wholesale hardware business in St. Louis. 
In that year the unit paid for two-thirds 
of the business of the St. Louis agency. 

On January 1, 1912, at the age of 23, 
Stratford Lee Morton became general 
agent for eastern Missouri and southern 
Illinois, succeeding Mr. Jones. He imme- 
diately changed the naine of the agency 
to Morton & Morton, associating his 
father with him as a partner, reversing 
the usual father-son routine. 


First C. M. Agent to Pay for 
Million a Year = 

In 1923 “Strat” Morton became, the 
first agent for Connecticut Mutual to 
pay for a million dollars of personal 
business in one year, his production be- 
ing $1,741,000. He has had many million- 
dollar years since that time, including 
two million-dollar days. 

During his experience as_ general 
agent he has developed 18 men who have 
become general agents for his own or 
some other company. Six St. Louis gen- 
eral agents today are men he started in 
the business, while four more have re- 
turned to personal production as large 
producers. Besides himself, he has had 
six men and one woman become m'llion- 
dollar producers, the latter producing 
over a million in her first year. 

Mr. Morton has been unusually activ: 


Purdue School to Conduct 
Week Seminar in Hawaii 


The Association of Life Underwriters 
of Hawaii is bringing to Honolulu the 
staff of the Life Insurance Marketing 
Institute of Purdue University, accord- 
ing to Phil Brooks, chairman of the 
educational committee of the Hawaii 
association. Hal L. Nutt, CLU, director 
of the Purdue School, and Fred G. Kim- 
ball, CLU, associate director, will con- 
duct a one-week seminar beginning 
May 12. 

“Your Association of Life Underwrit- 
ers and the Life Insurance Marketing 
Institute of Purdue University,” said 
Mr. Brooks, “are proud to present a 
school based upon outside influences in 
the sale of life insurance. Sales oppor- 
tunities in the field of business insur- 
ance and a new approach to the concept 
of property will be major topics of 
conversation.” 

Classes will be conducted in the 
Parish Hall of Central Union Church, 
Honolulu. Approximately 200 life under- 
writers are expected to attend. 

In addition to the school in Honolulu, 
the Purdue staff will conduct seminars, 
as in years past, at the University of 
Kansas beginning July 14, and at Penn 
State College beginning July 21. 


OHIO ASS’N SPEAKER 

Clarence L. Peterson, general counsel 
for Ohio State Life, will be the speaker 
at a breakfast to be given on May 17, 
in connection with the annual conven- 
tion of the Ohio Association of Life Un 
derwriters. The breakfast will be spon- 
sored by the Chartered Life Underwrit- 
ers of Ohio. On May 15, the Ohio State 
University will present its third annual 
Life Agency Management Conference. 
Congressman John M. Vorys of Colum- 
bus will be a speaker at the convention. 





Oldest Life Agency 





Edwyn Portrait 
MORTON 


STRATFORD LEE 


in St. Louis civic affairs, being a past 
president of the St. Lows General 
Agents and Managers Association and a 
director of the St. Louis chapter of CLU. 
He is now president of the Mercantile 
Library and the newly-formed Ambas- 
sadors Club of St. Louis, president of 
the Missouri Historical Monuments As- 
sociation and treasurer and trade group 
director of the Better Business Bureau 
of St. Louis, as well as being a member 
of many civic boards and committees. 
The agency is over 100 years old 


March Bile Piivchanes Up 3% 


Life insurance purchases in the United 
States in March showed an increase of 
3% over the volume in the correspond- 
ing month of last year, in spite of a 
decline of 36% in Group insurance pur- 
chases, it was reported by the Life 
Insurance Agency Management Asso- 
ciation. The total in March was $2,493,- 
000,000 compared with $2,417,000,000 in 
March of last year. 

Purchases of Ordinary life insurance 
in March were $1,725,000,000, up 11% 
over March a year ago. Industrial life 
insurance bought in March amounted 
to $530,000,000, an increase of 9% over 
the corresponding month last year. New 
Group life insurance amounted to $240,- 
600,000 in March, a decrease of 36% 
from March a year ago. These repre- 
sent new groups set up and do not in- 
clude additions under Group insurance 
contracts already in force. 

In the first three months of the year 
total life insurance purchases were 
$6,705,000,000, ory under the first 
three months of 1951. Ordinary life in- 
surance bought accounted for $4,678,000,- 
000, an increase of 11% over last yea 
Industrial life insurance purchases rep- 
resented $1,366,000,000 of this year’s 
three-month total, an increase of 5% 
from last year, while new Group life 
insurance amounted to $661.000,000, a 
decline of 46% from the first three 
months of last year. 





W. H. STANLEY DIES AT 83 

William H. Stanley, 83, Buffalo in- 
surance agent and lawyer, died recently 
in his home there after a brief illness. 
An 1898 graduate of the University of 
Buffalo Law School, Mr. Stanley prac- 
ticed law for about ten years and then 
entered the insurance business. He 
represented Mutual Benefit Life. 
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French Group Told of 
Public Relations Use 


HOLGAR JOHNSON BEFORE CAPA 
Life Institute President Says Its 90% 
Performance and 10% Telling Pub- 
lic About !t. 


Monte Carlo, April 28—Real public re- 
lations is “living a good business life and 
seeing to it that the public knows about 
it,” Holgar J. Johnson, president of the 
Institute of Life Insurance, told an in- 
ternational group of insurance executives, 


who are here at the invitation of the 
Comite d’Action pour la Productivite 
dans l’Assurance. The CAPA has been 


formed to seek means of increasing effi- 
ciency and productivity in the French 
insurance business. 

Press relations, publicity and advertis- 
ing are only a few of the tools of pub- 
lic relations, and not public relations in 
themselves, as often thought, Mr. John- 


son said. He defined public relations as 
90% a matter of performance by busi- 
ness in the public interest and 10% tell- 


ing the public about the performance. 

“But telling is of no avail unless we 
first have performance,” he continued, 
“which means conducting our business 
as the public wants it operated. This is 
so because, while it might be possible to 
present a false front to the public for a 
short time, it cannot have a lasting value 
unless the Se made to the 
public are based on facts which they can 
see and understand. It implies living in 
a glass house exposed to the public view 
at all times.” 


Public Relations Common To All 


Mr. Johnson said that while there 
probably are some basic differences in 
the public relations situations in the vari- 
ous countries represented by the insur- 
ance executives at the meeting, there 
may be similar situations which warrant 
consideration. 

“At least 
common to all of us 
a free economy, namely, that the public 
has a right to choose with whom it will 
do business and on what basis it will do 
it business. In that situation the pub- 

because of its right of choice, holds 
xed real power to determine how we 
shall live. Under such conditions it be- 
comes absolutely nebiciate that we 
have public favor and good will through 
their belief and understanding of the 
fact that we are operating in their inter- 
est. 


phase,” he said, “is 
that live under 


one 


Basic Principles of Program 


Mr. Johnson set forth for the gather- 
ing several basic principles nec cessary for 
a successful public relations program. 

1. Good public relations must. start 
with top management and work down 
into the other echelons of the organiza- 
tion. These echelons, in the case of the 
insurance business, would include com- 
pany employes and agents. 


2. To make employes conscious of 


good public relations, it is essential that 
the organization itself have good em- 
ploye relations—for employes are one of 


the most important publics. 

3. Don’t mistake public acceptance of 
services as public approval. 

people believe and under- 
stand that an organization is doing busi- 
ness in their interest, will they give busi- 
ness the approval that is so necessary 
in the present day society. 

4. Never assume that the opinions of 
the public are fixed. Even though there 
may be a favorable attitude toward a 
particular business today, it will not 
remain so unless business sees to it 
that the climate is developed that will 
keep the attitude favorable. 

3; tegen: must decide what it would 
like the public to know about its opera- 
tion. This calls for creating a point of 
view within the business itself and then 
developing the acceptance of the idea 
so that all parts of the business will 
help translate that point of view to the 
public. 

Mr. Johnson outlined the 


goods or 


Only when 


many-sided 


activities of the Institute of Life Insur- 
ance, showing how the Institute had ap- 





Richard D. Fuchs Appointed 


For Aetna Life at Denver 
Appointment of Richard D. Fuchs as 
associate general agent of the Denver, 
Colo., general agency of the Aetna Life 
has been announced by J. M. Caldwell, 
general agent. 

Mr. Fuchs, who has been supervisor 
of the Aetna Life agency at Pittsburgh, 
Pa., will have charge of the supervision, 
training and development of the field 
organization of the Denver agency, 
which serves Colorado and Wyoming. 

A native of Omaha, Neb., Mr. Fuchs 
attended Grinnell College and the Uni- 
versity of Nebraska and after service 
in the Army Air Force joined the Aetna 
Life in 1945 as a representative of its 
Omaha general agency. In the next two 
years he qualified as a member of the 
Aetna Life Corps of Regionnaires, an 
organization of the company’s leading 
salesmen, and became a member of the 
Aetna Life Leaders Club. 

In 1947, Mr. Fuchs went to the Aetna 
Life home office at Hartford and served 
as an instructor in the company’s life 
insurance schools until his appointment 
as agency supervisor at Pittsburgh two 
years ago. 


Provident Mutual Gains 

Provident Mutual’s new paid business 
for the first three months of 1952 totaled 
$31,350,000, an increase of 6.5% over the 
corresponding period for 1951. Insurance 
in force rose to an all-time high of 
$1.461,670,000. 

The gross rate of return on outstand- 
ing investments as of March 31, 1952, 
was 347% as against a gross rate of 
3.35% for the corresponding date in 
1951. 

New investments for the first three 
months of 1952 totaled $17,167,000, yield- 
ing a gross return of 4.09%, as against 
a 3.55% gross yield on new investments 
made during the first quarter of 1951. 





plied the fundamental axioms of good 
public relations to its own operations. 
He cited a list of eight major social 
contributions made by life insurance and 
in doing so emphasized that this was 
only the starting point and the work is 
just getting under way to further ex- 
plore the subject. 


Flitcraft’s New Settlement 
Options Doubled in Size 


The 11th annual edition of Settlement 
Options, just off the presses, has been 
doubled in size to cover 120 companies 
writing 98% of all life insurance in force 
in North America. This programming 
aid has also added important sec- 
For the first time, deviations are 
and practices for policies 
Canadian and 
most 


new 
tions. 
shown in rates 
issued in Canada by 
United States companies 
in the Dominion. 

New questions and 
ness insurance show specific uses of 
settlement options in buy and sell ar- 
rangements by partnerships and close 
corporations. According to the publish- 
ers, Flitcraft, Inc., this business insur- 
ance section is important to agents 
wishing to sell in this high grade market. 

The publishers point out that Settle- 
ment Options is a_ shortcut for pro- 
gramming. The product of 20 years of 
research, it includes all the figures an 
agent is likely to need. 

Settlement Options shows all options 
since 1900 on every policy issued by the 
120 largest life companies . . . and covers 
every change since date of issue. In a 
separate question-and-answer _ section, 
the book describes all company prac- 
tices—even those more liberal than ac- 
tual policy provisions. 

There are about 100 pages of basic 
tables to supplement this information. 

3esides such tables as cash values at 
retirement ages 55, 60 me 65 for CSO, 
American Experience and American 
Men, the new book shows cash. values 
for the first 20 years on seiealegt basic 
policies, the usual mortality and annuity 
tables, tables for the calculation of in- 
surance for mortgage protection, com- 
pound interest and discount tables, and 
many tables of net premiums and re- 
serves. 

One 
names 
panies 

Settlement 
from the home office of 


active 


answers on busi- 


great convenience is the list of 
and street addresses of all com- 
mentioned in the book. 

Options may be ordered 
Flitcraft, Inc., 


75 Fulton Street, New York Citv 38, 
or from any of their branch offices in 
Atlanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas and Los Angeles. 
Single copies are priced at $7 with 
reductions on quantity orders. 





Officers of Massachusetts Mutual General Agents Association 





Ilse Hannau 


The newly elected officers of Massachusetts Mutual General Agents Associa- 
tion are shown following their election at the group’s recent business conference 


Fila. 


in Hollywood, 


Left to right are F. J. Van Stralen, CLU, 


San Francisco, vice 


president; Frank W. Howland, CLU, Detroit, president; and John E. Bromley, CL U, 


Battle Creek, secretary-treasurer. 






To Seattle for Travelers 





WARREN B. CRAWFORD 
Warren B. Crawford, who has been 
assistant manager, life, accident and 


Group lines at the San Francisco office 
of the Travelers, has been promoted 
and appointed manager of those lines 
at Travelers Seattle office. 

His promotion was announced by Vice 
President Perry T. Carter of the Travel- 


ers. Mr. Crawford succeeds Philip B. 
Putnam who was recently appointed 
manager at San Francisco. 


Mr. Crawford has been associated with 
the Travelers since 1927 and has been 
a member of the life, accident and Group 
agency department since 1941. He has 
aig a field supervisor at Oakland and 

San Francisco and was appointed assis- 
tant manager at San Francisco in 1946, 
A graduate of the University of Cali- 
fornia, he served with the Navy during 
World War II and was separated from 
active duty as a lieutenant commander. 


Third Graduate Seminar of 
Agency Management Ass’n 


More than half the class of Agency 
Management Association’s 1949 graduate 
school in agency management will at- 
tend this summer’s Third Graduate Sem- 
inar July 14-18 at the Edgewater Beach 
Hotel, Chicago. 

Twenty - seven the 51 
completing the original graduate study 
course in 1949 are enrolled, along with 
more than 20 other outstanding general 
agents and managers who are graduates 
of the regular schools in agency man- 


members of 


agement. 

As in the first and second (1950) one- 
week graduate schools, the coming Semi- 
nar will emphasize management planning 
for the financial side of an agency oper- 
present organization; 
and building new organization. The basic 
pattern of class hours will follow that 
used in the regular schools, but unlike 
these schools, the Graduate Seminar will 


ation; improving 


feature managers’ participation as in- 
structors and members of forums and 
panels. 


The Seminar is under the direction of 
H. Fred Monley, director of schools. As- 
sociation staff members taking part will 
include Charles J. Zimmerman, CLU, 
managing director; Lewis W. S. Chap- 
man, CLU, director of company rela- 
tions; S. Rains Wallace, Jr., director of 
research; and Laurence S. Morrison, 
research consultant. 

The complete program will be an- 
nounced later, along with the managers 
taking a leading part. Since the Ll: AMA 
will have a regular school running con- 
currently with the Seminar at the E dge- 
water Beach Hotel, a combined gradua- 
tion banquet is planned for July 17. 
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When Pension Plans Don’t 
Need Approval of Board 


Washington—The Salary Stabilization 
Board last week issued General Salary 
Stabilization Regulation No. 6 which de- 
fines conditions under which pension, 
retirement annuity, deferred profit-shar- 
ing or stock bonus plans may be put 
into effect or amended by an employer 
without prior approv al. 

Such plans “would not be inflationary 
when conditions and limitations imposed 
by pertinent provisions of the Internal 
Revenue Code are met and adequate 

safeguards are provided against prema- 
ture distribution to employes,” the Board 
explained. 

Pension, deferred profit sharing or 
stock bonus trusts and retirement an- 
nuity plans for the exclusive benefit of 
employes or their beneficiaries will not 
require prior approval if they meet 
the following conditions: 

1. If there is a trust, it is qualified 
as exempt from Federal income tax 
under Section 165(a) of the Internal 
Revenue Code; 

2. The annual contributions of the 
employer do not exceed the maximum 
amount authorized as a deduction under 
Section 23(p) of the Internal Revenue 
Code; 

3. No payment or distribution of any 
benefit contributed by the employer, or 
loan based on such benefit, shall be 
made to any participating employe or 
his beneficiaries except in the event 
of his death, his permanent disability 
or the expiration of ten years from the 
date of the first employer contribution 
—or, in the case of pension trusts and 
retirement annuity plans, the employe’s 
retirement according to terms of the 
trust or plan. 

The regulation also authorizes an em- 
ployer to put into effect, or amend, a 
pension, profit-sharing or stock bonus 
trust or plan which covers both wage 
earners and s salaried employes, subject to 
the jurisdiction of the Wage and Salary 
Boards, respectively. In such event, the 
regulation specifies that the plan, trust 
or amendment meet the requirements 
of, or be approved by, the Wage Stabili- 
zation Board for the employes under its 
jurisdiction. Prior approval of the Office 
of Salary Stabilization is not required 
under these circumstances. 

Established pension or retirement 
plans or trusts and annuity plans which 
were in effect on January 25, 1951, mav 
be continued —— prior approval of 
the Office of Salary Stabilization pro- 
vided contributions to and distributions 
from the funds are made in accordance 
with the terms of the plan or trust. 


Six New AMA Members 


Six new companies were elected to 
membership in the Agency Management 
Association at. a recent meeting of the 
board of directors in Chicago. 

Five with home offices in the United 
States bring the United States member- 
ship to 180. One is an associate mem- 
ber, making this group 16. There are 
30 Ca naan members for a total mem- 
bership of 226 companies. 

New companies voted in include Bank- 
ers Security Life Society, Des Moines, 
Iowa Beneficial Standard Life, Los An- 
geles, Cal.: C. and I. Life, Houston, Tex.; 
Lincoln Liberty Life, Lincoln, Neb.; 
South Coast Life, Beaumont, Tex. 

The new associate member, the Meiji 
Mutual Life, Tokyo, is the first Japanese 
company to be accepted by LIAM 
since World War II. In the 1930's, the 
Association had several member com- 
panies in Japan. 


JAMES ANDERSON MASON DEAD 
_James Anderson Mason, an agent in 
Newark, of Equitable Society for many 
years, died this month in Orange Me- 
morial Hospital, after a short illness. 
€ was a graduate of Lafayette College 
and also attended Rutgers University. 
His father was the late Dr. Edgar C. 
Mason, a Presbyterian clergyman. 


U. S. LIFE ADOPTS NEW METHODS 


“Receipt on Request” Plan, New Pre- 
mium Notice and Certificate for 
Lost Policies Used 
A “premium receipt on request” plan 
and a new procedure for issuing policy- 
owners’ certificates for lost policies have 
been adopted by United States Life. 
Simplified accounting and cost savings 
for both home office and field force, as 
well as greater convenience to policy- 
owners, wil! result according to William 
J. Monckton, controller of the company. 
The new premium notice form, which 
includes a record of payment slip, and 
eliminates the conventional reminder 
notice, has been introduced in several 
of the company’s agencies. It will be 
extended to all domestic agencies during 
the next few months. Under the new 
system, ‘receipt for premium payment 
will be issued only on request by the 

policyowner. 

A certificate for, instead of a copy of, 
a policy which has been lost will now 
be issued by the company. 
the certificate which will have the same 


force and effect as a complete copy of 
the lost policy, will reduce home office 
expenses and eliminate the need of keep- 
ing on hand stocks of obsolete policy 
forms. 


Issuance of 


Leads.. Northwestern Mutual 

Harold L. Barnett, special agent, of 
Northwestern Mutual Life, associated 
with Krueger & Davidson Agency, New 
York, was the national lez ider among all 
of the company’s agents in the sale of 
life insurance during M:z arch, Mr. Barnett 
is a life and qualifying member of the 
Million Dollar Round Table. 


David D. Stark Appointed 
Regional Group Manager 


United States Life has named David 
D. Stark regional manager for the 
Group division in Baltimore, Md. Rich- 
ard Rhodebeck, president of U. S. Life, 
attended the recent opening of the new 
office, which will serve the states of 
Maryland and Virginia and the District 
of Columbia. 


W. G. HENDERSON RETIRES 


Home Office Underwriter Had Been 
With Connecticut Mutual Life for 
50 Years 
William G. Henderson, underwriter at 
Connecticut Mutual Life, retired April 
15 after more than 50 years of service 
having observed his golden anniversary 

with the company March 24. 

Mr. Hendersen was born in Scotland 
and came to Hartford when he was eight 
years old. He attended high school in 
West Hartford. He was greatly inter- 
ested in golf and became the first caddy 
in Hartford. 

Joining the Connecticut Mutual in 
1902, Mr. Henderson first worked in the 
actuarial and policy departments. During 
World War I he served overseas with 
the YMCA and when he came _ back 
from service was made head of the 
policy department. For the past 16 
years he has been an underwriter. 





Names Thornton at Omaha 

William P. Thornton, well known in 
Omaha and Lincoln insurance circles, 
has been named by Pacific Mutual Life 
as general agent for Nebraska and West- 
ern Iowa. Mr. Thornton will make his 
headquarters in Omaha, where Pacific 
Mutual has been actively represented for 
more than fifty years. 


Aetna Life’s General Agents Advisory Council Meets 








NEWLY-ELECTED CHAIRMAN of the General Agents Advisory Council of 
Aetna Life, Foster A. Vineyard (second from left) of the Campbell & Vineyard 
General Agency at Little Rock, Ark., is congratulated by his predecessor, Paul R. 
Green of Seattle. At the left is Frank H. Plaisted, Portland, Ore., who was named 
secretary of the council, and at right, Robert B. Coolidge, Aetna Life vice president. 


Twelve general agents of Aetna Life 
convened for the annual meeting of the 
General Agents Advisory Council at the 
company’s home office last week. The 
council, which serves in an advisory ca- 
pacity on agency management matters, 
is comprised of general agents who have 
been awatded the Aetna Life President’s 
Trophy for outstanding agency per rform- 
ance — the previous year. 

Foster A. Vineyard, a partner in the 
Campbell & Vineyard General Agency 
at Little Rock, Ark., was elected chair- 
man of the council. He succeeds Paul 
R. Green, general agent at Seattle, who 
presided ‘at the opening session. Frank 
H. Plaisted, Aetna Life general agent at 


Portland, Ore., was named secretary, 
succeeding Ferris E. Pence, Oklahoma 
City. 

During a series of conferences, the 
council met with President Morgan B. 
Brainard and other company officials to 
discuss agency management, sales and 
underwriting problems. 

Other council members attending the 
meeting were Gilbert V. Austin, Brook- 
lyn, N. Y.; G. B. Chapman, Cleveland; 
Harry H. Chase, Pittsburgh; C. E. Clin- 
ton, Omaha; Rockwood S. Edwards, Chi- 
cago; Richard T. Hughes, Syracuse, N. 
Y.; Francis E. McMahon, Detroit; Ern- 
est W. Nelson, Grand Rapids; and Wil- 
liam F. Schergens, Shreveport, La. 


Kisii New Ad Mgr., 
Won DSC as Flyer in War 





CLAY R. 


ALEXANDER 


Clay R. Alexander has been made 
advertising director of Lamar Life, 
Jackson, Miss. Son of Justice and Mrs. 
Julian P. Alexander, he was educated 
in the Jackson public schools, at Mill- 
saps College and at Southwestern Uni- 
versity in Memphis. During the war he 
was in the Mediterranean theatre as a 
bomber pilot, flying more than 60 com- 
bat missions. He was awarded the Air 
Medal with three Oak Leaf Clusters, the 
Presidential Unit Citation, and the Dis- 
tinguished Flying Cross. 

Since his return to Mississippi Mr. 
Alexander has served as flight instructor 
at Greenville Air Force Base, as account 
executive with Marks & Neese Adver- 
tising Agency, Jackson, and as advertis- 
ing manager of the Pascogoula Chronicle 
Star. 


Edward T. Gill Appointed 


New York Life has announced the 
appointment of Edward T. Gill as dis- 
trict Group supervisor at Syracuse, New 
York. Mr. Gill has been home office 
representative in the company’s San 
Francisco district Group office since 
July, 1951. Previously he had been em- 
ployed with the American Associated In 
surance Company of St. Louis, Missouri, 
in that company’s San Francisco office. 
H. Roy johnson has been temporarily 
in charge of the Syracuse office and 
will now return to the home office Group 
annuities department, in New York City. 

Mr. Gill is a graduate of Providence 
College of Providence, Rhode Is!and. He 
was captain of the Peavideuce College 
Football Team in his senior year. He 
joined the Marine Corps in 1942 as a 
private and was sepz irated from the serv- 
ice with the rank of captain. 


March Ordinary Sales Up 


New Hampshire showed the greatest 
rate of increase in Ordinary life insur- 
ance sales in March, with New Mexico 
second and Arizona third, it is reported 
by the Life Insurance Agency Manage- 
ment Association, which has analyzed 
March sales by states and leading cities 
Countrywide, Ordinary business in- 
creased 11% in March compared with 
March, 1951, while New Hampshire 
gained 51%, New Mexico 48% and Ari- 
zona 39%, 

For the first three months, with na- 
tional Ordinary sales up 11% over a 
year ago, New Mexico led with an in- 
crease of 35%, with Alabama and Ari- 
zona in second place, each up 34% over 
the corresponding period of last year. 

Among the large cities, none showed 
an increase, but Cleveland showed the 
smallest rate of decrease for March, 
off 5%. Boston was second with a de- 
cline of 7%. Cleveland led for three 
months with a gain of 18% 
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Random shots taken at the spring Springs, Virginia. 
meetings of New England Mutual’s Gen- (1) Henry C. Stockman, Newark, out- (2) Receiving medals commemorating 25 Atlanta; Benjamin W. Davis, 
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CLU, G.A., Philadelphia. (3) General 
Agents appointed during the past year: 
A. Wesley Steer, CLU, Parkersburg, 
W. Va.; William W. Clore, Phoenix; 
Christopher Goldsbury, San Antonio; 
George C. Behrns, Chicago; not pic- 
tured is A. Kirby Clements, Jr., CLU, 
Montgomery, Ala. 

(4) Incoming president of the Lead- 
ers Association Kenneth V. Robinson, 
Waterbury, Conn., and outgoing presi- 
dent Henry C. Stockman, Newark. (5) 
Pendleton A. Miller, CLU, G.A., Topeka, 
accepts a plaque representing the Presi- 
dent’s Trophy, awarded to his agency 
in 1952, from President O. Kelley An- 
derson. (6) Snapped during a _ tete-a- 
tete, Chairman of the = Smith; 
Ro'la R. Hays, Jr Cby,G Los An- 
geles, outgoing president ot oe General 
Agents Association; William B. Wag- 
ner. CLUU) GAS Harrisburg, incoming 
president. (7) Some outstanding men in 
the business discuss their specialities in 
a panel at Boca Raton: General Agents 
Fraser E, Pomeroy, Detroit; David S. 
Kamp, San Francisco; Archie B. Car- 
roll, Jr., Charlotte; E, Clare Weber, 
CLU, Cleveland; and Wm. Eugene Hays, 
3oston. 

(8) The entire New England Mutual 
Leaders group at The Homestead, Hot 
Springs, Va. (9) New officers of the 
General Agents Association receive con- 
gratulations from company lez iders (Left 
to right) Chairman of the Board Smith, 
President Anderson, William B. Wagner, 
CLU, Harrisburg, president; H. Clare 
Weber, CLU, Cleveland, vice president; 
James C. Nute, Manchester, N.H., sec- 
retary-treasurer. (10) Group of new life 
members of the Leaders Association get 
a big hand from their associates. 

(11) Songleader Richard T. Willis, 
Manchester, N.H. (far left) conducts a 
number by some of the Texas delega- 
tion to the leeders meeting. (12) Six 
members of the Leaders Association who 
were present at the group’s first meet- 
ing at Bretton Woods, N. H. in 1931 take 
a bow. (1. to r.) Vice President George 
L. Hunt; Second Vice President and 
Agency Secretary Charles F. Collins, 
CLU; A. L. (Jimmy) Miller, Chicago; 
Howard B. Knaggs, Detroit; Chairman 
of the Board George Willard Smith; and 
Bertram J. O’Keefe, New York. 


Crawford Seattle Manager 


Warren B. Crawford, who has been 
assistant manager, Life, Accident and 
Group lines at the San Francisco office 
of the Travelers, has been appointed 
manager of those lines at Travelers 
Seattle office. Mr. Crawford succeeds 
Philip B. Putnam i ho was recently ap- 
pointed manager at San Francisco. 

Mr. Crawford has been associated with 
the Travelers since 1927 and has been a 
member of the Life, Accident and Group 
Agency Department since 1941. He has 
— a field supervisor at Oakland and 

San Francisco and was appointed assist- 
ant manager at San Francisco in 1946. 
Graduate of University of California, 
he served with the Navy during World 
War II and was separated from active 
duty as a lieutenant commander. 


Franklin Life Appoints 
Hardin Agency Supervisor 


Wesley Hardin has been named agency 
supervisor on the home office staff of 
Franklin Life, Springfield, Illinois, ac- 
“ae! to an announcement by Chas. 
E, Becker, president. 

Mr. Hardin’s studies at the University 
of Illinois were interrupted in 1942 for 
three and one-half years of service with 
the Army in the South Pacific. Upon 
his release to civilian life he Ving ay 
to the University and received his ag 
degree there in 1947, and his M. A. _ 
gree from Northwestern Tatveraty in 
1948. He immediately became associated 
with the Washington National Life home 
office and served as agency secretary 
until September of 1951, He then joined 
the Franklin Chicago division. After field 
experience there he was transferred to 
the home office agency department in 
Springfield as agency supervisor. 


J. R. Slote Made Field Asst. 


Continental American Life announced 
the appointment of James R. Slote as 
field assistant to Anthony P. Musalo, 
general agent, at 26 Court Street, Brook- 
lyn. 

A native of Rochester, N. Y., but 
residing for many years in Flushing, 
N. Y., Mr. Slote is a graduate of Syra- 
cuse University School of Business Ad- 
ministration, where he_ received his 
Bachelore of Science Degree in 1948. 

He entered the life insurance business 
in 1949 as a full-time agent, and in 1950, 
combined life insurance with accident 
and health insurance. At that time, he 
becames associated with Mr. Musalo. 
During the past two years, he has con- 
centrated on developing his personal 
life business. 


Peteaiens in Flies Areas 


To policyholders in the Missouri- 
Mississippi flood area, Pacific Mutual 
Life is granting time extensions for pay- 
ment of currently due premiums. Extra 
time is also being allowed for agents to 
deliver outstanding new business. 

Similar aid was offered by Pacific Mu- 
tual to policyholders affected by the 
midwest floods of last summer, and also 
more recently to those living in the 
sections damaged by tornados in March 
of this year. 


Gulf Life to Triple Size 
Of Home Office Building 


Construction has begun on a six-story 
concrete building to triple the size of 
the present home office building of Gulf 
Life, Jacksonville, Florida. The new 
building, being erected at an estimated 
cost of $800,000, will be joined to the 
present home office. It will add 80,000 
square feet, bringing the total available 
to 115,000, 


Chairman of the Board E. L. Phillips, 
Sr., co-founder of the company, broke 
ground for the new building. Among 


those present for the ground breaking 
ceremonies was State Insurance Commis- 
sioner J. Edwin Larson. 

Beginning construction of the building 
does not mean that plans are perma- 
ently abandoned for a 20-story structure 
on which work was ready to commence 
at the outbreak of the Korean conflict. 


REPUBLIC NATIONAL LEADERS 
R. G. Thomas, manager of the Mc- 
Allen, Texas agency for Republic Na- 
tional Life, was the company’s “Man of 
the Month” in the life department. C. 
H. Wasson of Big Spring was named for 
the corresponding distinction in the ac- 
cident & health division. The Dallas 
<a, Charles E. Shedd, manager, was 
the leader among Republic National 
agencies for the second time this year. 
7 
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F in @ series of advertisements outlining advantages enjoyed 
NUMBER THREE by field underwriters of the Equitable Life of lowa 


«EQUIPPED FOR 


SUCCESS 


Fie associates of the Equitable Life of 
lowa are equipped for success. 
system and a constructively developed range of pro- 

~~ motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building items supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
* plan of amazing effectiveness. 
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FOUNDED IN 1867 IN DES MOINES 
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Chicago General Agent 
For Lincoln National 





FRANK G. 


LOTITO 


Lincoln National Life has announced 
the appointment of Frank G. Lotito as 
general agent in Chicago, succeeding 
E. E. Besser, Jr., whose retirement was 
reported recently. The Lotito agency 
will retain the same office location for- 
merly occupied by the Besser agency 
at 166 West Jackson Boulevard. ; 

Mr. Lotito began his life insurance 
career with Lincoln National Life 13 
years ago as a member of the Besser 
agency after having been assistant 
buyer for a large mail order house in 
Chicago. Within two years he was 
named agency supervisor with respon- 
sibilities for recruiting and training 
agents. Since 1947 he has been assistant 
agency manager in Chicago for another 
company. He assumes his new post with 
11 years’ experience in agency develop- 
ment work. 

Mr. Lotito is a past president of the 
Life Agency Supervisors Club of Chi- 
cago, has also been secretary-treasurer 
and vice president of that group and is 
active in Life “ypebaatheer nett Association 
affairs. He attended Loyola University 
School of Commerce, has completed 
some of the CLU study courses and is 
a graduate of the Life Insurance Agency 
Management Association School on 
Agency Management Methods. 


Kansas City Life Names 
A. J. Blum General Agent 


Appointment of a new general agent 
for southern Florida, and of his wife 
as a new agent, has been announced by 
W. E. Bixby, ’ president, Kansas City 
Life. 

The new general agent is Arthur J. 
Blum, whose appointment was effective 
May 1. His wife is Ruth V. T. Blum, 
who obtained her license just last month. 

New headquarters offices are being 
set up~for the agency at Miami. Mr. 
Blum has been in the insurance business 
for 22 years and has recently been man- 
aging an agency in Miami. 

Mrs. Blum was graduated from the 
University of Michigan, and Mr. Blum 
from St. John’s College, Brooklyn. 


Alan M. Kennedy’s New Post 


Alan M. Kennedy, who recently re- 
signed as director of "public relations for 
Northwestern National Life, has joined 
International Milling Company. He has 
been assigned special duties in the 
finance division of the head office staff 
in_ Minneapolis. 

International is one of the nation’s 
largest milling concerns, operating in 
both the United States and Canada and 


exporting flour to more than 70 foreign 
countries, 
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Am. Management Ass’n 
Executive Work Study 


MANAGEMENT - PERSONNEL ROLE 


AMA Undertakes Project at Invitation 
of Ford Foundation Adult 
Education Fund 


In recognition of the important influ- 
ence that management leadership is ex- 
erting upon every segment of the na- 
and modern 


Association 


tion’s economy society, the 
American Management will 
conduct an objective and intensive re- 


study to what 


itself 


search uncover manage- 


ment is doing to educate and its 


announced over the 


employes, it was 
weekend by Lawrence A. Appley, presi- 
dent. 

The project is being undertaken by 


AMA at the invitation of the Fund for 
Adult Education established by the Ford 
Foundation. It will be conducted by a 
research group headed by Lieutenant 
Colonel Lyndall Urwick, chairman of 
Urwick, Orr and Partners, Ltd., London, 
England, and a leading international au- 
thority on management administration 
and education. 


Management Personnel’s Growing 
Importance 


The AMA survey will be based on the 
premise that the role of management 
personnel is becoming more important 
and more critical in the whole structure 
of our society, and that the influence 
of supervisory personnel—from foremen 


to chief executive officers—has a pro- 
found effect on the lives of the individ- 
uals who work for them, according to 
Mr. Appley. “The impact of this,” he 
said, “is also felt outside working hours 
and outside the place of work, touching 
the lives of others with whom these 
individuals come into contact and thus 
effecting more continuous contact with 


the broad working population than does 
any other segment of leadership in our 
free society.” 

Since an executive tangibly influences 
the development of the character, per- 
sonality and capabilities of the individ- 
uals who work for him, then through 
them he multiplies the effect of his in- 
fluence by reaching the lives of people 
he never sees, Appley observed. 

“Thus, AMA deems it important,” he 
explained, “to discover what manage- 
ment is doing, and is planning to do, to 
increase its own competency in the ful- 
fillment of its responsibilities; what it 
is doing to prepare individuals at the 
management level for the assumption of 
greater responsibility and authority; and 
what it is doing to help non-supervisory 
people to be mature and_ responsible 
workers and citizens. Not only should 
we know what management is doing, but 
we should know how effectively it is 
being done.” 

Title of Study 
associz ition calls its research proj- 
study of “Management Education 
for Itself and Its Employes,” and it is 
divided into two parts. The first in- 
volves a thorough determination of 
“what American industrial and business 
management now provides in terms of 
program and facilities to prepare its 
managerial employes to meet their re- 


The 


ect a 


sponsibilities in their jobs and as citi- 
zens in the community at large.” The 
second phase will explore “the degree 


of effectiveness of non-vocational educa- 
tional work which management is pro- 
viding for itself and its non-supervisory 
people.” 

In determining what management is 
actually doing to qualify and prepare 
itself for competency in the management 
job, the AMA research group will tabu- 
late all kinds of programs of liberal 
education for management which are 
planned and administered by manage- 
ment itself, as well as the use of outside 
sources of such education as they con- 
tribute directly to and are part of com- 
pany programs. 





Philadelphia CLU Planned Estate Protection Panel 





Left to a I. Taylor, Ann Marie Kelly, Henry Cooper, Leonard Price, 


Leonard E. Liss, Lawrence G. Knecht, 


audience of more than 350 
attended the Five-Star Planned Estate 
Protection Panel, sponsored by the 
Philadelphia CLU Chapter recently. Pic- 


A capacity 


Samuel L. Zeigen, Maynard D. Conklin. 


tured above are the participants of the 
all-day affair, report of which appeared 
in last week’s issue of The Eastern Un- 
derwriter. 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





DEMAND FOR MORE TAXES FADES 





That Is 1952 Situation in Washington, 
Says Chamber of Commerce of 
the U. 


Efforts to obtain a tax increase in 1952 
have been abandoned by the Administra- 
tion, according to Chamber of Commerce 
of New York State. 

“Congress is in no mood to do any- 
thing with the tax structure this year 
for several reasons,” the Chamber says. 
One is that the governmental plan to 
collect $71 billion in revenues next year 
and that is much 
if not more than the economy can stand. 
‘Aside from that,” the Chamber re- 
ports,” the chief lack of 


considered to be as 


‘ 


reasons for a 


action can be found in the field of 
political reality and the marked im- 
provement in the Government’s fiscal 


being acknowl- 
edged by Administration experts. In 
his January message to Congress the 
President urged adoption of that por- 
tion of his tax request which had not 
been acted upon. 

“Congressional tax leaders, including 
Senator George of Georgia and Repre- 
sentative Doughton of North Carolina 
have repeatedly said that taxes and tax 
rates are now as high as the American 
people and the economy can stand un- 
less the nation becomes involved in an 
all-out war. The House Ways and 
Means Committee, in which all revenue 
legislation must originate held no meet- 
ings the first two months of the current 
Congressional session. Only after that 
period was the committee formally or- 
ganized and a program of work out- 
lined.” 


situation now tacitly 


Iowa Association Meeting 

The program for the annual sales con- 
gress to be held in Des Moines in con- 
nection with the annual meeting of the 
Iowa Association of Life Underwriters 
on May 23 and 24, has been announced 
by Harold A. Miller, Mutual Life of 
New York, Council Bluffs, president of 
the association. 

The annual meeting of the association 
will be held on May 23 and will include 
the election of officers for the 1952-53 
year. The Des Moines Agents and Man- 
agers Club will hold its dinner that 
night. 

Speakers at the sales congress to be 
held on May 24 include two agents and 
two home office executives. W. R. Jen- 
kins, vice president, Northwestern Na- 
tional Life, Minneapolis; Frank Man- 
grum, John Hancock, Chicago; Thomas 
T. Martin, Mutual Life of New York 
at Murfreesboro, Tenn., and Harold J. 
Cummings, president, Minnesota Mutual 
Life, will be the speakers. 


WILLIAM E. DUDECK DEAD 

William E. Dudeck, 46, Buffalo, N. Y., 
staff manager of District 4, The Pru- 
dential, died of a heart attack last week 
in his home. He had been employed by 
The Prudential for 20 years. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














St. Louis General Agent 
For Berkshire Life 





CLAIR A, BERNARD 


Berkshire Life has appointed Clair A. 
Bernard general agent in St. Louis. 
Native of Minneapolis and graduate of 
University of Minnesota in 1938, he en- 
tered the life insurance business several 
years ago and has been a consistant 
production leader in his agency. 


HERBERT R. ADAMS RESIGNS 

Herbert R. Adams has resigned from 
the Old Line Life of America, Mil- 
waukee. He joined the company as an 
accident and health claim adjuster in 
1926, and was appointed manager of the 
division in 1943. He has not yet an- 
nounced his plans. 








Are You on the Right Track? 
Are You Heading inthe Right Direction? 


You Will Be....1f You Represent — 
HEARTHSTONE INSURANCE co. OF MASS. 
120 Boylston Street ton 16, Mass. 5316 Sheridan Road 


COMBINED INSURANCE CO. o AMERICA 


Chicago 40, Ill. 


COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue 


W. CLEMENT STONE, President 
of the Combined Group 





Dallas 4, Tex. or 























| I 


oe. 





ife 

















UN 


DERWRITER 





































It’s an irresistible sales appeal for all 
your prospects age 10 to 40. Here’s how 
The Travelers Cash Settlement Con- 
tract works: 

For a man age 35, a $10,000 Cash Settle- 
ment policy costs $281.40* a year. 
Premiums until age 65 total $8,442.* 
Upon retirement at age 65 the insured 
automatically receives a cash payment of 
$8,450* . . . or may take advantage of 
other optional settlements. He’s had 
$10,000 protection for 30 years and now 
receives more than he put in. 


Of course, he doesn’t have to cash in the 





. . » at age 60, 65 or 70!” 


policy. He can have the money paid in 
the form of monthly income . . . or 
can elect to take a full paid up policy for 
$10,000 if he chooses, plus $910 in cash. 
It’s an amazingly flexible eontract, and 
you just can’t beat it for saleability. 
So be sure and ask your next prospect, 
“How would you like a policy that offers 
you $10,000 for your family or your 
th) 


money back: 
\ ; 

He'll be grateful to you . .., for life! 

For further information on The Travelers 

Cash Settlement Contract just call your 


nearest Travelers Life Manager or General 
Agent. Ask him about commissions. 


*Rates and values slightly different in Canada. 


The Travelers INSURANCE COMPANY 


Hartford 15, Connecticut 





























Page 24 











May 2, 1952 








THE EASTERN 


UNDERWRITER 











Owned and published every Friday by The Eastern Underwriter Co., a New ‘York 
Office and place of business, 41 Maiden Lane, New York 38, N. Y. 
WhHitehall 3-1446 


Corporation. 





CLARENCE AXMAN, President-Treasurer 





Guiapys P. Reap, Secretary 


W. L. Hapvey, Vice President 





CLARENCE AXMAN, Editor 
Epwin N. Eacer, Associate Editor 
JENNIE SuE DANIEL, Associate Editor 
A. V. MILER, Editorial, Secretary 


Editorial Division 


JEROME PHILP, Managing Editor 


W. L. Crapp, Associate Editor 
OLIvER J. JonEs, Associate Editor 





Business Division 


W. L. Haptey, General Manager 


Guapys P. Reap, Assistant Manager 





Subscription price in the United States and possessions, $5 a year. Canadian subscriptions, 
$6 a year. Foreign countries $6.50 a year. Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 


Entered as second-class matter April 5, 1907, at the post office 0, New York City under act of 
79. 


Congress, March 3, 18 





12 BASIC SOCIAL PROBLEMS 

The number of basic social problems 
in the United States is given as 12 by 
Walter C. McKain, associate professor 
of rural sociology at University of Con- 
necticut. His over-all definition of 
cial problems applies to situations that 


so- 


the members of society consider unde- 
sirable. Here is his list: physical illness, 
insecurity of old age, poverty, unemploy- 
ment, social and family disorganization, 
cultural group conflicts, feeble-minded- 
ness, mental derangement, alcoholism, 
drug addiction, crime and suicide. 
Discussing physical health Dr. McKain 
estimates that more than $8 billion was 
spent for medical 1950; that 
44% of the population was disabled each 
day and that of these more than one- 
fourth have been disabled for six months 
or more. In 1946 about 78% of the coun- 
try’s hospital beds were in local, state 


care in 


and Federal hospitals and about 41% 
of the total hospital admissions were 
accomodated in these facilities. 

As for family disorganization there 


were approximately 400,000 divorces in 
this country in 1949. “The basic conflict 
between individualistic tendencies and a 
strong family system has not been re- 
solved in our society,” Dr. McKain says. 

As to Old Age insecurity he said that 
in 1950, 3,000,000 received old age as- 
sistance and others were de- 
pendent upon families and friends. The 


many 


rapid growth of life insurance plans, So- 
cial Security programs and private in- 
dustrial pensions have done much to re- 
duce economic insecurity attendant upon 
old age. 

Discussing poverty the University of 
Connecticut professor said that in 1949 
nearly 5,000,000 families in the United 
States had annual incomes of less than 
$1,000 and in 1950 there were 391,000 
cases of general assistance not counting 
the special types of assistance such as 
aid to the blind, elderly people and de- 
pendent children. 

Unemployment look like a 
1952 problem especially when it is re- 
membered that there were 10,000,000 un- 
employed in the 1930's, but the professor 
says that at the beginning of this year 
there were approximately 2,000,000 with- 
out jobs, and even at the present time 
there are 100,000 unemployed in Detroit. 

The number of suicides in 1948 were 
more than 16,000 in the United States. 


does not 


falls under the classification of 
social problems, partly because of the 
hardships that it brings to the victim's 


Suicide 


family and partly because society as- 
sumes a sense of responsibility for the 
lives of its members. 

Dr. McKain’s brochure is 
series printed by the educational publica- 
tions department of the American Col- 
lege of Life Underwriters intended for 
studies for the Chartered Life 


one of a 


use in 
Underwriters’ studies. 


HANDLING OF CATASTROPHIES 

The splendid public service the Catas- 
trophe Plan service has been rendering 
since it was put in operation in the prop- 
erty insurance field was one of the 
American procedures to which attention 
of French insurance representatives 
meeting this week in Monte Carlo was 
called by Lewis A. Vincent, general 
manager of the National Board of Fire 
Underwriters. 

This plan becomes effective when dis- 
aster strikes and a large number of 
claims and extended property loss re- 
sults from a single catastrophe to policy- 
holders. The widespread use of the Ex- 
tended Coverage Endorsement has re- 
sulted in a number of catastrophies in 
recent years resulting from windstorms 
and explosions. 

The catastrophe plan is designed to 
expedite the adjustment of losses in 
disaster areas, to achieve uniform set- 
tlement of claims and to better serve 
the policyholders and the citizens of an 
area where catastrophe has struck. It 
provides for the establishment of a 
catastrophe office under the direction of 
the National Board’s general adjuster to 
coordinate the work of adjusters, compa- 
agents. It arranges to 
bring in needed adjusters from outside 
the area to facilitate the prompt han- 
large claims. A 
system of spot checks of loss reports as- 
sures that fair, equitable and uniform 
adjustment of losses is made. The co- 


nies and local 


dling of numbers of 


operation of local public officials, con- 
tractors, the press and radio is solicited 
in order to keep the public and particu- 
larly those who have suffered losses, ap- 
praised of what is being done. 

Such catastrophe offices have been es- 
tablished in about a dozen locations in 
the past five or six years. The plan is 
































































GLADYS PUTNAM 


Gladys Putnam of Gloversville, N. Y., 
who is associated with the S. Kirk Knott 
Agency in that city, has been elected 
president of the Federation of New York 
Insurance Women’s Clubs. Mrs. Put- 
nam was vice president last year and 
has served on several committees. She 
is a local agent and a past president of 
the Insurance Women of Fulton County, 
also a vice president of the Johnstown 
Chapter of the Business and Profes- 
sional Women’s Clubs. 

; x-* 


Henry T. Vance, partner of Vance, 
Sanders & Co., of Boston, has been 
appointed a member of the board of 
trustees of Century Shares Trust, old 
and large open-end investment company 
specializing in insurance and bank 
stocks. Mr. Vance is president and di- 
rector of Boston Fund, and director and 
chairman of the executive committee of 


Massachusetts Investors Second Fund. 
* * * 

Chester O. Fischer, vice president, 

Massachusetts Mutual Life, has been 


named to serve as vice chairman of the 
1952 United Fund-Red Cross campaign 
in Springfield, Mass. Mr. Fischer has 
taken an active part in local Red Feather 
drives in the past, serving in the cor- 
porations division for several years. 

* * * 


T. Allen, general agent of 
Northwestern Mutual Life, Buffalo, N. 
Y., has been elected treasurer of the 
Niagara Frontier Transit System, Buf- 
falo’s public transportation firm. 

ae Me 


H. V. Schenck, of Richmond, vice 
president of Life Insurance Co. of Vir- 
ginia, has been elected treasurer of the 
Virginia State Chamber of Commerce at 
the 28th annual meeting of the organiza- 
tion held at the Hotel John Marshall 
in Richmond last week. 


Peter 





most successful where there are a large 
number of claims concentrated in a rea- 
sonably confined area. It hastens the 
rebuilding and rehabilitation of the com- 
munity. “It is another example of how 
the capital stock fire insurance compa- 
nies through action have 
been able to render a real public service 
to their policyholders and the American 
public,” was Mr. Vincent’s conclusion in 
his comments on catastrophies. 


cooperative 





Blackstone Studios 
A. BRUCE BIELASKI 


A. Bruce Bielaski, assistant general 


manager of National Board of Fire 
Underwriters, and the National Board 
crime’ investigating personnel, were 


featured in New York Herald Tribune's 
magazine “This Week” on Sunday last. 
Article was based on manner in which 
National Board helps public’s crime- 
fighting organizations in apprehending 


jewelry gangs and individual thieves. 
Article was particularly pertinent as 
there has been a flood of such _ rob- 


beries, mostly in hotels and fashionable 
apartments of the Park Avenue type. 
This is a nation-wide situation. At all 
times National Board cooperates with 
the police forces and other such enemies 
of crime in public life. “This Week” is 
sold by the Herald Tribune to a num- 
ber of daily newspapers who use it as 
one of their supplements in Sunday 
issues. Circulation of “This Week” runs 
into millions of copies. 

_ * 

Hugh A. Davies, director general, 
Latin American operations, International 
Harvester Co., will be principal speaker 
at Hemispheric Insurance Day luncheon 
May 14 at Waldorf-Astoria. 

ee ae 


One of the insurance men invited by 
the French insurance companies to at- 
tend the inaugural meeting of their new 
organization in Monte Carlo was J. 
Dewey Dorsett, general manager of the 
Association of Casualty and Surety Com- 
panies. Mr. Dorsett wanted to attend 
this gathering but the annual meeting 
of the Association of Casualty and Sure- 
ty Companies soon to be held prevented 
his making the trip. 

* * x 

Carrol M. Shanks, president of Pru- 
dential, is president of the Montclair 
Library board which recently gave an 
affair attended by 400 guests there in 
honor of Margery Quigley, librarian, and 
Mary Clark, assistant librarian. Mr. 
Shanks as representative of the board 
presented gifts to both of the library 


women. 
* * * 


Devereux C. Josephs, president of New 
York Life, along with President Harry 
S. Truman will be one of the speakers at 
the 70th annual dinner of the National 
Civil Service League tonight in Wash- 
ington. Mr. Josephs will speak on “ The 
Need for Adequate Rewards for Those 
in the Government Service.” He is 4 
former president of the Carnegie Cor- 
poration of New York and has been a 
member of NCSL for many years. 
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American Bureau of Shipping Cy Tiers. Owen C. Torrey, Harold Jack- 
son and Frederick B. McBride. 
American Bureau of Shipping, which 
occupies practically all of its eight-story PRESIDENT OF THE AMERICAN 
building at 45 Broad Street, New York BUREAU OF SHIPPING AND 












City, a block below Wall Street, has as CHAIRMAN OF ITS BOARD OF WALTER L. GREEN DAVID P. BROWN 
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National Board Issues 
Catastrophe Loss Plan 


IS NATIONWIDE AND UNIFORM 


Adjustment Procedure Outlined to 
Agents by Sherwood; Formation of 
State, Local Committees Urged 


A nation-wide and uniform fire insur- 
ance adjustment procedure for losses re- 
sulting from catastrophe has been formu- 
lated by the National Board of Fire Un- 
derwriters. ; = ae, 

Regarded as of far-reaching signifi- 
cance to the general public, in particular 
the policyholder and those engaged in 
fire insurance activities, the procedure 
was publicly outlined for the first time 
since its inception by Donald B. Sher- 
wood, general adjuster of the National 
Board of Fire Underwriters, in a speech 
Wednesday at the mid-year meeting of 
the national board of state directors of 
the National Aceh shy of Insurance 
Agents at Denver, Colo. 

Known as the “Catastrophe Loss Ad- 
justment Procedure,” its principal ob- 
jective is to facilitate handling of claims 
for losses that result from catastrophe 
or disaster involving stock fire insur- 
ance companies in losses estimated at 
$1,000,000 or more. It was “born,” Mr. 
Sherwood explained, from experience 
commencing with the 1938 eastern sea- 
board hurricane and was developed out 
of National Board procedures that went 
int ) operation in 1943. In its fullest ap- 
plication it would become operative im- 
mediately following such catastrophes as 
the Northeast windstorm of 1950, the 
Texas City explosion of 1947, the Gulf 
Coast hurricane of the same year, or 
the recent series of tornadoes in the 
South Central States. 

Action at National and Local Levels 

Essentially a plan for action at na- 
tional and local levels, the procedure will 
be implemented by general agents, local 
agents, agents’ associations, local loss 
associations, adjusters and fieldmen. To 
this end Mr. Sherwood said the National 
Association of Insurance Agents is rec- 
ommending formation of “catastrophe 
loss committees” at local ear local 
association and state association levels. 
Several such committees, he added, al- 
ready have been established. 

As an aid to agents, adjusters and 
others concerned with the possibility of 
catastrophe, the National Board’s com- 
mittee on adjustments is making avail- 
able a brochure that sets forth the duties 
and responsibilities of various partici- 
pants in the procedure. It emphasizes 
the fact that catastrophe is a nation- 
wide problem with no region or state 
immune from devastating losses. It 
recommends that no losses be adjusted 
for at least 72 hours after catastrophe. 
This permits, among other things, care- 
ful camatasio’ of the “catastrophe no- 
tice of loss” by the agent and at the 
same time allows an opportunity for the 
adjuster to arrange unit price schedule 
in cooperation with the local building 
trade. 

Mr. Sherwood said there was general 
agreement on this recommendation be- 
cause it will materially hasten adjust- 
ment of all losses by allowing time for 
necessary preparation for handling the 
adjustment work in an orderly manner. 

“This is particularly 'so as the size of 
the catastrophe and the number of prop- 
erties increase,” he explained. For the 
record, he added, there have been 21 
catastrophes since work was started on 
the procedure, just prior to the Amarillo, 
Texas, tornado of May 15, 1949, and the 
end of last year. 

Index of Preference Material 

In addition to a discussion of the role 

of the agent in the procedure, the bro- 











*s an index of reference ma- 
“catastrophe notice of loss,” 
principles, and the National 

letin warning against adjusting new for 
1 and its supervisory office bulletins. 

plan leans to the view 
. “Many agents are capable 
cate astrophe conditions no agent can han- 


He finds himself 
saan with other 


Sherwood added that losses must 


steadfastly decline to adjust losses are 
in a better position than those who at- 


Catastrophe Notice of Loss 
‘Catastrophe Notice of Loss’ has 
been patterned after the one-write policy 


tested in several agency offices and found 


in the upper left-hand corner for city 
and catastrophe zone number 
National Board urges be completed in all 





Ford Risk Placed With 


Factory Insurance Ass’n 
Marsh & McLennan, one of the 
world’s largest insurance brokerage 
firms, has secured the Ford Motor 
Co. account and this week placed it 
with the Factory Insurance Associa- 
tion. The insurance, covering fire and 
allied lines, totals over a billion dol- 
lars on Ford property. Formerly these 
risks were self-insured. 











Pearl Consolidates Its 
N. Y. Metropolitan Depts. 


The Pearl Assurance announces con- 
solidation of its New York metropolitan 
departments under the general super- 
vision of Robert L. Wrenn as manager. 
These are the departments located at 
85 John Street. Mr. Wrenn will continue 
to exercise direct supervision over the 
brokerage and general cover business. 

Leonard E. Husby will continue to 
supervise the automobile department, 
Charles E. Wilson the inland marine 
department and Minturn Jurist has been 
placed in direct supervision of city and 
suburban fire production with the title 
of special agent succeeding C. 
Whittemore. 


Turton of Agricultural 
In New Jersey Is Killed 


Alfred F. Turton, New Jersey state 
agent of the Agricultural of Watertown, 
N. Y., and his wife, Grace S. Turton, 
were killed when their car crashed into 
a railway bridge in Orange, N. J., Mon- 
day night. John Wilmott, secretary of 
the company, was also injured severely 
and taken to Orange Memorial Hospital. 

Mr. Turton joined the Agricultural 
about 20 years ago in Virginia and trans- 
ferred to New Jersey as state agent in 
1935. The Turtons leave one son, Rob- 
ert, attending dental school in Detroit. 
Mr. Turton also leaves his mother and 
three brothers. 

Mr. Wilmott went with the company 
after graduation from Williams College 
in 1930. His father, the late Percy Wil- 
mott, was president of the Agricultural 
from 1924 to 1928. Mr. Wilmott lives 
in Watertown. 


BRANDT GOES TO ALABAMA 

The American Insurance Group an- 
nounces appointment of Special Agent 
Leroy M. Brandt to the southern Ala- 
bama and northwestern Florida field, 
with headquarters at 220 Greystone 
Building, Mobile. 

Mr. Brandt is a native of Charleston, 
S. C., and was in the Air Corps for the 
three years during World War II. Fol- 
lowing his discharge from service, he 
entered Duke University, gr raduating in 
1950. He subsequently joined the 
American at its home office, and success- 
fully completed the advanced multiple 
line training course. Since August, 1951, 
Mr. Brandt has served as special agent 
in North Carolina. 
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New NFPA Pamphlet on 


Preventing Home Fires 

Fires occur in approximately 330,000 
homes in the United States and Canada 
every year killing an average of 5,000 
persons of which one-third are children 
less than 14 years old. These are some 
of the facts which caused the Nation: al 
Fire Protection Association, an interna- 
tional non-profit fire control groun, to 
publish a_ plain-talking pamphlet en- 
titled “Preventing Home Fires.” 

This booklet points out the common 
fire hazards in the home and shows 
how they can be eliminated in 24 pages 
of starkly dramatic photographs and 
straight-forward language. Common- 
sense smoking hints, fundamentals of 
safe electric wiring, safety precautions 
for stoves, requirements for chimneys, 
fire-safe housekeeping and guarding chil- 
dren are among the subjects discussed, 

The pamphlet advises holding family 
fire drills, installing automatic fire de- 
tection equipment and providing port- 
able fire extinguishing equipment. It also 
tells briefly what to do in case of fire. 
The NFPA hopes through this pamphlet 
to instill in homeowners a healthy re- 
spect for fire and to help them take 
the common-sense steps that will elim- 
inate the causes of home fires. 

Copies may be obtained from the 
National Fire Protection Association, 60 
Batterymarch Street, Boston, Mass. Sin- 
gle copies 25 cents. Discount for quan- 
tities. 


Martin Luther 40 Years 
With North British Group 


April 29 marked the 40th anniversary 
with the North British Group of Mar- 
tin Luther, assistant secretary in the 
accounting "department at the home of- 
fice. Mr. Luther was guest of honor at 
a luncheon at the Bankers Club at which 
Secretary P. J. Synor presided. Also in 
attendance, among others, were Assis- 
tant U. S. Managers J. L. Magenheimer 
and R. P. Stockham, both of whom 
joined with Mr. Synor in lauding Mr. 
Luther for long and conscientious serv- 
ice. 

Mr. Luther also was presented with 
a gold wrist watch as a remembrance 
from associates. His entire service period 
has been in various home office positions. 


MARK D. RECTOR DIES 

Mark D. Rector, long a familiar fig- 
ure in Chicago insurance circles, died 
April 20 at his home in Atherton, Calif. 
He had made his home on the West 
Coast since 1946 when he retired as sec- 
retary and assistant manager of the 
Chicago agency of James S. Kemper & 
Co. 

Prior to going to the agency, Mr. 
Rector was manager of the Snrinklered 
Risk Mutuals of Chicago. When_ the 
latter merged with Improved Risk Mu- 
tuals in 1936, he entered the Kemper or- 
ganization. Mr. Rector was born in 
Omaha, Neb., October 5, 1886. 


CAMDEN AGENTS HEAR ROERINK 

Garret W. Roerink of the American 
of Newark, president of the New Jersey 
Chapter of the Society of Chartered 
Property and Casuz ilty Underwriters, 
spoke on the fire insurance contract be- 
fore the Camden County Insurance 
Agents Association at the monthly 
luncheon meeting at Camden, N. J., on 
April 28. There was also shown the 
film “Meeting the Policy Man.” W. 
Cecil Evans is president of the Camden 
local board. 





SOMMERS BUYS BALL HOUSE 

>aul B. Sommers, retired president of 
the American Insurance Co. of New- 
ark, N. J., has bought the Washing- 
ton Inn, historic Timothy Ball home in 
Maplewood and will occupy it as a resi- 
dence after June 1. It was started in 
1743 and was visited by George Wash- 
ington when in the possession of Usal 
all 
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Macpeak, Abrams & Bleich 
New Name of N. Y. Law Firm 


HENRY H. ABRAMS 


Henry H. Abrams of the New York 
law firm of Macpeak, Abrams & Bleich, 
111 John Street, which has succeeded 
the former firm of Macpeak & Abrams, 
is a graduate of St. John’s University 
Law School. In 1931 he became associ- 
ated with the law firm of Samuel D. 
Macpeak, a former Deputy Superintend- 
ent of Insurance, State of New York, 
and in 1936 the firm became Macpeak, 
Flatow & Abrams. During World War 
II he was in the United States Air Force, 
assigned to the Judge Advocate’s office, 
and was a captain in 1946 when he left 
the service. He is a member of the 
Queens Valley Home Owners Associa- 
tion, Queens County Bar Association and 
nai B’rith. His wife was Anne Stone; 
they live in Kew Garden Hills, Long 
Island, and have a son of 4. Joseph 
3leich has been an associate of Mr. 
Abrams for some years and they were 
students at St. John’s. 

Macpeak, Abrams & Bleich are legal 
representatives of Brooklyn Insurance 
Brokers Association, Inc., Brokers Asso- 
ciation Joint Council and some insurance 
companies. Formerly, the firm was coun- 
sel for the transportation section of 


New York Board of Trade. 


JACQUIN SPECIAL IN_ ILLINOIS 

The Pearl-American Group has an- 
nounced appointment of Elmer Jacquin 
as special agent for central Illinois as- 
sisting State Agent O. H. Sturgeon. Mr. 
Jacquin has been an underwriter in the 
New York office of the Pearl and prior 
to that time had extensive -xperience 
with another large group of companies. 
He will make his office with Mr. Stur- 
geon at 301 First National Bank Build- 
ing, Springfield. 


N. J. CPCU’S HEAR BOYD 

George A. Boyd of New York, assis- 
tant secretary of the America Fore 
Group, spoke on April 22 to the New 
Jersey Chapter of CPCU on insurance 
company investment principles and prac- 
tices, 


_PORTLAND AGENCY CHANGE 

The Wendell 3erman Insurance 
Agency, Inc., of Portland, Me., an- 
nounces election of David S. Nectow 
as vice president and manager in charge 
4 the Portland office at 216 Middle 
Street, 


OHIO OFFICIAL GIVES OPINION 
The Attorney General of Ohio has 
rendered an opinion to the effect that 
members of a city civil service commis- 
sion have no authority to sell liability 
insurance in their own community. 





National Names Osborne 
Asst. Manager at Chicago 


E. H. Forkel, vice president of the 
National of Hartford Group, announces 
promotion of R. H. Osborne from agency 
superintendent to assistant manager in 
the Western department at Chicago. 

Mr. Osborne, a fire protection engi- 
neering graduate of Armour Institute of 
Technology, was with Michigan Inspec- 
tion Bureau and Western Actuarial Bu- 
reau before joining the National of 
Hartford Group in 1945. He traveled 
Indiana .as special agent and later as 
state agent prior to his appointment in 
1950 as agency superintendent in the 
Western department. Mr. Osborne, in 
addition to the fields he supervises, will 
assume additional underwriting and ad- 
ministrative duties. 


INSTITUTE GRADUATES 39 

The Insurance Institute of America 
announces that 39 graduates completed 
courses of study with the January ex- 
aminations. These students, members of 
local study groups or insurance societies, 
or registrants in correspondence courses, 
represent eleven states and three prov- 
inces of Canada. 





Catastrophe Plan 


(Continued from Page 26) 


cases, thus enabling adjusters to confine 
their activities to individual zones and 
avoiding needless travel time. 

“Minimum requirements call for a copy 
of the notice to the company or general 
agent and to the fieldman. Reporting 
losses by telephone must be discouraged, 
the brochure says. 

“The completeness with which the plan 
has been projected and articulated for 
successful operation under difficult cir- 
cumstances is illustrated by the solution 
to the problem of getting the ‘Catas- 
trophe Notice’ to agents. Ordinary ‘Loss 
Notices’ are distributed by the rating 
bureaus. What is being done is printing 
the ‘Catastrophe Loss Notice’ on the 
back of the regular notice in orange, a 
different and distinguishing color from 
the regular green ‘Loss Notice’ on the 
other side. Shipments of ‘Loss Notices’ 
will be accompanied by fliers urging 
agents not to use the back, or catas- 
trophe, blank until advised by the Na- 
tional Board that there is a catastrophe 
and that it has been given a number. 

“It as recommend that. as the agent 
receives a report of loss, it be inspected 
by the agent or one of his staff before 
the ‘Notice of Loss’ is prepared. Though 
this is impossible in many cases, at least 
the agent can secure from policyholders 
he knows at the time the loss is report- 
ed substantial information as to the na- 
ture and extent of it. 

“In areas where catastrophes recur, 
agents have selected one or more of 
their clerical staff to do nothing but 
take phone calls from policyholders with 
losses to report. Thus agency personnel 
learns to secure satisfactory informa- 
tion, and with this as a guide the agent 
can arrange his losses so that policy- 
holders most seriously affected get first 
attention. 

Deductible Clause 

“At the time losses are reported the 
agents would explain the ‘Deductible 
Clause,’ if there is one, or that the loss 
is outside the coverage, if that is so. 
It is also a good time to advise insured 
to arrange for temporary repairs to pro- 
tect property from further damage. The 
agent can explain to policyholders that 
there are thousands of losses, and that 
the more seriously damaged properties 
should have first attention. He can 
prepare a “Notice of Loss” with an 
intelligent estimate of the damage and 
a three or four word description of it, 
all of which will be of untold benefit 
to adjusters. 

“The brochure urges agents to keep 
an up-to-date file showing the exact 
departments of each company in the 
agency, the number of ‘Loss Notices’ re- 
quired and where they are to be mailed. 
This file will be of vital importance in 


the event of a catastrophe, especially 
when the agent employs temporary help. 

“Thus a 72-hour period devoted to 
organization of the agent’s office to han- 
dle the additional burden is none too 
long. The time can be spent profitably 
calling on policyholders, augmenting the 
clerical staff. Price lists have to be ar- 
ranged in cooperation with local build- 
ing trades, price schedules established 
and other duties accomplished by the 
fieldman, adjuster and agent. 

“The brochure points up the oppor- 
tunity these occasions provide for creat- 
ing or augmenting good relations’ with 
the public. Losses, of course, should 
be neither underpaid nor overpaid, but 
everyone participating in the loss ad- 
justment procedure can do his job in a 
way that will make for a favorable im- 
pression. 


Rules-of-Thumb 


“The brochure contains some rules-of- 
thumb which agents have found go a 
long way to make loss adjustments easier 
and which make and keep friends for 
the business. Among them are the fol- 
lowing: 

“1. Be sure the insured understands 
his contract. Explaining the contract 
is just a part of the regular service of 
agent to insured. If the agent fails to 
do this, when a loss occurs, insured dis- 
covers too late his coverage isn’t what he 
thought it was. 

“2. Report losses promptly. If neces- 
sary, take time to explain to insured 
how loss adjustment works atfd why 
there may be a delay. Adjusting losses 
may be a simple thing to those in the 
business, but to insured it is often a com- 
plicated process he doesn’t understand. 
He may not grasp the meaning of de- 
preciation or ‘loss through use.’ The 
brochure covers this noint in an article 
on ‘Replacement of Cost Adjustments.’ 

“3. Cooperate with the adjuster. This 
will help make his contact with the in- 
sured easier.” 

With increasing frequency, Mr. Sher- 
wood noted, catastrophe losses involv- 
ing perils insured under the extended 
coverage endorsement will continue to 
demand attention. It is a nationwide 
problem. There also is the possibility 
or conflagration, though the country has 
heen singularly free from such disasters 
for many years. A severe earthquake 
is another possibility confronting the 
business. 

Mr. Sherwood noted that assignment 
of a catastrophe serial number does not 
in itself mean that the National Board 
will establish a supervisory office. How- 
ever, the material in the catastrophe bro- 
chure should be of real interest whether 
a supervisory office is established or not 
or whether there is a catastrophe within 
the $1,000,000 limit prescribed by the 
actuarial bureau of the National Board. 
There may be a local storm or local 
disaster that results in losses something 
less than that figure and yet involve 
many hundreds of properties. 

In conclusion Mr. Sherwood said that 
there is a continuine effort to increase 
the manpower pool of adjusters through- 
out the country. With a normal loss 
inventory, it is believed the insurance 
business is in a position to place 500 
adjusters in any one disaster area. 


DAVIS SPECIAL FOR AETNA 

Appointment of J. Gordon Davis as 
special agent in Arkansas for the Aetna 
Insurance Company and its subsidiary, 
World Fire & Marine, is announced by 
Vice President Gordon Kyle. A native 
of Little Rock, Arkansas, Mr. Davis was 
educated in the public schools of that 
city. He was connected with the insur- 
ance department of a large Little Rock 
bank before entering the United States 
Navy in 1942. 


GAB OFFICE IN NEW MEXICO 

General Adjustment Bureau, Inc., has 
opened a new branch office at Farming- 
ton, N. M. a new office, headed by 
Kenneth L. Carlisle as  adjuster-in- 
charge, is located in the Farmington In- 
vestment Building. 
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Neumann Urges Aggressive Action 


To Stop Government Encroachment 


Government encroachment in the in- 
surance business was strongly attacked 
by joseph A. Neumann, Jamaica, N. Y., 
member of the executive committee of 
the National Association of Insurance 
Agents and president of the New York 
State Association, in an address to the 
NAIA national board of state directors 
at Denver, Colo., this week. He cited 
how the government has already entered 
insurance and urged agents to take the 
offensive to stop further encroachments. 
Too often the business has retreated and 
resorted to name calling which has not 
been effective, he declared. Now more 
aggressive action is needed. 

Beginning in 1916 with Federal work- 
men’s compensation the government has 
launched Federal emploves retirement 
and dis ty insurance, Federal deposit 
insurance, Federal savings and loan in- 
surance, Federal Housing Administra- 
ion, old age and survivors insurance, 
unemployment insurance, railroad retire- 
ment insurance, railroad | unemployment 
and disability insurance, crop insurance, 
United States life and National Service 
life insurance, and other plans. 








Five Point Program 


“For your consideration, I submit this 
basic five point program,” said Mr. 
Neumann: 

“1. We must recognize that the pub- 
lic has answered the biblical question 


of ‘Am I My Brother’s Keeper?’ in 
the affirmative. The private enterprise 
system has under no circumstances been 
scrapped. It still has favor in the public 
eye. To stay there, however, a change is 
demanded. John Q. Public wants the 
‘Private Enterprise’ - he yo to become 
the ‘private responsibi system. Right 
or wrong as to our ye thinking, he 
wants more than freedom of opportunity, 
he wants security. 

“Have we provided sufficient merchan- 
disable products of our profession to 
give him that which he wants and is 
willing to pay for? Remember he has 
proven his faith in the products of our 
system by building us to the size we 
boast. We must give him reason for a 
continued faith. It will keep us in 
business. And we can do it better. 

“2. We must differentiate in our defi- 
nitions of socialism and social gain. So- 
cialism is the economic system based on 


public ownership of the means of pro- 
duction, distribution, communication and 
so on. Social gain is the improvement 


of man’s lot as a part of society. The 
first is repugnant to us, the second the 
very goal of our current system. Con- 
fusing these two definitions or interpret- 
ing their meanings as synonomous is 
injuring our own cause immeasurably. 


Must Create Public Need 


“3. We must strike from our thinking 
the time-worn defense to our avoidance 
to the challenge of change, the answer, 
‘There is no public demand for, thus 
and so.’ The public shall never demand 
anything from us. They do not have to. 
Rather the privilege is accorded us to 
provide for the public need, by anticipat- 
ing it and then offering a product to 


meet that need. And if we are the sales- 
men we claim to be, we ought even go 
out and create that need. 

“4. We must establish a unified pro- 
gram of public relations. We cannot 
just make such a pronouncement and 
then go right on doing as we have done 
or even twice as much, but along the 
same lines. It is not working and it 
will not work. My ideas on the subject 
may be grandiose but nothing less will 
suffice. We have the potential of a 
Paul Bunyan and we act like a Gulliver. 
Lilliputian men, Lilliputian ideas, tie us 
down. Other industries not nearly as 
large do far better a job and under 
more adverse conditions. 

“Our prices may be controlled but 
so are they in other industries. In large 
measure the only restriction we have 
on materials is that which we ourselves 
place upon ourselves. 

“Remember the meat industry during 
World War II. Little or no meat, con- 
trolled prices, rationing all added up to 
an unhappy public. So what did they 
do? Put on a belly-laugh radio pro- 
gram, Life of Riley, with William Bendix 
in the starring role. It did not advertise 
Armour, or Wilson or Cudahy. No sir. 
It advertised the butchers. 

“Never have I been able to fathom 
why our industry has by inference so 
spotlighted its disunity in failing to spon- 
sor a similar institutional story. Ts the 
marriage called the American Agency 
System still on trial? Have not we 
agents proven our ability, our loyalty. 
Is it not time to solemnize this union 
by support, publicly announced, Par- 
ticularly when we the agents enjoy a top 
rating in public favor and it would 
be smart to tie on to that. 


Must Abandon Defensive Tactics 


“5. We must completely reverse our 
tactics. Up to now we have been waging 
a defensive war, a rear guard action 
only. Defense is not inherent in com- 
petition. We excel at attack. Why then 
have we changed? Have we ourselves 
succumbed to the drug ‘Security ?’ 

‘The phrase ‘It has been Traditional,’ 


GENERAL AGENTS’ MEETING 


Quin, Crichton, Winchester, 
Lewis, Redmon, Cahill, Huntt to 
Speak at Convention May 19-21 





President H. E. Cragg, Wheeling, W. 
Va., of the American 
Managing General Agents announces 
the following speakers for the annual 
convention at the Greenbrier Hotel, 
4 hite Sulphur Springs, W. Va., on May 

= 


Edwin Ratcliffe, president, West Vir- 
ginia Association of Insurance’ Agents, 
address of welcome; Langdon C. Quin, 
Jr., of Hurt & Quin, managing general 
agents, Atlanta, response; Robert A. 
Crichton, Insurance Commissioner, West 
Virginia, greetings. 

P. M. Winchester, general manager, 
Eastern department, General Adjust- 
ment Bureau; Walter M. Sheldon, vice 
president, Nz ational Association of Insur- 
ance Agents, Chicago; H. Lewis, 
Royal-Liverpool Group; Hiram E: Red- 
mon, past president, Kentucky Associa- 
tion of Insurance Agents; James M. 
Cahill, secretary, National Bureau of 
Casualty Underwriters, New York; Parks 
Huntt, vice president, Hurt & Quin, At- 
lanta. 


Ohio Supreme Court Bars 
Motors Dealers as Agents 


The motion filed by Motors Insurance 
Corp. and others to have the Ohio Su- 
preme Court reconsider its recent ruling 
upholding the Ohio Superintendent of 
Insurance in denying licenses to auto- 
mobile dealers seeking to write insur- 
ance, has been denied. : 

It is understood that Motors “Insur- 
ance Corp. may carry the case to the 
U. S. Supreme Court. All lower courts 
upheld the Insurance Department in its 
refusal to license automobile dealers. 
Motors Insurance Corp. is one fof the 
insurance subsidiaries of General Mo- 
tors. 








Monroe Flegenheimer, 41 


Years a Broker, Moves 

The well known Monroe Flegenheimer, 
insurance broker for the past 41 years, 
has moved to 110 William Street, New 
York, after some years at 201 East 
Thirty-Fourth Street. Mr. Flegenheimer, 
a former state assemblyman, has been 
a constructive force in the insurance 
educational field for the past 23 years. 
For 12 of those years he has been super- 
visor of insurance courses at City Col- 


lege of New York. 


has straight-jacketed us in much of our 
progress. It restricts us in our choice 
of weapons and battlefield. Theegains 
socialism has made are to a gnpat. ex- 
tent on the political front. If that be 
the field of battle, let us recognize it. 
“T do not advocate politics for our as- 
sociation, but I do advocate politics as 
an activity for each individual member 
agent. The medical profession has taken 
off the velvet glove. It is prescribing a 
political prescription for the people by a 
bigger role in government affairs.” 
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Brokers’ Joint Council 


Committee on Auto Risks 
Ferdinand Ritti, chairman of the Brok- 
er Associations’ Joint Council, announces 
that the council has approved unani- 
mously the initial action of the General 
Insurance Brokers’ Association in at- 
tempting to arrange a conference of all 
segments of the insurance business in 
the State of New York with the Super- 
pn of Insurance for the purpose 
f discussing the present, automobile in- 
surance situation. 

Mr. Ritti has appointed the following 
committee: Russell Wittpenn, chairman; 
John Brennan, president, Queens Agents’ 
& Brokers’ Association; Mark Ganley, 


president, Bronx Insurance’ Brokers’ 
Association; Alex Goldberger; Max 
Klotz, president, Brooklyn Insurance 


Brokers’ Association; Mortimer Nathan- 
son; Sam Oberman, president, General 
Insurance Brokers’ Association of New 
York; Max Rakofsky, president, Inde- 
pendent Insurance Brokers’ Association 
of Brooklyn, Inc., and George F. Sullivan. 


Syracuse Field Club’s 
Weekly Discussions 


Attendance at meetings of the Syra- 
cuse, N. Y., Field Club has increased 
considerably since inauguration of the 
program of weekly discussions by the 
membership. 

A wide variety of subjects have been 
chosen by these recent speakers: Wil- 





liam Doyle, National Insurance Co., 
multiple line operations; Curtis Fulmer, 
Pacific Fire, time payment plan and 


Innan Cook, Glens Falls, builders risk 
coverage. A talk was also given by 
Walter Molina, district manager of the 
Hartford Steam Boiler, at the last meet- 
ing giving an insight into the various 
phases and ever present overlapping in- 
surance coverages. 

These short discussions enable a field- 
man to speak effectively before other 
groups and makes him more valuable 
to the entire industry. 
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Warn Lord Cornwallis came to Wilmington 
in April 1781, as his headquarters he requisi- 
tioned part of the finest dwelling in town, the home 
of Judge Joshua Grainger Wright. Although he 
stayed only two weeks, this fine old North Caro- 
lina mansion has ever since been known as 
the Cornwallis House. For many years initials 
scratched on a windowpane in the drawing room 
were reminders of the brief 
romance between a junior of- 
ficer on Cornwallis’ staff and 
one of Judge Wright’s lovely 
daughters. By an amazing co- 
incidence, a century later 
when a descendant of the 




















Wright family was returning 
to Wilmington from a trip 
abroad, she met on shipboard a young English- 
man who confided that he was making a pilgrim- 
age to the Cornwallis House to see the initials 
which one of his ancestors had engraved on a win- 
dow with his heavy diamond ring. 





The house was built in 1771 by the wealthy 
John Burgwin, treasurer of the colony. When he 
went to England at the start of the Revolution he 
leased the house to Judge Wright who later pur- 
chased it. 


The foundations were built on the site of the 
old town jail. In the dungeon beneath the house 
were confined many rebellious colonists who dis- 
obeyed the edicts issued by Cornwallis. According 
to local lore, leading from the dungeon to the Cape 
Fear River was a tunnel through which many 
persons escaped. 


This gracious home of Southern aristocrats 
was used by armed forces in three wars: During 
the Revolution it was occupied by the British; in 
the War Between the States it quartered Federal 
officers after Wilmington had been captured by 
Union armies; and in World War II it served as 
an officers’ club. 


The Cornwallis House is now the headquarters 





of the North Carolina Society of the Colonial 
Dames of America. Authentically restored, it is 
open to the public through the society’s generosity. 


* THE HOME* 


The Home, through its agents and 


brokers, is America’s leading Lad Welett ce 
insurance protector of American homes 


and the homes of American industry. Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE ® AUTOMOBILE ® MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
Copyright 1952, The Home Insurance Company 











Page 30 





THE EASTERN === 
= UNDERWRITER as 








May 2, 1952 














MICHIGAN LECTURES AVAILABLE 





R. E. Dineen, E. J. Faulkner and Others 
Talked at Institute of That State’s 
Insurance Department 

Publication of the insurance lectures 
which were given before the Michigan 
Insurance Department Institute has been 
made and copies can be obtained with- 
out charge by writing to the Alfred M. 
Best Co. at its Chicago office—10 South 
La Salle Street, Chicago, which is in 
charge of Raymond T. Smith, vice presi- 
dent of the Best organization. The 
Michigan Insurance Department Insti- 
tute, held at Lansing, the state capital, 
was conceived by Insurance Commis- 
sioner Joseph A. Navarre as a refresher 
course for staff members of the Michi- 
gan Department. : 

One of the lecturers was Robert E. 
Dineen, vice president, Northwestern 
Mutual Life and former New York State 
Superintendent of Insurance. In it he 
said that more than ever Insurance Com- 
missioners should be open-minded and 
flexible in their thinking, and, above all 
courageous in deciding what is best for 
the public which will invariably turn out 
to be the best thing for the business. 

Among the lectures reproduced in the 
Michigan Insurance Department Insti- 
tute book are those of Walter O. Menge, 
president, Lincoln National, and W. B. 
Thompson, counsel for the Department. 
Other insurance men who talked were 
these: 

William Leslie, general manager, 
Bureau of Casualty Underwriters. : 

Milton W. Mays, Insurance Executives Asso- 


National 


ciation, : " 
Edwin J. Faulkner, president, Woodmen In- 
surance Companies. : : jen 
ohn G. Sharpe, Commercial Union Assur- 
ance Group. ; : 
Newell R. Johnson, former Minnesota Com- 
missioner and manager, American Mutual Alli- 
ance. 


Ambrose B. 
Rating Bureau. 


Kelly, manager, Factory Mutual 


Robert S. Reynolds Dies 
At His Home in Florida 

Robert S. Reynolds, former director 
of Brown, Crosby & Co., Inc., New 
York, and retired since 1939, died April 
21 of a heart attack at his winter home 
in North Miami Beach, Fla. 

Mr. Reynolds entered insurance on 
April 19, 1892, with the Guardian Assur- 
ance Co. of London, later going to the 
North British & Mercantile, where he 
worked under Everett U. Crosby who 
created the improved risk department. 

Mr. Reynolds continued his association 
with Mr. Crosby and subsequently be- 
came a director of Brown, Crosby & Co., 
Inc. 


Patrick E. Burke Dies at 84 
Patrick E. Burke of New Orleans, 
retired insurance executive, died April 
24 at the home of his daughter. At the 
turn of the century he was one of the 
founders of the Hibernia Insurance Co 
which was sold to another company 
about 1922. At that time Mr. Burke 
joined in formation of the underwriting 
firm of Burke, Soniat and Harrell, Inc. 
He was senior partner of the firm until 
his retirement about five years ago. Ac- 
tive in Catholic and other charities in 
New Orleans, Mr. Burke was for years 
a leader in the Knights of Columbus. 
A native of Massachusetts Mr. Burke 
was graduated from Notre Dame Univer- 
sity. Later he received an honorary doc- 
tor of laws degree from that institution. 
He practiced law in Stillwater, Minn., 
before going to New Orleans in 1899, 


KANSAS FIRE LOSSES RISE 

Kansas fire losses for March reached 
a new high for the year with $352,323 
loss from 174 fires reported from 45 
counties to the State Fire Marshal De- 
partment. City fires totaled 148 for a 
loss of $292,174, the balance being “farm” 
losses. This was nearly a 100% increase 
over March, 1951, and over 100% above 
February of this year. 











‘“As Inland Marine 
GROWS. .do you?”’ 


New opporiunities to write Inland Marine business are 
always cropping up, and this fertile field is growing in 
many directions all the time. 


In fact, Inland Marine premiums for 1951 reached another 
new high, finishing with a 5“(, increase in net premiums 
countrywide of over $270,000,000. This increase is on 
top of similar increases of 5°, in 1950, and more than 
10°, in 1949. 


Our Fieldmen are Inland Marine specialists, competent 
to provide worthwhile assistance in writing the various 
classes. Most important, our Inland Marine Department 
is sympathetic to the Agent’s problems and many times 
is able to prepare a tailor-made form to fit his client’s 


particular needs. 


Our aggressive Inland Marine and Special Lines Depart- 
ment will gladiy help you to develop business locally. 
Your fullest inquiries about and use of its specialized 
facilities for writing all classes, are invited. 


Consult your Fieldman, or our nearest Inland Marine 
Service Office, Branch Office, 
Agency. 


or reporting General 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE 
COMPANY 


THE COMMONWEALTH INSURANCE 
COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 38, N. Y. 


Philadelphia 
Chicago 


Boston 
San Francisco 


Atlanta 
Detroit 























NBFU FILM WINS AWARD 


“Tony Learns About Fire” Named Co. 
Winner of Top Honors Among Non- 
Theatrical General Films 
“Tony Learns About Fire,” the new 
school fire safety film sponsored by the 
National Board of Fire Underwriters 
has been selected as co-winner of the 
top honors among non-theatrical general 
films for 1951 in the annual contest spon- 
sored by the National Committee on 

Films for Safety. 

“Tony” was produced by the Southern 
Educational Film Production Service 
Inc., of the University of Georgia, in 
consultation with the National Educa- 
tion Association. It was filmed in 
Athens, Ga., under the technical super- 
vision of a committee appointed by the 
NEA and the National Board. 7 
_ The picture describes a school-wide 
fire safety program that resulted from 
a small fire that touched the lives of 
several students. It shows in a docu- 
mentary manner how fire safety educa- 
tion can be integrated into a grammar 
school curriculum in an interesting way. 

Since its release to schools last De- 
cember, “Tony” has been used by an 
increasing number of schools. There 
were 149 showings of the film during 
its first month, four of them by tele- 
vision stations, with an estimated total 
audience of 2,999,848. 


Co-winner of top honors with “Tony” 


in the contest was “Pipe-line on 
Wheels,” produced by Apex Film Corp., 
for E. I. du Pont de Nemours & Co, 


The award, a bronze plaque, will be 
presented to President John R. Cooney 
of the National Board, at the annual 
meeting of the board on May 22 at the 
Hotel Commodore, New York City. 

The National Committee on Films for 
Safety is a division of the National 
Safety Council, its chairman is John B. 
McCullough, of the Motion Picture As- 
sociation of America. 


Marsh & McLennan Names 
Ridley Head at Atlanta 


L. S. Kennedy, president, Marsh & 
McLennan, Inc., national insurance 
brokers, announces opening of an At- 
lanta office under the supervision of 
Vice President Frank M. Ridley, for- 
merly with the insurance firm of Adams, 
Holmes and Tharpe, Inc. He will be as- 
sisted by B. C. Branch, transferred to 
Atlanta from the New York office. 
Marsh & McLennan has 25 offices lo- 
cated in principal cities in the United 
States and Canada, also an office in 
Havana. 


N. Y. Mariners Club Meets 


Andrew M. Clouston, Insurance Co. 
of North America, and Henry A. War- 
den, Aetna Insurance Co., were elected 
to the executive committee of the New 
York Mariners Club, Inc., for the 1952-53 
term at a dinner-meeting held on April 
23, at the Building Trades Club. 

Skipper E. V. Silver, Jr., announced 
appointment of J. Russell Cardona, North 
British & Mercantile, as master-at-arms, 
and appointment of the program com- 
mittee to consist of F. J. Richardson, 
Universal Insurance Co., chairman, with 
A. Faust, Jr. 
A. Gelderman, 
Tamm, 


T. A. Dugan, Home; E. 
Atlantic Companies; F. 
Fireman’s Fund, and J. R. 
Marine Office of America. 


MacDonald Farm Special 


Appointment of W. E. MacDonald as 
farm special agent in Ohio for the 
Aetna Insurance Group is announced by 
Vice President H. M. Mountain. A na- 
tive of Ohio, Mr. MacDonald is a grad- 
uate of Ohio State University College of 
Agriculture. He has had several months 
training in the farm department ot the 
Aetna’s Chicago office. 

In his new position Mr. MacDonald 
will be associated with State Agent W. 
H. Witherspoon and Special Agent E. 
O. Heskett with headquarters in the 
Hartmann Building, Columbus, Ohio. 
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Accounting and Statistical Group 


Outlines Program for May Meeting 


The Insurance Accounting & Statisti- 
cal Association, with a company mem- 
bership of over 500 representing all seg- 
ments of the insurance industry—life, 
fire, casualty, and accident & health— 
will hold a three-day meeting at the 

Netherland Plaza Hotel in Cincinnati on 
May 19, 20 and 21. 

Attendance is expected to exceed 1,000 
and plans have been in the making for 
several months by the officers, directors, 
and committees, with the objective of re- 
taining the friendly informal atmosphere 
that has always characterized I.A.S.A. 
meetings. The theme of the conference 
will be the exchange of ideas toward 
the goal of finding better and less costly 
ways of handling the maze of statistical, 
accounting, coding, and other paper 
work in the insurance business. 

An outstanding feature of the confer- 
ence will be the 37 workshop sessions 
which were developed by polling the 
membership on the subjects of greatest 
interest to them in their day to day 
problems. 

It is planned to restrict each work- 
shop session to approximately 25 per- 
sons, which makes it necessary for mem- 
bers to register early in order to assure 
attending the specific meetings of most 
interest to them. 

The workshop forums, covering a wide 
variety of subjects, are as follows: 

Fire & Casualty Workshops 

Individual risk experience. 

Reports for management. 

Expense distribution— uniform — ac- 
counting. 

Formula loss reserves. 

Manual of tabulating procedures. 

Payroll and general ledger accounting 
on tab equipment. 

Internal audits and controls. 

Installment premiums. 

Evaluation of current loss experience 
—workmen’s compensation. 

Evaluation of current loss experience 
—liability. 

Tabulating machine work load control. 

Procedures for maintaining and keep- 
ing loss statistics. 

Allocation of 
lines. 

Experience by source of production. 

Cent. vs. decent. of statistical opera- 
tions. 

Premiums and losses in excess of basic 
limits. 

Experience calls of casualty rating and 
Statistical organizations. 

Reinsurance accounting—fire. 

Coding and checking the policy daily. 

Investment accounting. 

_Punching technique and tab card de- 
sign. 

Integr rating 
verifying. 

Premium accounting. 

Summary card technique. 

Expense budgeting and control. 

Centsless accounting. 

Evaluation of loss experience—fire in- 
surance, 

Tabulating department housekeeping. 

Management use of statistical experi- 
ence calls. 

Federal taxes. 

Taxes—general. 

Electronics. 


Life and Accident Workshop Sessions 


Accident and health claim reserves. 
_A. & H. statistics—agency and policy 
forms, 

Accounting in small companies. 

_ Building systems around the calculat- 
ing punch. 

Centsless accounting. 

Cost measurement. 

Disbursement of commissions. 

Expense budgeting and control. 

General ledger accounting on tab 
equipment, 

Internal audits and controls. 
Investment accounting—all other. 
Investment accounting—mortgage loan. 


expenses to secondary 


policywriting, punching, 





Key punch efficiency and tab card 
design. 

Life dividend accounting. 

Manual of tabulating procedures. 

Mechanized check writing and ac- 
counting. 

Policy loan accounting. 

Premium billing and 
group insurance. 

Premium billing and accounting—life, 
small. 

Punch 
life. 

Reports for management. 

Reserve valuations. 

State disability laws. 

Summary card techniques. 

Tabulating department housekeeping. 

Work load controls and scheduling— 
tab equipment. 

Work measurement. 

In addition to the workshop forums 
there will be a number of formal pa- 
pers. At the opening session on Mon- 
day, May 19, Dr. Elliott Janney, of 
Roher, Hibler and Replogle, will pre- 


accounting— 


card billing and accounting— 


Pohs Institute Course 
Will Open on May 12 


Herbert J. Pohs, founder-director of 
the Pohs Institute of Insurance, 132 
Nassau Street, New York City, has an- 
nounced opening of the Summer-sched- 
ule insurance course on May 12 prepar- 
ing for the New York State examina- 
tions for brokers on September 18. This 
course will meet Monday and Wednes- 
day nights from 6:30 to 9:15 p.m. “An 
important thing to remember,” said Mr. 
Pohs, “is that a Summer course in our 
school works no hardships on the stu- 
dent. Our classrooms are perfectly air- 
conditioned. In addition we have just 
installed the latest type fluorescent light- 
ing fixtures with tubes encased in a 
plastic that diffuses light but eliminates 
glare.” 

Mr. Pohs also announced the opening 
on May 16 of a notary public course 
preparing for New York State examina- 
tions on June 6 





sent his views on “How to Develop 
Men.” The afternoon session will hear 
an address by Dr. C. C. Hurd, director 
of Applied Science Department of the 
International Business Machines Cor- 
poration, on “Electronic Development.” 


New York Broker Leaves 
Estate of Over $420,000 


The estate left by the late Frederick 
S. Little, retired general insurance 
broker, was appraised at $450,023, gross 
value, and $422,812, net, in a — filed 
recently. His daughter, Mrs. Edith L. 
Milbank of South Orange, receives half 
the personal property and the life in- 


come from a trust fund of half the 
residuary estate, about $130,000. 
On her death the principal of the 


fund will go to three grandchildren. The 
other major legatee is a son, Duncan 
MacDougald Little of New York also 
an insurance broker. 

Mr. Little retired in 1936 as chairman 
of the board of R. C. poe gone & 
Sons, Inc. Previously he had been a 
partner in the firm of Goffe & Little. He 
died March 21, 1950, at the age of 87. 


Parker-Allston Handling 
Scottish Union Advertising 


The Scottish Union & National In- 
surance Co. and the American Union In- 
surance Co. of New York have appointed 
Parker-Allston Associates, Inc., as ad- 
vertising counsel effective May 1, 1952. 
Raymond D. Parker, president of the 
advertising agency, is account executive. 
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How many of your clients know you sell life insurance too? 

Many who don’t are buying life insurance from someone . .. why not from you? 

Prudential’s new blotter can help you spread the word that you offer life in- 
surance service in addition to other coverages. When your clients think of life insur- 


ance, make sure they think of you. 


Our supply is limited. If you feel that you could make good use of the “LIFE 
Insurance too!” blotter, call DIgby 4-0040 or MAIL THIS COUPON ... 


x The Prudential B 
. Eubank & Henderson, 40th floor . 
A 40 Wall Street, New York, N. Y. : 
* I feel that I can make profitable use of the “LIFE Insur- * 
+ ance too!” blotter. . 
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DOWNTOWN AGENCY 


Brokerage Specialists 
Eubank & Henderson, Mgrs. 
40th floor, 40 Wall St., 


THE PRUDENTIAL 
Insurance Company of America 


. A mutual life insurance company 


How much 


are you losing 
in LIFE sales? 


New York, N. Y. 


NEWARK, N. J. 
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HONOR LATE JOHN F. PURCELL 
Marine Dieendentene Pay Tribute to 
Former Marine Manager in New 
York of Aetna Insurance Co. 

Marine insurance organizations were 
largely represented at a meeting at the 
board room of the Board of Underwrit- 
ers of New York, to honor the memory 
of the late John F. Purcell. Presiding 
over the meeting was J. Arthur Bogar- 
dus, president of the Board of Under- 
writers of New York, and Henry C-. 
Thorn introduced the following resolu- 
tion: 

“We meet today to honor the memory 
of John F. Purcell, long a member of 
the marine insurance fraternity. In his 
death on March 11, 1952, the organiza- 
tions here represented lost a valued and 
respected friend. 

“Tohn Purcell commenced his insur- 
ance career with the Insurance Company 
of North America in 1911 and in 1937 
became the New York marine manager 
for the Aetna Insurance Co. of Hart- 
ford. For many years he was active in 
our organizations, serving as director 
of the Board of Underwriters of New 
York, and as an officer and director of 
the American Institute of Marine Un- 
derwriters. He was a member of vari- 
ous committees of ag’ orge inizations 
and of the American Cargo War Risk 
Reinsurance Exchange, the American 
Marine Insurance Clearing House, and 
of the Inland Marine Underwriters As- 
sociation, often serving as chairman. 
He gave freely of his wide experience 
and of his ability, to further the best 
interests of our business. 

“In adopting this tribute to his mem- 
ory, we wish to record our appreciation 
not only of his services but of the kindly 
and helpful thoughts bestowed by him 
on all who sought his counsel and guid- 
ance.” 

Among 
the meeting were the 
writers of New York, American Insti- 
tute of Marine Underwriters, American 
Cargo War Risk Reinsurance Exchange, 
American Marine Insurance Clearing 
House, and the Inland Marine Under- 
writers Association. 


organizations represented at 
Board of Under- 


National Board Names 
Carden Asst. Gen’l Adj. 


The National Board of Fire Under- 
writers announces appointment, of 
B.P.L. Carden as its assistant general 
adjuster. 

3efore joining the staff of the NBFU, 
Mr. Carden was for nearly seven years 
a branch manager for the General Ad- 
justment Bureau, Inc., in charge of its 
Buffalo, N. Y., office and prior to that 
was for many years with the Travelers 
Fire office there. 

He is a graduate of Phillips Academy, 
Andover, Mass., and the apg and Navy 
School, Washington, D. class of 719. 
Later he attended the UF S. Military 
Academy at West Point, and the Com- 
mand and General Staff School, U. S. 
Army. 


New Jersey Mutual Agents 
Mark 200th Anniversary 


The New Jersey Association of Mu- 
tual Insurance Agents will celebrate the 


200th anniversary of the founding of 
mutual insurance today at the Stacey 
Trent Hotel in Trenton. There will be 


a meeting this morning, a luncheon and 


dinner this evening. Speakers will in- 
clude Deputy Attorney General Nelson 
F. Stamler of New Jersey, Clifford C. 


Nelson of the Utica Mutual, Vice Presi- 
dent Henry D. Bean of the National As- 
sociation of Mutual Insurance Agents 
and Executive Secretary Phil Baldwin 


of the national association. 

Those to participate in the panel will 
include J. Frank Budd, moderator; Leon 

Watson, manager of the Fire ‘Tnsur- 
ance Rating Organization of New Jer- 
sey; Benjamin Garton, adjuster, New 
York City; Jess Harris, Mutual Service 
Office, and Edmund T. Glasgow, man- 


ager, General Adjustment Bureau. 


National Board 


(Continued from Page 1) 


the principal factors in the operation 
of business with which these state regu- 
latory bodies are concerned and in gen- 
eral, he said, fire insurance rates are 
subject to their approval within their 
resnective jurisdictions. 

Then by briefly reviewing the history 
of the 86-year-old National Board of 
Fire U nderw riters, in particular its pub- 
lic service to the people of the nation, 
Mr. Vincent was able to acquaint his 
business confreres with the place it fills 
in the economy. 


National Board Public Services 

The public services that Mr. Vincent 
described reach to all parts of the 
nation and affect the lives of nearly 
every citizen. These include the free 
engineering survey of the fire protec- 
tion and water supplies of 500 American 
cities over 25,000 population; the writ- 
ing and distribution of the National 
Building Code; the research into new 
fire hazards of industry and commerce; 
the studies of disaster causes; the as- 
sistance given to local police and fire 
officials inv estigating fires of mysterious 
or suspicious origin; the development of 
a “Catastrophe Plan” to assist nolicy- 
holders after disasters, and the dissemi- 
nation of fire prevention information on 
a wide scale to help save lives and 
property from fire. 

Mr. Vincent observed that the board’s 
work had developed “through progres- 
sive steps” which were the result of 
experimentation and flexibility of organi- 
zation that “permitted business to meet 
requirements as they appeared.” He said: 

“We are convinced that the public 
service activities of the National Board 
of Fire Underwriters have been an im- 
portant factor in the phenomenal growth 
and strength of the capital stock fire 
insurance business in the United States 
as well as for the wide measure of con- 


fidence which the American people have 
shown in this great business of ours. 

“T think it is true that few businesses 
render so many worthwhile services to 
the public over and beyond what might 
be expected of them. We are proud of 
this record of service and of the part 
which our business plays in the role of 
‘good citizen’ in our national life.” 


Discussing three operations of the 
National Board, namely municipal fire 
protection, research division and the 


actuarial bureau Mr. Vincent said: 


Municipal Fire Protection 


“Following the great conflagration in 
3altimore, Md., in 1904 which resulted 
in a loss of $50 million, a program of 


inspection of fire hazz irds and public 
protection in large cities was inaugu- 
rated. Since that ae approximately 


of 25,000 population 
or more have been inspected by the 
National Board. Around 50 of these 
larger cities are inspected or reinspected 
each year. 

“This work is carried on by teams of 


500 American cities 


highly trained engineers who make a 
careful survey and study of fire depart- 
ments, including equipment, personnel, 


organization and_ discipline, 
fire alarm system and the 
con- 


training, 
water supplv, 
building code and construction in 
gested areas of the city. 

“A natural development of the study 
of municipal fire protection was the 
preparation of a Standard Schedule for 
grading cities and towns of the United 
States with reference to their fire de- 
fenses and physical condition. The clas- 
sification of any particular city is deter- 
mined by the application of points of 
deficiencies depending on the extent of 
variance from the established standards 

“This same system has been adonted 
by the insurance organizations having 
rating jurisdictions in nearly all states. 
In cities smaller than 25,000 population, 
the Standard Schedule is applied bv the 
insurance inspection bureaus maintained 
by the fire insurance companies. The 
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business has thereby over the years 
made an invaluable contribution in a 
cooperative manner to the elimination 
of fire hazards and the improvement of 
the fire defenses of American cities, 
large and small. 

Research Division 

“One of the more recent developments 
in the engineering field was the estab- 
lishment of a research division. The 
rapid developments in recent years of 
industrial technology has resulted in 
new and increased risks as well as novel 
fire and explosion control problems. 
Studies are now being made continu- 
ously of the fire and explosion hazards 
attendant upon the growing use of new 
chemicals, solvents and other materials 
as well as those of new _ industrial 
processes. 

“These are but a few highlights which 
indicate some of the ways that the 
capital stock fire insurance companies 
of the United States have been attempt- 
ing to solve the fire protection problems 
which are inherent in a constantly grow- 
ing and complex industrial civilization 
and with the growth and increased con- 
centration of values in cities and towns. 
The health, safety and comfort of all 
of the American people have been bene- 
fited beyond measure by this voluntary 
expenditure of capital on the part of 
the fire insurance business. 

Actuarial Bureau 

“Experience is a major factor in un- 
derwriting. It is also a guiding factor 
in determining the effective approach to 
fire prevention and protection. In order 
to make available the most complete 
data on fire loss experience, the National 
Board of Fire Underwriters has for 
many years maintained an_ extensive 
actuarial bureau. It tabulates fire loss 
records for the business which are based 
on reports which it receives on all indi- 
vidual fire losses of $50 or over. Approx- 
imately 2,000 such reports are received 
at National Board headquarters each 
day. 

“In addition reports are tabulated in 
accordance with the 1949 Standard Clas- 
sification in which there are 115 clas- 
sifications based upon type of occupancy 
and construction. These classifications of 
premiums and losses, being compilations 
of annual reports furnished by the com- 
panies, determine the ‘experience’ which 
is essential to underwriting and _ rate- 
making procedure. 

“Forty-four of the 48 states and the 
territories of Alaska, Hawaii and Puerto 
Rico have designated the National Board 
of Fire Underwriters as ‘reporting 
agency’ for the loss experience of its 
member companies in those states. 

“Tn addition to the statistics compiled 
on losses by occupancy or type of con- 
struction classifications, very valuable 
information on the principal causes of 
fires is developed by the Actuarial Bu- 
reau. As a special service to member 
companies a loss information service 1s 
maintained which makes avi ailable the 
record of suspicious fires and the indi- 
viduals having them so that the moral 
hazard in underwriting may be reduced 
to a minimum.” 
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Much Thank You Mail, 
Red Cross Blood Bank 


PROGRAM HAS WIDE EXTENT 


Many Insurance Concerns Among 2,000 
Organizations Participating Here, 
Says Williams 


T. Morgan Williams, chairman of the 
advisory committee of New York Re- 
gional Blood Program of the American 
Red Cross, and vice president of Home 
Insurance Co., said this week that in 
the entire area coveted by the New 
York Regional Blood Program there are 
approximately 2,000 companies or organ- 
izations who are now members of the 
Program and they represent every cross 
section of business and industry. During 
the past 12 months Red Cross provided 
more than 100,000 pints of blood to 
civilians in this region and an equal 
amount to the armed services. 

The present blood program of the 
American Red Cross was established in 
1948, with these objectives: (1) To sup- 
plement the supply available; (2) To 
have a program “in being” that could be 
promptly expanded to meet war condi- 
tions. The Red Cross had been told 
that never again—as in World War II— 
would the United States have two years 
to build up an adequate supply of blood 
plasma for our Armed Forces in case of 
war. This was amply demonstrated when 
the Korean action started and_ blood 
was immediately available in cities or 
regions where the program had been 
started. 


Cooperation of Insurance Concerns 


In April, 1950, more than 1,000 em- 
ploves of various insurance companies 
and insurance firms donated blood at a 
temporary center in the meeting room 
of the National Board of Fire Under- 
writers Building at 85 John Street, New 
York City. This is known as a Red 
Cross Bloodmobile. In the following 
year the number of donors increased to 
2,000, and in April, 1952, more than 2,400 
pints of blood were donated. Half of the 
2,400 were assigned for use of the Armed 
Forces, either as whole blood or blood 
plasma, and the other half assigned as 
so-called “blood credits” for the con- 
tributing companies or organizations. 

A blood bank credit means that the 
employes or the families of employes of 
member firms of the blood bank are en- 
titled to the use of that blood for within 
one year from the date of donation. For 
example, from April. 1951 to 1952, of 
the approximately 2,000 pints of blood 
donated 1,000 were assigned to the 
Armed Forces, more than 500 for use by 
employes or their families, and the re- 
mainder used in city hospitals. 


No Charge Made by Red Cross 


_ The main function of the Red Cross 
is to collect blood as an agency through 
its organization and its trained person- 
nel. The cost of nurses’ salaries, medi- 
cal examinations and similar matters and 
the preservation of the blood for ship- 
ment is borne entirely by the Red Cross 
through contributions in its annual cam- 
paign for fund raising. There is no 
charge made by the Red Cross to any 
one for blood provided by Red Cross. 
This very humane undertaking has 
brought not only financial assistance to 
hospitalized patients but also furnishes a 
fine example of the brotherhood of man- 
kind. Many letters have been received by 
the Red Cross showing how much the 
blood program is appreciated. Extracts 
follow: 

“On behalf of my aunt and myself I 
Wish to thank you for your kindness 
In arranging for the use of the blood 
bank. My aunt is now recuperating 
at home. My sincerest thanks for your 
assistance.” 


“My family and I would like to ex- 
Press our thanks to the ———— In- 
surance Co. and all of its employes for 
the Blood Bank. We find words in- 
adequate to measure our gratitude. To 
thank each and every one who took 
Part in the Blood Bank being impos- 


sible I’m leaving it to you to pass 
these few words along.” 


“Please extend my thanks to the 
members of your firm’s Blood Bank. 
The blood donations helped to restore 
my son’s health. Your kindness in my 
hour of need is deeply appreciated.” 


“Thanks to you and the ————— In- 
surance Co. for your wonderful kind- 
ness in sending my husband the blood 
from your blood bank. Words are 
inadequate to express my deep grati- 
tude.” 


J. FRED LANG DIES 
J. Fred Lang, insurance agent of 
Dallas, Tex., died April 21 of a heart 
attack. He was 51 years old and had 
operated the J. Fred Lang Agency in the 
Republic Bank Building. He was a native 
of Denver, Colo. 


IOWA FIRE LOSSES DROP 
Iowa fire losses during 1951 declined 
despite the national trend, State Fire 
Marshal Zack Cook discloses. His an- 
nual report puts the total at $9,157,473, 
or $145,625 below 1950 losses. Loss of 
lives totaled 103, or 55 Iess than in 1950. 


WILLIAM S. FOSTER DIES 

William Scott Foster, 84, retired asso- 
ciate manager of the Chicago office of 
the western department of the insurance 
Co. of North America, died April 10 in 
the home of his daughter, Mrs. H. Dana 
Harland, North Girard, Pa. Mr. Foster 
entered insurance at the age of 18, start- 
ing in the Erie office of the Downing 
Insurance Co. He retired about 1937. 





He reported a total of 4,019 fires in the 
state, 248 less than reported in 1950. A 
total of 57 of the fires last year had 
losses of over $25,000. 
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Fire Alarm Manufacturer Says Small 
Producer Is Needed by Big Business 


one thing, and it is usually immediately 
followed by spokesmen for the govern- 


The little business man is in more 
immediate danger of being crushed and 
government than by big 
competitors, representatives of industry 
were told this Officials of a 
score of large industries heard R. Staf- 
ford Edwards, president of Edwards Co., 
Norwalk, Conn., assert that the Ameri- 


can system of business is one in which 


absorbed by 


week. 


great and small exist in mutual har- 
mony, mutual dependency and mutual 
respect. 


The occasion was the 80th anniversary 
press conference luncheon at the Hotel 
Biltmore, New York, of Edwards Co., 
oldest manufacturer of electric signaling 
equipment in the nation. This company 
specializes in fire alarm signaling equip- 
ment and is well known in fire preven- 
tion circles. 

“We have little to worry about,” Mr. 
Edwards declared, “as a result of a con- 
test between large and small businesses. 
But we have reached a stage,” he said, 
“where both large and small business 
must worry about being regulated to the 
point of extinction by government.’ 

—— of numerous companies heard 
Mr. Edwards declare that every small 
business man wants to see his business 
grow bigger, and that this is the Ameri- 
can system which has given us the high- 
est living standard in the world. 

“Several centuries back some one re- 
marked that nations were ‘beset by 
soothsayers,'” Mr. Edwards said. “I 
think you will agree the expression can 
be modernized by saying we are ‘beset 
by spokesmen close to the authorities.’ 
We se Idom learn who they are, but 
there is hardly a day that doesn’t see 
one of these spokesmen predicting dire 
consequences for the near future. 

“Spokesmen for the Kremlin tell us 





Springfield F. & M. Sells 
Present Office Building 


William A. Hebert, president of 
Springfield Fire and Marine, has an- 
nounced that a contract had been com- 
pleted for the sale of the company’s 
office building at the corner of State 
and Maple Streets, the adjoining prop- 


erty at 17 Maple Street and the graded 
parking lot at the northerly corner of 
State and Elliot Streets, Springfield, 
Mass. The purchaser is to be Ara- 
wana Mills, Inc., a Connecticut rea! 
estate holding corporation. The pur- 
chase price was undisclosed. 

Joseph Bortman of West Hartford, 


Conn., president of Arawana Mills, Inc., 
is said to contemplate leasing the proper- 
ties for office use after Springfield Fire 
and Marine moves its operations to its 
new head office building at 1250 State 
Street. 

Negotiations for the sale have 
conducted through the office of 


C. White, Jr., Springfield, Mass., 


been 
Albert 
realtor. 


Insurance Society School 
Raising Tuition in Sept. 

An increase in tuition fees to $15 a 
point for instruction at the School of 
Insurance of the Insurance Society of 
New York, Inc., is announced by Dean 
Arthur C. Goerlich. 

Effective September, 1952, the higher 
fee was recommended by the society’s 
executive committee and approved at a 
recent meeting of the board of directors. 
The C8 ig Tap fee of $2.50 remains 
unchanged. For several years the society 
has deferred raising the school’s tuition 
fees, but has finally found it necessary 
to follow the example set by many other 
educational institutions in this area in 
raising fees to meet present conditions. 


ment, or spokesmen for somebody. One 
message that spokesmen have been very 


busy with for many years is that big 
business must inevitably swallow little 
business. 


“T hope some of these spokesmen may 
hear me. The facts are that most smal 
companies are healthy and thriving be- 
cause the larger industries in the United 
States depend upon them for products 
and parts they need. The smaller indus- 
tries want the larger industries to be 
healthy and prosperous, because the lat- 
ter provide the largest market for the 
small companies’ products. 

“It is perfectly obvious,” he concluded, 
“that we have reached a stage in our 
history where both large business and 
small business must worry about being 
crushed, absorbed and regulated to the 
point of extinction by government. We 
should all pray the American people will 
recognize that danger and do something 
about it before it is too late.” 


Bis Bill 
(Continued from Page 25) 


ing the same year similar arrangements 
were made with the Registro Navale 
Italiano and in 1919 with the Imperial 
Japanese Marine Corporation. When 
this country became involved in World 
War II all relations between the Bureau 
and these two latter societies ceased. 
In 1949 the agreement with the British 
corporation was terminated. 

The membership of the American Bu- 
reau is composed of about 200 persons 
prominently identified with maritime 
commerce in the United States. 


WAY BACK IN THE EARLY DAYS 
OF SHIPPING there were attempts 
made to register shipping in Great Brit- 
ain, but dissension arose from charges 
of favoritism and two books were mak- 
ing their appearance—one called the 
Green and the other the Red book. 

The records of the annual general 
meeting of the Shipowners Society held 
in London in 1823 show that both 
Registers had lost the confidence of 
owners and that a proposal was formally 
adopted that the entire system of classi- 
fication be revised. Then for the first 
time was laid down the principle that 
the whole matter of classification should 
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we “If | knew you and you knew me, 
*Tis seldom we would disagree - -” 


An insurance agent expressed well his 
idea of the value of acquaintance with 
company personnel by saying 
portant because it makes for better under- 
standing between agent and company — 
because co-operation is more readily 
achieved by persons known to each other.” 


This supports one of our firm ideas, that friendliness is one of the 
best influences in business today. 
Union-Ocean Group prides itself in being a friendly organization 
where the agent and broker are always welcome to our helpful, 
constructive counsel about his problems. 
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be placed in the hands of a group of 
representatives to be designated by mer- 
chants, underwriters and _ shipowners, 
Here also was expressed the unsound- 
ness of assigning classification to ves- 
sels on the basis of age and place of 
build, rather than on the basis of their 
individual qualities and state of repair, 
The practice of relying solely on the 
opinion of the individual surveyor as to 
the merit of the vessel without refer- 
ence to any uniform standard of ex- 
cellence was likewise condemned. Much 
of the dissatisfaction stemmed from the 
fact that rating solely by age forced 
shipowners to run vessels whose class 
had expired no matter how well they 
had been kept up. This Practice dis- 
couraged the owner from repairing his 
vessels and thereby encouraged unsea- 
worthiness. 

By 1824 a large group of underwrit- 
ers, owners and merchants met and a 
committee was formed to review and re- 
vise the existing classification systems, 
The selection of the underwriters who 
should sit on this committee was left 
to the Committee of Lloyd’s of London, 

However, the proposed changes in the 
classification methods met strong oppo- 
sition of Lloyd’s membership who ap- 
parently were loathe to give up the sole 
control of ship rating which they had 
at the time. A small majority finally 
voted that Lloyd’s participate in the 
work of the committee. 

This resulted i in a strong London com- 
mittee of 24, giving equal representation 
to merchants, shipowners and underwrit- 
ers. In 1826 a report was issued defi- 
nitely recommending the establishment 
of a Registration Society on a more effi- 
cient basis with a set of rules for the 
classification of ships, but no action re- 
sulted on the recommendations. 

Meantime confidence in the old Regis- 
ters continued to decline and in 1834 
there was published a “Prospectus of the 
Plan for the Establishment of a New 
Register Book of British and Foreign 
Shipping.” It provided for a permanent 
committee of eight members each from 
the ranks of shipowners, underwriters 
and mercantile interests. It also pro- 
vided for exclusive officers and survey- 
ors for submission to the committee for 
approval of surveyors’ reports. Ship- 
owners and underwriters furnished the 
funds and the new undertaking got on 
its feet. Thus was born in 1840 the first 
of the great impartial classification so- 
cieties owned by no group or individuals 
and paying no profits. Its name was 
Lloyd’s Register of Shipping. 

That was the background of classifica- 
tion until the American Bureau of Ship- 
ping started. Lloyd’s Register is still 
going strong, but American Bureau's 
tonnage existing in class is larger. 

In a talk in January of this vear be- 
fore the Propeller Club of Newport 
News, President Walter L. Green of 
American Bureau of Shipping said: 

“It is my belief that the Classification 
Society stands in this country as a shin- 
ing example of self government of in- 
dustry. Between the owners, builders, 
repairers and underwriters, all major in- 
terests of the industry, not through com- 
pulsion but by enlightened self interest 
and with the knowledge that they have 
a truly democratic voice in the process 
of Rule formation, designate us (Ameri- 
can Bureau of Shipping) to be the judge, 
jury and the enforcement officer in re- 
spect to those functions of administra- 
tion which they entrust to us. The 
United States Government cooperates 
in this scheme of things to the full.” 


N. Y. Board Losses Rise 


The loss committee of the New York 
Board of Fire Underwriters was assigned 
1,058 losses for $2,054,418 in March, com- 
pared to 560 losses for $1,728,144 in the 
same month of 1951. This shows an in- 
crease of 89% in number of claims an 
a gain of 19% in amount, of loss. For 
the first three months of 1952 Secretary 
E. C. Niver states the committee re- 
ceived 2,681 losses for $7,078,520 against 
1,515 losses for $5,007,794 in March, 1951. 
This reveals a gain of 77% in number 
of claims and a rise of 41% in the 
amount, involved, 
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Storage Receipt Limitation Does Not 
Apply if Bailee Breaches Contract 


Harold S. Daynard, well known New 
York City independent adjuster, and head 
of the law committee of the Inland Marine 
Claims Association, has prepared a bulletin 
for the IMCA on the fur storage receipt, 
reviewing the recent case of Zayenda v. 
Spain & Spain, Ltd., 109 N.Y.S. 2d 87. 
Ths case, says Mr. Daynard, demonstrates 
that in event of an alleged conversion on 
the part of a furrier, the limitation of lia- 
bility contained on the storage receipt is of 
no effect. This has always been the law, 
he continues, and should not be confused 
with situations such as was involved in the 
Howard case involving negligent losses. 
The case under study 1s reviewed by Mr. 
Daynard as follows: 

The plaintiff in May, 1950, delivered to 
the defendant Spain & Spain, Ltd. a 
furrier (to be referred to as Spain), for 
storage her ranch mink coat which she 
had purchased the preceding October for 
$3,500. A few days after such delivery 
the defendant sent to plaintiff its “Stor- 
age Receipt and Agreement” for this 
coat and another item. On this paper 
the article is described as “ranch mink 
coat,” with the figure “250” in the col- 
umn headed “depositor’s valuation.” The 
document states that the articles listed 
are received “subject to conditions 
printed on reverse side of this receipt 
which are made a part hereof.” 

Storage Receipt Provisions 

The following are the provisions on 
the reverse side which are pertinent: 

“9 At the request of the depositor and 
as part of the consideration for the 
charge set opposite each item listed on 
the other side, the undersigned hereby 
agrees to have effected for the benefit 
of the depositor insurance on each ar- 
ticle listed in this receipt which shall, 
in terms usual to such insurance, cover 
against loss by fire and theft for the 
value set opposite each item, which shall 
represent respectively the limit of lia- 
bility for loss of or damage to the same. 

“12... . . Storage charges are based 
upon valuation herein declared by the 
depositor and amount recoverable for 
loss of or damage to the article shall 
not exceed its actual value or the cost 
of repair or replacement with materials 
of like kind and quality or the depos- 
itor’s valuation appearing in this receipt, 
en one of these amounts is 
east.” 

The value of $250 was placed on the 
coat with the plaintiff's complete knowl- 
edge and approval. She knew the stor- 
age receipt issued by Spain contained 
this value limitation and unquestionably 
the receipt and agreement constituted a 
valid contract by which the plaintiff was 
bound. In view of this finding on the 
evidence the question whether generally 
such a fur storage receipt should or 
should not be treated as a valid agree- 
ment between the parties need not be 
considered. See Howard v. Handler 
Bros. & Winell, Inc., App. Div. Ist Dept., 
1951, 107 N.Y.S. 2d 749. 

How Loss Occurred 

On November 22, 1950, some one 
representing himself as Lester Goodwin 
of the Columbia Broadcasting System 
(C.B.S.) by telephone requested Spain to 
loan C.B.S. a mink coat to be kinescoped 
and shown on the Faye Emerson pro- 
gram. Spain, believing that the plain- 
tiff's ranch mink coat would be suitable 
for this purpose, thereupon called up 
the plaintiff, who consented to the use 
of her coat for such display. When a 
Program is kinescoped it is taken on a 
film which permits later showing in 
other parts of the country, as well as 
in New York. 


In a second telephone call soon after 
his first Goodwin asked Spain whether, 
in view of the fact that the time of the 
kinescope had been advanced, he might 
send down for the coat. Spain assented 
to this arrangement and left instructions 
for the delivery of the coat. 

Later a messenger presented himself 
at Spain’s establishment, to whom one 
of Spain’s employes delivered the plain- 
tiff’s coat. The messenger signed a re- 
ceipt and Spain’s employe gave testi- 
mony, that the signature on the receipt 
corresponded with that on a card pre- 
sented by him, reading “C.B.S. Messen- 
ger Service.” That was the last of the 
plaintiff's coat, which was never re- 
turned either to Spain or the plaintiff. 

The court concluded that Spain’s han- 
dling of the situation was careless and 
further concluded that the furrier was 
in effect guilty of a conversion. How- 
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ever, the court chose to base its decision 
not upon the theory of conversion, but 
upon the theory of carelessness, using 
the following language: 

“The case must, therefore, be treated 
as though Spain had, without the plain- 
tiff’s consent, devoted her property to a 
use wholly foreign to the purpose of the 
bailment. 

“Does the value limitation apply in 
such a situation? I do not think the 
answer to this question should depend 
on whether the bailee’s misconduct is 
called a conversion or a breach of the 
contract of bailment. The substance, not 
the name, should determine the legal 
effect of his act. The measure of dam- 
ages is the same in either form of ac- 
tion. Markoe v. Tiffany & Co., 26 App. 
Div. 95, 49 N.Y.S. 751, affirmed 163 N.Y. 
565, 57 N.E. 1116. 


Interpretation of Limitation 


“Obviously, the limitation is to be 
read strictly and most strongly against 
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the bailee who drew it. Howard v. 
Handler Bros. & Winell, Inc., App. Div. 
Ist Dept., 107 N.Y.S. 2d 749, 751, 752, 
supra. The present agreement is sub- 
stantially identical with the one inter- 
preted by the Appellate Division in the 
Howard case. It was held in the How- 
ard case, upon an analysis of the various 
clauses, that the provision for insurance 
and the limited valuation are ‘dependent 
and coextensive.’ 

“So construed, the limitation applies 
only to a loss by fire or theft, and does 
not extend to one due to misdelivery or 
negligence. Even were it assumed, in 
Spain’s favor, that the deceit practiced 
on Spain was a theft, the theft was not 
one committed without contributing 
fault on Spain’s part. Had Spain exer- 
cised due care, the plaintiff’s coat would 
never have been surrendered to the im- 
postor. 

“Thus, as the court said in the How- 
ard case, Spain ‘had thus failed to bring 
itself within any clear provision of the 
agreement for limited liability, and must 
bear its ordinary responsibility for 
negligence.’ There was a departure from 
the terms of the bailment, a misdelivery, 
brought about by the bailee’s negli- 
gence. 

“Spain, is, therefore, liable for the 
value of the coat. What was said in the 
course of the opinion in Aetna Casualty 
& Surety Co. v. Higbee Co., 80 Ohio 
App. 437, 76 N.E. 2d 404, 174 A.L.R. 
1429, gives the plaintiff’s position some 
support, though the court seems to have 
stressed unduly the conversion aspect 
of the case. 

“The coat cost $3,500 when bought in 
October, 1949. The plaintiff had worn it 
throughout the winter of 1949-1950. 
Though it was in good condition when 
placed in storage, I cannot accept the 
plaintiff's contention that it was worth 
as much as when new. I think on the 
date of its disappearance the coat was 
worth $3,000 and I accordingly direct 
judgment for the plaintiff against the 
defendant Spain & Spain, Inc., for $3,000, 


with interest from November 22, 1950.” 


Calvin H. Yuill Joins 


Southwest Research Inst. 
Calvin H. Yuill, nationally-known au- 
thority in building material research, 
housing and building codes, has been 
named assistant director of the Fire 
Technology Division of Southwest Re- 
search Institute at Dallas, Tex. 

In announcing the appointment, Dr. 
Harold Vagtborg, Institute president, 
asserted a planned expansion of the 
nonprofit laboratories’ work in the field 
of fire technology necessitated augment- 
ing the division’s administrative staff. 

A graduate of Northwestern Univer- 
sity, Mr. Yuill has been executive direc- 
tor of the Housing Association of Met- 
ropolitan Boston, chairman of the advis- 
ory committee on War Housing for the 
Massachusetts State Board of Housing, 
and vice chairman of the National Com- 
mittee of Housing Associations. 


SPECIAL IN MINNESOTA 

Appointment of Richard D. Mackaman 
as special agent in Minnesota for the 
Aetna Insurance Group is announced by 
Vice President Harry M. Mountain. 
Mr. Mackaman has worked for some 
time in the various underwriting depart- 
ments of the Aetna’s Chicago office. In 
his new position he will be associated 
with State Agent W. W. Foster, with 
headquarters in the McKnight Building, 
Minneapolis. 
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NAIC Group Approves 
Profit Factor of 34% 


REJECTS 5% ASKED BY BUREAU 
Subcommittee Holds 316% Overall Profit 


for Bureau Companies Is on Parity 
With Fire Companies’ 5% Factor 

Following ts the report of the subcom- 
mittee on cost and _ profit ge study of 
casualty Ines (subcommittee of the casu- 
alty and surety committee of the National 
Association of Insurance Commissioners), 
in which it approves a 3%% profit and 
ontingency factor for casualty lines and 
rejects the proposal of the National Bu- 
reau of Casu ity Underwriters for a 5% 
factor. The report followed a_ public 
ston in Chicago April 15 and was released 
on April 24. It is signed by all members 
of the subcommittee of which Superin- 
tenaent Alfred J. Bohlinger of New York 
was acting charrman 

The subcommittee met in Chicago on 
April 17, 1952, in the State of Illinois 
Building, 160 North LaSalle Street. 
Committee members present included: 


SCS- 


Superint tendent Alfred J. Bohlinger, act- 
ing chairman, New_York; Commissioner 
Waldo C. Cheek, North Carolina; Com- 
missioner John R. Maloney, California; 
George Mekjian (for Commissioner A. 
Herter Nelson), Minnesota: Tom El 
more (for Commissic mer J. Edwin Lar- 
son), Florid 


The alice umittee in its public session 
heard from William Leslie, manager of 
the National Bureau of Casualty Under- 
writers, in regard to the distinction, if 
any, between profit and contingencies. It 


is the conclusion of the subcommittee 
that the distinction between a profit and 
a contingency factor is very nebulous. 


Should Adopt Set of Principles 
In executive after extensive 
consideration of the entire problem in- 
cluding the various possible approaches 


session 


to the determination of a profit factor 
in the rating formula for casualty lines, 
the subcommittee concluded that it 
should develop and adopt a set of prin- 


an over-all guide. 

provision for a 
rates is custom- 
expressed as a percent of pre- 
miums. However, the reasonableness of 
such cannot be based solely 
upon its relationship to premium volume. 


ciples applicable as 

The allowance ¢ 
reasonable profi 
arily 


Pi 
in the 


allowance 








The subcommittee is of the unanimous 
opinion that the proper base against 
which to measure profits is “stockhold 


ers’ equity 
fined by 
as reg: 


Stockholders’ equity is de- 
the subcommittee to be surplus 
irds policyholders plus the equity 
in unearned premium reserve and any 
equity in the formula ; 

The subcommittee is 
opinion that any 


loss reserves. 
further of the 
relevant factors in 


creasing or reducing profits must be 
saaalilesed mm conection with a determi- 
nation of the reason eters of a mar- 
gin of profit in the rates. 


Relevant Factors Itemized 


these relevant factors are: 
excess of premiums earned 
over and expenses incurred. 

2. All investment income excluding 
realized and unrealized capital gains and 
losses 

3. Income 
profits taxes 

The National Bureau of 
derwriters argues for 
for the realization of 
pared with the fire 
pointing out that 
allowed in the fire 


Among 
1. The 


losses 


taxes, excluding excess 
Casualty Un- 
equal opportunity 
profits as com- 
insurance business, 
a 5% profit factor is 
insurance rate struc- 
ture. The subcommittee agrees that 
equal opportunity for profit should be 
given the casualty companies but feels 


impelled to point out that parity should 


Pillsbury Will Address 
Burglary & Glass Men 


Glass Insurance As- 
York will hold its 
regular meeting on Tuesday, May 13, 
at the offices of the National Bureau 
of Casualty Underwriters. 

The meeting will be opened by Thomas 
Buckley, president of the association, 
who will conduct a short business meet- 
ing, after which he will introduce the 
guest speaker, D. D. Pillsbury, manager 
of the burglary and glass divisions of 
the bureau. He will address the mem- 
bers on experience rating of burglary 
and plate gins insurance. 


Murphy, Cooper and Brown 
On Georgia Agents’ Program 


Ray Murphy, general counsel, Asso- 
ciation of Casualty & Surety Companies, 
and Charles S. Cooper, fidelity manager, 
National Surety Corp., will be among 
the speakers at the annual meeting of 
the Georgia Association of Insurance 
Agents at the General Oglethorpe Hotel, 
Savannah, May 21-23. At the farm and 
small town agents’ forum, Agency Su- 
pervisor Roy Brown, Aetna Casualty & 
Surety Co., will talk on “Comprehensive 
Farmers Liability.” 


The Burglary & 
sociation of New 


OHIO CASUALTY MEN TO MEET 


The Ohio Bureau of Casualty Insurers 


will hold its annual meeting at Leroy, 
June 26-27. An election will be held. 
J. C. Bishop, assistant secretary of the 
Ohio Farmers Indemnity Co., is presi- 
dent, and Ray H. Miller of Columbus 
is secretary and manager. 





be determined in relation to the rate 
of return on stockholders’ equity. 

After consideration of the statistical 
exhibits...the subcommittee is of the 
opinion that an over-all profit of 34% on 
premiums will produce on filings made 
by the National Bureau of Casualty 
Underwriters a total profit, when con- 
sidered together with other sources of 
income, at parity with the result ob- 
tained by the inclusion of an allowance 
of 5% for fire insurance. 


Allows for Possible 


In arriving at the recommendation of 
a 34%4% profit factor to be included in 
the rates, the subcommittee recognized 
that further refinement in the data, or 
in the method used might produce 
slightly different results. Although com- 
plete parity with fire insurance would 
have indicated a profit factor of some- 
thing less than 34%, the subcommittee 
concluded that setting the profit factor 
at 34%% would make ample allowance 
for the possible minor variation ad- 
verted to above as well as other intan- 
gibles. 

The finding of this subcommittee upon 
a proper profit factor should not pre- 
clude a reexamination of the other ex- 
pense provisions in the National Bu- 
reau’s rating formulae. Specific reference 
is made to Item 3 of a letter dated May 


Variations 


31, 1951 from William Leslie to Com- 
missioner Robert A. Crichton as chair- 
man of the casualty and surety com- 


mittee. This item read as follows: 

“3. Concurrently with this change in 
rate-making procedure, a review will be 
made to determine any necessary re- 
alignment of the expense provisions 
underlying manual rates. Such review 
will be made on the basis of the Insur- 
ance Expense Exhibit results through 
calendar year 1950.” 

The subcommittee’s recommendation 
of a 34%% profit factor for filings made 
by the National Bureau of Casualty Un- 
derwriters does not necessarily apply to 
other rating bureaus or insurers. 


——. 
—=—= 


Changes Madeby Fireman’s Fund Group 


Dillard Comes to New York as Senior Group Executive; 
Knoblock Promoted and Named Goodwin’s Successor; Sims 
Replaces Dillard as Southern Manager at Atlanta 


James F. Crafts, president of Fire- 
man’s Fund Group, has announced that 
Vice President John H. Dillard will 
shortly be transferred from Atlanta to 
New York to assume administrative and 
executive duties as respects the compa- 
nies’ eastern and southern operations. 


The three major class and departmen- 





JOHN H. DILLARD 


tal operations will remain as heretofore 
under the full authority of a vice pres- 
ident or manager with Mr. Dillard be- 
ing the senior group executive. Vice 
President Louis W. Niggeman will con- 
tinue to be in complete charge of the 
company’s Atlantic marine department 
and Vice President Arthur T. Bleisch- 
hauer, of the fire and automobile opera- 
tions. 
Knoblock Succeeds Goodwin 

To succeed the late Richard V. Good- 
win, Mr. Crafts also announced the ap- 
pointment of Henry E. Knoblock as 
manager of the eastern indemnity de- 
partment and his election as a vice pres- 
ident of the Fireman’s Fund Indemnity 
Co. William A. Walker will continue as 


Kee Coleman 


KNOBLOCK 


HENRY E. 


assistant vice president of the company. 
To succeed Mr. Dillard as manager of 
the southern department at Atlanta, 











THOMAS 


E. SIMS, JR. 


President Crafts announced the appoint- 
ment of Thomas E. Sims, Jr. and also 


his election as an assistant vice presi- 
dent of the indemnity company. Loyle 
W. Stynchcombe and John L. Earl will 


remain as assistant managers. 
Dillard a Native Georgian 
Mr. Dillard is a native of Georgia 


and a graduate of the Atlanta Law 
School. He entered the insurance busi- 
ness in 1920, joining Fireman’s Fund 


Atlanta 25 years ago, becoming man- 
ager of the southern department in 1944. 
He was elected a vice president of the 
fire and marine companies and of the 
indemnity company in succeeding years. 
He has been active in organization work, 
serving on a number of committees, 
principally of the South-Eastern Under- 
writers Association, Cotton Insurance 
Association and National Automobile 
Underwriters Association. Last year he 
was elected vice president and chairman 
of the executive committee of the 
SEUA. 

Mr. Knoblock has been with the Fire- 
man’s Fund Indemnity Co. in New York 
since it was organized in 1930. He was 
elected an assistant vice president in 
1942 and appointed associate manager in 
1 


Mr. Sims’ entire business career has 
been with Fireman’s Fund in the south. 
He was a fieldman for a uumber of 
years and an agency superintendent prior 
to being appointed assistant manager in 
948 


Service Casualty in Bureau 
The Service Casualty Co. of New York 
has been elected unanimously to mem- 
bership in the Association of Casualty 
& Surety Companies, according to J. 
Dewey Dorsett, general manager of the 
association. Emil C. Chervenak is presi- 
dent of the Service Casualty Co. ot 
1 Park Avenue, New York. The total 
roster of member companies in_ the 
association is now 110. 


SEE ATOMIC ATTACK FILM 

The Accident & Health Womens Club 
of New York at its April 29 meeting, 
held in the Continental Casualty build- 
ing, was treated to a sound film, “Sur- 
vival Under Atomic Attack” by courtesy 
of the Bell Telephone Co, Leslie 
Blasius, service engineer of that com- 
pany, was the speaker and demonstrated 
how effectively radar operates. He was 
introduced by Miss Joe Pettit, U. S. 
F. & G., who is president of the club. 
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Schiff, Terhune Completes 
Air Risk Insurance Survey 


Faced with an unprecedented demand 
for air travel insurance and protection 
against the hazards of falling aircraft, 
following the recent wave of airline dis- 
asters, Schiff, Terhune & Co., Inc., New 
York insurance brokers, this week com- 
pleted a survey of all insurance in this 
field, 

Results of the survey initiated by 
Frank E. Schiff, treasurer of the cor- 
poration, reveal several facts not gen- 
erally realized by policyholders. 

Mr. Schiff disclosed that only about 
half of the double indemnity clauses 
being written in conjunction with life in- 
surance today provide for double in- 
demnity payment if the insured is killed 
as the result of an accident to a non- 
scheduled plane in which he is riding. 
Practically none of the regular personal 
accident policies being written today 
cover the insured for death or injury 
while he is a passenger on any aircraft 
other than a scheduled flight. The survey 
also notes that “quarter-machine” flight 
insurance, policies which are sold in 
vending machines located at airports, 
cover only regular flights on scheduled 
airlines. 

What Present Day Insurance Covers 

Specifically, here’s what present day 
insurance does and doesn’t cover or can 
be written to cover with respect to air 
travel accidents, according to Mr. Schiff. 

Life Insurance—Practically all life in- 
surance pays full benefits regardless of 
the cause of death, providing there is 
no evidence of fraud in obt lining the 
insurance, Most, applications for insur- 
ance today have one or more questions 
concerning the amount of and the nature 
of air travel which the applicant antici- 
pates. Some of the applications ask 
specifically whether the applicant antici- 
pates extensive flying in nonscheduled 
aircraft. If, following the death of a 
policy holder in the crash of a non- 
scheduled plane, it. is found that he 
traveled extensively in such aircraft and 
knew that he did and would at the time 
he stated on his application that. he did 
not anticipate such travel, the benefits 
of the policy might be withheld. 

Double Indemnity—Some companies 
have extended coverage to include non- 
scheduled and company planes, applying 
to old policies as well as new. Many, 
however specifically exclude all aviation 
accidents suffered in any but scheduled 
airliners. These cover international as 
well as domestic flights. Except in the 
case of pilots, for whom a special status 
has been established, holders of such 
policies cannot obtain double indemnity 
on their policies covering nonscheduled, 
company, or private planes, even by 
paying a higher premium. Their best bet 
is aviation accident insurance described 
below. 

Waiver of Premium—This life insur- 
ance policy clause relieves the insured 
of the obligation of paying premiums if 
he becomes permanently disabled as a 
result of accident. The life companies 
vary widely on their limitations as far as 
aviation accidents are concerned. Most 
liberal is the company which waives pre- 
miums for all disabling accidents except 
for pilots or crew members of military 
aircraft, or for private pilots when learn- 
ing to fly. Most. restrictive is the com- 
Pany which limits liability to paying 
Passengers on scheduled airliners flying 
between specific points. There are an 
infinite number of variations, but virtu- 
ally all companies cover passengers on 
scheduled flights. 


Where Personal Accident Insurance 
Applies 

Accident. Insurance—Most personal ac- 
cident insurance policies apply only to 
accidents on scheduled flights. Snecial 
aviation accident policies covering death, 
dismemberment. injury, and permanent 
disability may be purchased. These in- 
clude accidents incurred in any licensed 
aircraft—scheduled, nonscheduled, com- 


FRANK E. SCHIFF 


pany ar_ privately-owned—anywhere in 
the world. The rate for this compre- 
hensive. coverage is $3 per thousand 
dollars* of insurance per year, A _ re- 
stricted policy, eliminating flights in a 
plane owned by the insured, a member 
of his family, or his employer, but cov- 
ering flights in other private or com- 
pany-owned planes, is available at $2.50 
per thousand. Aviation accident insur- 
ance covering flights in scheduled air- 
craft costs only $.85 per thousand for 
domestic flights or $1.20 per thousand 
for world-range coverage. In 1939 the 
rate to Europe was $15 per thousand 
each way! 

Single Trip Flight — Available either 
from vending machines in most major 
airports at 5 cents per $1,000 (in $5,000 
units) or at attended booths in airports 
in six major cities. Advantage of the 
latter method is that if several stop- 
overs are planned, arrangements can be 
made to buy-coverage on all proposed 
flights at. once. Vending machine policies 
are presently limited to $25,000 maximum 
for a single flight; a company specializ- 
ing in attended booth service has just 
raised the limit to $50,000 as evidence of 
‘faith and confidence in scheduled air- 
lines,” .the only flights covered in this 
type of insurance. 

Individual Travel Accident — These 
“trip” policies can be obtained to cover 
any accident incurred while traveling, in- 
cluding any form of aviation or other 
transportation, They are purchased in 
units covering any period from a mini- 
mum of three days to 180 days. Typical 
rates for a $25,000 policy are: three days, 
$5.50; 10 days, $13.50; 31 days, $27 Sold 
on an individual basis, they are especially 
suited to the needs of self-employed 
people. 

4 New Form of Protection 

Group Travel Accident—The recent 
tragedies have served to focus intense 
interest on this new form of protection 
for corporate executives and employes, 
according to Mr. Schiff. These policies 
are usually tailor-made to suit the needs 
of the particular company and can be 
so written as even to cover guests in 
company-operated airplanes. In general 
they cover employes against accidents of 
virtually any kind when they are travel- 
ing om company business. With corpo- 
rate business demanding an increasing 
amount of air travel, most major com- 
panies now are covered by group travel 
policies, Mir. Schiff explained, both to 
assure employes that their beneficiaries 
will be taken care of and as corporate 
protection against suits from bene- 
ficiaries. Plans can be developed to cover 
any size business from a small partner- 











ship to the largest, industrial concern. 

The Schiff, Terhune executive recom- 
mended that air-minded executives: 

1. Check their life policies to see 
whether the double indemnity provisions 
cover nonscheduled, company, and pri- 
vate airplane travel. 


2. If it doesn’t, take out a compre- 
hensive air travel policy. 
3. Check personal accident policies 


for similar coverage and take out 
aviation insurance if indicated. 

4. Remember than coin machine insur- 
ance covers only scheduled flights—no 
non-sked, private, or company-owned 
planes. 


5. Investigate group travel accident in- 
surance for all company employes. 
Not be duped by claims of 
irresponsible monscheduled operators 
that “all passengers are protected by 
$50,000 worth of insurance.” This repre- 
sents liability insurance which protects 
the operators against claims. Accident 
victims or their heirs may be required 
to bring civil suits against the airline 
in order to collect and even then may 
be required to prove that negligent op- 
eration caused the accident. They will 
not be automatically reimbursed as with 
life or accident insurance. 


some 





Randall Addresses C. of C. Luncheon 
On “Signposts on the American Way” 


A business man’s road map of the 
American Way was presented by Jesse 
W. Randall, president of the Travelers 
Insurance Cos., in an address before the 
insurance luncheon at the annual meeting 
of the United States Chamber of Com- 


merce at the Shoreham Hotel, Washing- 
ton, D. C., April 29. 
In his speech, “Signposts on the 


American Way,” Mr. Randall traced the 
development of the American Way, 
likening it to a road along which the 
nation has moved since the beginnings 
of its history. 

Describing the origins of the road, he 
said, “The dynamic belief that urged our 
fathers on was like a spiritual bulldozer. 
It cleared a path through the continent. 
It prepared the way for the building of 
a nation based on justice and equality. 
It brought about economic, social and 
industrial progress undreamed of by the 
roadbuilders of any other society.” 

Sees Threat to American Way 

Warning that the American Way is 
threatened today by the amateur road- 
builders and super-planners on the one 
hand and Soviet Russia on the other, 
Mr. Randall stated, “Both hate our road 
because free man built it and can travel 
freely on it. Both would substitute a 
state controlled road leading nowhere be- 
cause there would be no place for anyone 
to go.’ 

Mr. Randall urged American business 
men to take a more aggressive stand in 
protecting the American road from at- 
tack and decay. He called for a road re- 
pair and rebuilding program by all 
Americans. He said, “Our great road- 
building machinery lies idle while a few 


little men with picks and hatchets tear 
up the road bed of the American Way.” 

Emphasizing the importance of pre- 
serving the free enterprise system, the 
insurance leader declared that once free 
enterprise goes, all other freedoms are 
bound to follow. 

He said, “We've got a real fight, on 
our hands. We've got to stop kow- 
towing to the bureaucrats and the poli- 
ticians. We've got to stop running 
to the Government for help whenever we 
have a problem, . We must keep the 
Government out of business before it 
puts us out of business. And we can 
demand honesty, integrity and a genuine 
belief in the American Way on the part 
of our leaders and representatives.” 


Cannot Abandon Leadership Road 


Discussing America’s relationship with 
the rest of the world, Mr. Randall stated 
that we cannot abandon the role of lead- 
ership which is our duty and responsi- 
bility. “But,” he added, “we must do it 
in the American Way.” He said, “The best 
thing we can do for the world is to be 
ourselves. And by being ourselves, I do 
not mean this shoddy imitation of 
socialism we have been living for the 
past few decades. We can help those m 
need to the best of our abilities. We can 
oppose the ideas of communism with the 
ideals of Americanism.” 

Concluding his address, the Travelers 
president called for a return to the 
principles on which the American road 
was built. He said there must be an end 


to detouring and a return to the road 
before further progress can be hoped 
for. 





BANK EMBEZZLEMENTS ARE UP 


FBI and FDIC Give Results of Surveys; 
Hoover Calls Trend Alarming; Last 
Year’s Rise Was 25% 

The Federal Bureau of Investigation 
and the Federal Deposit Insurance Cor- 
poration have published the results of 
surveys made into bank embezzlements, 
revealing a startling increase in them. 

The FBI survey showed an increase 
of 188% since 1946 in the number of 
embezzlements and shortages in banks 
and savings associations. The increase 
for last vear was 25%. FBI Director J. 


Edgar Hoover has called the’ trend 
“alarming.” ‘ 
A detailed study of the FDIC shows 


a 125% 
among banks alone. 
who headed the study, 
results “startling” and 
doubled efforts to correct 
able situation.” 

The FDIC reported 608 criminal em- 
bezzlements or similar types of bank 
shortages in 1951, aggregating more than 
$8,000,000. This compared with 270 such 
cases in 1946. The number has increased 
steadily every year since then. 

One case alone last year involved a 
shortage of $2,500,000. Another embezzle- 
ment operation had been going on for 
12 years without detection. 

Of the nineteen banks which the 
FDIC.has rescued in the last six years, 
sixteen suffered from large embezzle- 
ments. Mr. Cramer said such shortages 


increase over the last six years 
Edwin H. Cramer, 
today termed the 
called for re- 
“this deplor- 


Actuaries to Meet May 25-27 
At Stockbridge, Mass. 


The Casualty Actuarial Society will 
hold its spring meeting May 25-27 at 
the Red Lion Inn, Stockbridge, Mass. 
Seymour E. Smith, Travelers secretary, 
who is vice president of the society, is 
program chairman and will announce 
shortly full details of an interesting 
meeting. William J. ¢ “onsti ible, who is a 
member of the society’s council, will be 
banquet toastmaster. 


PRINTS MICHIGAN PAMPHLET 

A supplement to the 1949 edition of 
the Michigan workmen’s compensation 
law pamphlet has been published to in- 
clude recent amendments to the law in 
that state and is now ready for distribu- 
tion, the Association of Casualty & Sure- 
ty Companies announces 





far the chief cause of bank 


now are by 
i used to be a rela- 


failures, while they 
tively minor factor. 

The corporation’s survey showed that 
702 bank officers and employes—out of 
a total of about 496,000—were involved 
in the 1951 shortages. The percentage 
of bank officers guilty of embezzlement 
was more than twice as high as the 
percentage for lesser employes. There 
were 30 shortages for every 10,000 offi- 
cers and only 13 for every 10,000 lesser 
workers. 
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Minwasste: Awents Hear 
William H. Brewster 


AUTO RATE INCREASE URGENT 
Must Utilize Most Recent Loss Ratio 
and Claim Cost Data; Recognize 
Current Trend 





increase in loss costs 
indicates that sub- 
rate increases for automobile 
insurance will be necessary this 
manager of 


The 
and claim 
stantial 
liability 
year, William H. Brewster, 


continued 
frequency 





WILLIAM H. BREWSTER 


division of the National 
Underwriters, told 
convention of the 
Insurance 


the automobile 
Bureau of Casualty 
the 15th mid-year 
Minnesota Association of 
Agents last week. 

“We hope that the state supervising 
authorities will appreciate the serious- 
ness of the rate problem just as they 
did in connection with the emergency 
rate revision promulgated last year,” 
Mr. Brewster stated. “The forthcoming 
revision will, of course, contemplate rate 
changes based upon experience accord- 
ing to rating territory within each state, 
which was not the case in 1951.” 

The National Bureau spokesman ex- 
plained that in 1951, after the adverse 
experience of the companies dur- 
ing the latter half of 1950, it was neces- 
sary to establish a countrywide emer- 
gency rate revision by state and to sup- 
plement the usual past policy year ex- 
perience with calendar year data in or- 
der to reflect the continued upward 
trend of loss costs in 1950 and 1951. 

Take Realistic Approach 

“In order to take a realistic approach 
to our present problem of determining 
rates which are adequate for the bal- 
ance of 1952 and for 1953,” Mr. Brewster 


loss 


stated, “we must not only utilize the 
most recent loss ratio and claim cost 
data available, but recognize the trend 
that will adversely affect claim settle- 
ment costs for the policies written at 
the revised rates. tints by some such 
procedure will we be able to close the 


gap between the most recent wulley year 
experience and the period during which 
the new rates will be applicable.” 

Unless such up-to-date statistical data 
is utilized, the companies, which have 
continued to suffer substantial automo- 
bile liability underwriting losses, will not 
realize adequate rates for the imme- 
diate future, nor will they find it pos- 
sible to ease the insurance market for 
a coverage so important to the insuring 


LOOKS FOR CASUALTY MARKET Bullen Assumes More Duties 


Brooklyn Independent Insurance Brokers 
Association Sends Questionnaires to 
65 Insurance Companies 

Max Rakofsky, president of the Inde- 
pendent Insurance Brokers Association 
of Brooklyn, Inc., has addressed a letter 
and questionnaire to 65 insurance com- 
panies in an attempt to find casualty 
markets for the brokers of the associa- 
tion. 

The questionnaire, 
willing to open new 
for our brokers?” is broken 
two sections—answers “yes” and “no.” 
If the answer is “yes,’ ’ the questionnaire 
asks if a minimum annual volume is re- 
quired and if so, how much? Does the 
company restrict to a maximum volume 
and how much? Other questions in this 
category pertain to restriction of a 
broker’s automobile production to a 
percentage of his other casualty busi- 
ness and, if the comnany writes fire 
insurance, is it required that the broker 
also produce fire insurance business to 
support his casualty account ? 

If the answer is “no,” the brokers ask 
these questions: “Have you reached the 
limit of vour capacity to write casualty 
business?” “At what ratio to capital 
are you now writing casualty business ?” 
“Have you discontinued to write auto- 
mobile (new) business in New York 
City ?” 


asking “Are you 
casualty accounts 
down into 


ISSUES NEW PRESS MANUAL 


Kemper Group Publishes Guide to More 
Active Citizenship for Casualty 
Insurance Agents 

A new public relations manual de- 
signed as “a guide to more active citi- 
zenship” instead of “a manual for get- 
ting your name in print” has been pub- 
lished for casualty insurance agents. The 
manual, “You Are News,” was written 
by the public relations department of 
the Kemper insurance group, and it in- 
forms representatives of Lumbermens 
Mutual Casualty Co, and American Mo- 
torists Insurance Co.: 

“You will find that to fulfill the recom- 
mendations of this book you must do 
something in the public interest. The 
truth is that you have not been handed 
a manual for getting your name in print 
but given a guide to more active citi- 
zenship. 

“You can have friends 
only by deserving them,” the manual 
states. “Public service creates good 
news and that is the kind of news with 
which you want your name associated.” 

It urges that the agents work for a 
stronger democracy, strive for a better 
community, help the unfortunate, build 
better schools and hospitals, provide job 
opportunities for others and reduce the 
hazards to life, limb and property. 

In working with newspapers, the man- 
ual suggests getting the news in quickly, 
being accurate in every detail, avoiding 
trivial demands on the ‘editor’s time, and 
giving newspapers “leads” on stories 
concerning others. 

It warns against confusing news and 
advertising. 

“Tf an editor tells you that your story 
is not news but advertising, accept his 
judgment pleasantly and take his words 
to heart,” the manual says. “Advertis- 
ing belongs in paid space and it is a 
serious mistake to think you can dis- 
guise it as news.” 


and_ respect 





public, Mr. Brewster pointed out. 
Companies, he said, should be in a 
position to realize a reasonable profit 
and afford a ready market to car owners 
who have been impressed with the desir- 
ability of automobile liability insurance 
under existing safety responsibility laws. 


Conway Studio 
FRANK M. BULLEN 


Frank M. Bullen, vice president of the 
United States Casualty Co., was elected 
to the office of secretary ‘of the com- 
pany and reelected vice president, at a 
meeting of the board on April 17. 

Mr. Bullen is in charge of liability 
underwriting for the company, with 
which he has been associated for more 
than 36 years. 

As secretary of the company, Mr. Bul- 
len now assumes additional duties, those 
which were the responsibilities of the 
late Stanley G. Martin, secretary, who 
passed away recently. 


A. eS. KLEINSMITH 

General Accident’s Metropolitan N. Y. 
Claims Supt. Had Been 21 Years 
With Company; His Career 

Albert F. Kleinsmith, 46, superintend- 
ent of claims in the metropolitan New 
York office of the General Accident, died 
April 26 in the White Plains, N. Y. 
Hospital. A graduate of the College of 
Law of Syracuse University, Mr. Klein- 
smith joined the General Accident im- 
mediately after his graduation. He was 
assigned to the Syracuse office as a claim 
investigator. 

In 1935 Mr. Kleinsmith was transferred 
to the New York office where he handled 
claims until his World War II service. 
He was a sergeant in the 8th Armored 
Division. Upon his honorable discharge 
he returned to the General Accident and 
was assigned to the Washington, D. C. 
branch office as claims manager. In 1947 
he returned to New York to assume 
the post which he occupied at his death. 

Mr. Kleinsmith is survived by his wife, 
Mrs. Edna Ostertag Kleinsmith, and 
his father, Frederick W. Kleinsmith. 


TH IS DEAD 


Pays Kentucky College Claim 

The Fidelity & Casualty Co. has de- 
livered a check for $11,684 to Eastern 
Kentucky State College, Richmond, Ky., 
representing part of a $14,597 accounting 
loss in the student cafeteria department. 
The loss, discovered in an audit, occur- 
red between February 11, 1949, and June 
30, 1950. 


WILL MEET AT POCONO MANOR 

The Association of Casualty Account- 
ants & Statisticians will hold its spring 
meeting, May 15-16, at Pocono Manor, 


Pa. 
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Dorsett Urges Women to 
Help Prevent Accidents 


SPEAKS IN NORTH CAROLINA 
Asks Federation of Women’s Clubs to 
Make Spot Studies and Ferret Out 
Reasons for Auto Accidents 


Speaking on the subject, “Civil De- 
fense Against Uncivilized Drivers” last 
week, General Manager J. Dewey Dor- 
sett of the Association of Casualty & 
Surety Companies, made a strong appeal 
to the women of North Carolina to as- 
sume leadership in blotting out highway 
accidents. He was addressing the Civil 
Defense and Safety luncheon of the 
North Carolina Federation of Women’s 
Clubs at Winston-Salem. 

Mr. Dorsett accented the fact that 
accident prevention, especially with re- 
spect to accidents taking place on the 
highways, begins at home, on the local 
level. He said that the women attending 
the luncheon represented the potential 
core of an effective statewide accident 
prevention organization, provided that 
the group interested itself in studying 
the cause of motor vehicle accidents in 
the home community. 


Most Accidents Are Preventable 


He added that most accidents were 
preventable, declaring that since 1939, 
11,850 persons had been killed on North 
Carolina’s streets and highways. Of the 
1,068 men, women and children killed 
in that state last year, he said, prob- 
ably 900 of them were sacrificed need- 
lessly through preventable accidents. 

The speaker urged the North Caro- 
lina Federation of Women’s Clubs to 
make spot studies, community by com- 
munity, to ferret out the reasons for 
automobile accidents and to bring all 
possible influence to bear with the local 
authorities to enforce traffic laws con- 
scientiously, to speed up the program 
of driver training courses in the high 
schools, and to demand that the local 
courts make the penalties for traffic law 
violations fit the degree of the crime. 

Mr. Dorsett lashed out strongly 
against a too-easy acceptance of the 
philosophy that the state’s inhabitants 
must expect high traffic fatalities and 
accidents because so many cars are on 
the road. 


Destroys Proper Concept 


“or 


That philosophy of resignation nib- 
bles away and destroys the proper con- 
cept, that accidents are preventable, 
because we know that, in essence, acci- 
dents are man-made and not machine- 
made,” he said. “To accept the notion 
that accidents are mere fortuitous occur- 
rences, the dictates of a blind fate, 
serves utterly to negate the imagination, 
inventiveness and skill that have given 
us our machines. To accept motor ve- 
hicle accidents unresistingly is to say 
and admit that man has built a Franken- 
stein monster that he cannot control 
and which will eventually destroy him. 
That is the counsel of dread and despair. 

“Whether you hail from hamlet or 
metropolis, you can help to establish a 
local group or council that will prod 
your own local officials into preventive 
action. You can get those local officials 
to spread the word to the police depart- 
ment that strict enforcement of the 
safety and traffic code of that commu- 
nity is demanded. You can attend town 
or city, council meetings when matters 
of public safety are being discussed. You 
can vote ‘yes’ to a motion for adding 
one or two more traffic policemen, secure 
in the conviction that more police power 
will cut the death toll and save enough 
in property damage to pay for the extra 
police protection.” 
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H. & A. Conference 
Makes Denver Plans 


WILL DISCUSS NEW TRENDS 


Sullivan, Heller, McGettigan, Hellgren, 
Marshall and Ernst Will Talk; Mar- 
shall Will Speak on ILO 


The 51st annual meeting of the Health 
& Accident Underwriters Conference 
vill feature discussions on agency man- 
agement, underwriting, group insurance 
and hospital and medical insurance de- 
velopments and trends, according to C. 
QO. Pauley, managing director. The meet- 
ing will be held at the Cosmopolitan 
Hotel, Denver, May 26 - 29. 

Frank Sullivan, Commissioner of In- 
surance of Kansas, and president of the 
National Association of Insurance Com- 
missioners, will address the opening ses- 
sion, Tuesday, May 27, on developments 
in the accident and health business. 
His address is titled “Growing Pains.” 

The relationship of the accident and 
health insurance business to the hospital 
and medical care field and its activities 
7 this area will be discussed by Ralph 
T. Heller, second vice president of the 
Picken Insurance Co. during the 
Tuesday afternoon session. Mr. Heller is 
president of the International Claim As- 
sociation and also chairman of the 
Health Insurance Council. 


McGettigan Will Speak 


The challenge confronting accident and 
health insurance in underwriting physi- 
cally impaired risks will be analyzed by 
W. J. McGettigan, vice president, Se- 
curity Life & Accident Co. during the 
meeting, Wednesday morning, May 28. 
Mr. McGettigan has made an exhaustive 
study of this field and his paper will 
reflect the results of his investigation. 

“What's Ahead for Group Insurance” 
will be discussed by J. E. Hellgren, third 
vice president, Lumbermens Mutual Cas- 
ualty Co., at the Wednesday sessign. Mr. 
Heligren, a veteran of nearly 25 years 
experience in the accident and health 
insurance business, will analyze the sud- 
den developments of the group insurance 
business in the last few years and dis- 
cuss trends that appear on the horizon 
in this field. 

The activities of the International La- 
bor Organization as they affect insur- 
ance will be reviewed by A. D. Marshall, 
assistant secretary of the General Elec- 
tric Co. Mr. Marshall was selected joint- 
ly by the Chamber of Commerce of the 
United States and the National Associa- 
tion of Manufacturers as social security 
advisor to the United States employer 
representative to the International La- 
bour Conference, Geneva. Switzerland, in 
1951. He will speak on “Government In- 
surance by International Treaty” at the 
Wednesday afternoon session. 

Ernst Speaks for Agents 

The philosophy of accident and health 
insurance as seen by the agent will be 
presented by Carl Ernst, general agent, 
North American Life & Casualty Com- 
pany and president, International Asso- 
ciation of Accident & Health Underwrit- 
ers. He will speak during the Wednesday 
afternoon session. 
ine presentation of the 
Gordon Memorial 


Harold R. 
Award will be made 
on Wednesday. Judging of the entries 
is now being done and it is expected 
the announcement of the winner will be 
made in the near future. A gratifying 
number of entries were received in this 
the first year of the contest. The award 
will be made to the entrant who sub- 
mits the best thesis on some phase 
of accident and health insurance. A cash 
prize of $500 and an all-expense trip to 
the conference meeting in Denver will be 
given the winning entrant. 

Several entries were received from stu- 
dents in colleges and universities as well 
as staff employes of accident and health 





Peerless Casualty Files 
Specific Disease Policy 


A specific disease indemnity policy 
with $5,000 benefits for each person has 
recently been filed by the Peerless Casu- 
alty of Keane, N. H. in all states, This 
is a revised policy eliminating rheumatic 
fever and several other diseases for 
which some substitutions have been 
made. The policy now covers against po- 
liomyé@litis, spinal meningitis, diphtheria, 
scarlet fever, smallpox, rabies, typhus, 
tetanus and trichinosis. Standard and 
uniform policy provisions have been used 
in the new filing. 

This policy can be written for indi- 
viduals ($5 annual premium); for hus- 
band and wife ($7.50 annual premium), 
and for the entire family ($10 annual pre- 
mium). Under the latter policy children 
are covered from over three months up 
to age 18 including any who are born 
during the policy term. No age limit 
applies for adults. Benefits become ef- 
fective on the sixth day after the policy 
date. 

The $5,000 in benefits embraces hospital 
room and board expenses including mis- 
cellaneous expenses; physician’s medical 
care, rental of iron lung, and transporta- 
tion to nearest place of treatment. in- 
cluding ambulance service. The policy 
pays from the first day the disease mani- 
fests itself and thereafter, for a period 
of three years. 


N. Y. Police in HIP 


More than 6,000 members of the New 
York police department have enrolled 
with the Health Insurance Plan of 
Greater New York. This group, to- 
gether with dependents, adds approxi- 
mately 20,000 persons to HIP’s roster 
of subscribers, and brings the total en- 
rollment of the plan to the highest in 
its history. 

The City of ‘New York pays half of 
the total premium for HIP and Blue 
Cross memberships for all its employes 
and members of their families who en- 
roll in the plans, 

Blue Cross covers hospitalization. 
HIP provides general medical care at 
the employe’s home, at his doctor’s of- 
fice, at HIP medical group centers and in 
hospitals. 


Blue Shield and Blue Cross 
Rates Up in Massachusetts 


Increased rates for the Blue Cross and 
Blue Shield in Massachusetts effective 
July 1, which have been approved by 
the State Insurance Department, are 
causing considerable comment, and are 
expected to open the way for increased 
business for the regular sickness and 
accident insurance companies. 

The increase means an average boost 


of 11% for 2,000,000 Blue Cross sub- 


scribers and 1,450,000 under Blue Shield. ° 


A hearing will be held May 19 on similar 
increases sought for about 20,000 sub- 
scribers designated as “health statement 
members.” The Blue Cross increases 
range from five to 60 cents a month and 
the Blue Shield from 25 cents to $1.25 
a month. 


Lynch Teaches A. & H. Class 


Edward J. Lynch of the General Ac- 
cident Fire & Life Assurance Corp. is 
serving as discussion leader for the ad- 
vanced series class on accident and 
health insurance conducted by _ the 
Women’s Insurance Society of Philadel- 
phia. The class began April 17 and will 
continue through May 15. 





departments of insurance companies. The 
panel judges includes: FE, J. Faulkner, 
president, Woodmen Accident Co.; Wal- 
lace I.. Clapp, associate editor, The Fast- 
ern Underwriter, and Dr. C. A. Kulp, 
professor of insurance, University of 
Pennsylvania. 


Zimmerman Keynoter 
At A. & H. Convention 


INTERNATIONAL ASS’N PROGRAM 


Fine Array of Speakers for Asbury 
Park Meeting June 16-18; Caldwell 
and Mock Cochairmen 


Charles J. Zimmerman, managing di- 
rector of the Life Insurance Agency 
Management Association and one of the 
country’s outstanding life insurance 
speakers, will make the keynote address 
at the annual meeting of the Interna- 
tional Association of Accident & Health 
Underwriters June 16-18 at Berkeley 
Carteret Hotel, Asbury Park, N. J. Mr. 
Zimmerman will be the first speaker at 
the opening session Monday, June 16, 
and his topic will be “Accident and 
Health Insurance Has Grown Up.” 

Finishing touches are now being put 
on the program for this meeting by 
Richard Caldwell, general agent, United 
States Life in Newark, who is cochair- 
man of the convention committee along 


with Thorn W. Mock, president of the 
National Accident & Health Insurance 
Co. of Philadelphia. Mr. Caldwell will 


preside at the opening session and will 
introduce besides Mr. Zimmerman. the 
following: George A. Smock, mayor of 
Asbury Park, and Paul J. Molnar, assis- 
tant deputy commissioner, New Jersey 
Department of Banking and Insurance, 
both of whom will give weleoming ad- 


dresses, and Frank Walton, field di- 
rector, Mutual Benefit Health & Acci- 
dent of Omaha. 

Carl A. Ernst, president of the asso- 


agent of 
Casualty, will 


ciation and St. Paul general 
North American Life & 
also extend a welcome. 


D. Stuart Walker Luncheon Chairman 


D. Stuart Walker, manager in Phila- 
delphia of the Mutual Benefit Health & 
Accident, will serve as luncheon chair- 
man and will introduce Con McCole, 
district manager of the Mutual Life of 
New York in Wilkes-Barre and former 
mayor of that city, as the spe uker. Mr. 
McCole has as his subject: “Timing Is 
Great But Don’t Waste Too Much Time 
Timing.” The afternoon will be devoted 
to a deep sea fishing trip for the men 
and a fashion show for the ladies at- 
tending the convention. 


Mock to Preside on Tuesday 


Under the chairmanship of Thorn W. 
Mock, cochairman of the convention, 
the Tuesday morning program will get 
under way with an address by Clayton 
Walton, general agent of the Monarch 
Life in Seattle, Wash., whose subject 
will be “What of Your Golden Hours ?” 
He will be followed by George Francis, 
general agent of the National Accident 
& Health Insurance Co. in Atlantic City, 
who will deliver a “reasons why” talk 
on “Practicing Human Relations in 
Selling.” 

The entire convention is invited to 
spend the afternoon at the “Monmouth 
Park races where the featured race will 
be named in honor of the association. 
A prize will be presented to the winning 
jockey. That evening the association will 
be host at a clam bake. 


Leading Producers Round Table 
Breakfast 


The annual breakfast meeting of the 
Leading Producers Round Table will 
open up the Wednesday morning pro- 
gram. Joseph L. Kowins, general agent, 
Central Standard Life of Chicago, who 
is chairman of the group, will preside 
and introduce Kenneth T. Mersereau, 
Monarch Life agent in Baltimore, as 
the speaker. He will give a sales demon- 
stration. Election of officers for the 
Round Table will take place at this 
session. 

The balance of the morning will be 
devoted to the National Council meeting 


at which President Ernst will present 
his annual report covering a year of 
progress for the International Associa- 


tion. William G. Coursey, executive sec- 
retary, will also report and so will the 
various committee chairmen. Election of 








FOR SALE 


Million dollar premium collection 


accident and health agency. 
Price: One year's gross commis- 
sions. Exclusive New York City 
agency territory contract, includ- 
ing life insurance. 

Agency established over 
twenty years. 

Box 2088, The Eastern Under- 
writer, 41 Maiden Lane, New 
York 38, N. Y. 




















Tributes to Goodwin, 
Garrett Paid by Kick 


DEDICATES MEETING TO THEM 
Their Usefulness - Seatidioes Industry 
Recognized by A. & H. Club Presi- 
dent at New York Gathering 

Kick, 1 
Health Club of 


William J. 
Accident & 


president of the 


New York 


who is eastern A. & H. manager of 
Fireman’s Fund Indemnity, appropri 
ately dedicated last week's educational 


memory of 
insurance men. They 
James R. Garrett, who 
represented the National Casualty Co 
in New York for many years and 
was the first president and a 
member in 1925 of the A. & H - 
(2) the late Richard V. Goodwin, presi 
dent of the Insurance Society of New 
York until his recent passing who was 
vice president of Fireman’s Fund In 
demnity in charge of eastern operations 

Mr. Kick spoke of Mr. Goodwin's 
untiring efforts to improve the skill, 
quality and character of the business 
of insurance. Indicative of his devotion 
to the industry, Mr. Goodwin's last 
wishes were that instead of flowers at 


meeting of the club to the 
two outstanding 


were (1) the late 


who 
charter 
Club; 


his funeral, a contribution be sent to 
the Insurance Society of New York 
“He was thinking of insurance educa 


tion and the Society to the very last,” 
said Mr. Kick. 

In his welcoming remarks at the edu- 
cational conference Mr. Kick urged that 
brokers and agents in these difficult 
days “devote more of their time to de 
velopment of A. & H. business.” It is 
one of the lines desired by the compa 
nies, he said, and the greater the pro- 
duction by private industry in meeting 
the public need the less chance there 
will be for Government intrusion. 

Mr. Kick acknowledged on behalf of 
the New York club the proclamation by 
Mayor Vincent R Impellitteri of New 
York City in designating April 20-27 as 
Accident and Health Week, and _ the 
Chamber of Commerce of the State of 
New York which generously provided its 
Great Hall on Liberty Street, New York, 
for the meeting. 





officers will be the closing feature of 
this session. 

That afternoon at 2 o’clock the asso- 
ciation will hold for the first time at 
any annual meeting an executive forum 
Its purpose is to acquaint officers of 
local associations with the effective work 
for the A. & H. industry that they can 
accomplish at the local level. 

“Man of the Year” Award at Banquet 

At the banquet that evening Irving 
x. Wessman, secretary, Loyalty Group, 
Clinan will have the honor of present- 
ing the “Man of the Year” award to 
the A. & H. man selected by the Harold 
R. Gordon 1952 Memorial Award com- 
mittee of which he is chairman. In mak- 
ing the designation Mr. Wessman will 
represent the Chicago Accident & Health 
Association, sponsors of the competition 
Main banquet speaker will be announced 
shortly. 

President Ernst will preside and will 
introduce the new officers of the Inter- 
national Association for the coming 
year. Final convention business will be 
a meeting of the new National Board 
Thursday morning, June 19 
































Marshall Warns Commerce Chamber 


Of Perils Inherent in [LO Plans 


Speakers at the insurance luncheon 
held in connection with the annual meet- 
ing of the Chamber of Commerce of the 
United States April 29, were Jesse W. 
Randall, president of the Travelers In- 
surance Cos., whose address is reviewed 
elsewhere in this paper, and A. D. Mar- 


shall, assistant secretary, General Elec- 
tric Co., whose subject was “Can 
International Agreements Bring Us 


>” 


State Socialism? 
Clinton L. Allen, president, Aetna In- 
sur ‘2 Group, was moderator and A. 
-. Kirkpatrick, manager of the cham- 
ists s insurance department, reviewed 
current activities. The luncheon was at- 
tended by about 250 leaders from all 
branches of the insurance business. 

Of particular interest was Mr. Mar- 
shall’s exposition of the program of the 
International Labor Organization. He is 
well versed in the ILO proposal which 
will come up for final vote in June. 
Last year he served as a member of 
the employer delegation to the annual 
meeting of the International Labour Of- 
fice at Geneva, where he served on the 
social security committee of the confer- 
ence, 

Dangerous to Participate in ILO 


With respect to the dangers of this 
country’s participation in the Interna- 
tional Labor Organization, Mr. Marshall 


said: 
“Conventions adopted by this organiza- 
automatically become draft 


tion treaties 
and, he quoted Article VI of the Con- 
stitution, “all treaties shall be the 


surpreme law of the land anything 
in the constitutions or laws of any state 
to the contrary notwithstanding.” 

He warned against the attitudes of the 
other participating nations including 
countries “now having systems of state 
Socialism and these forces “are 
at work to impose a system of state 
Socialism a 

Speaking of the U.S. representatives to 
ILO conference last year, he said, “their 
point of view was both surprising and 
disturbing.” 

U.S. Workers Voted for Document 

He noted that the U.S. Government 
delegates supported minor revisions of 
the ILO’s security document and 
then “voted in favor of placing it on the 
agenda for the next ILO conference 
when a final decision will have to be 
made.” Worker delegates “made 
speeches in favor of social security 


soc ial 


through voluntary processes, but voted 
for the document almost as written.” 
[he proposed convention includes 


medical benefits, sickness allowances, 
unemployment allowances, old age pen- 
sions or allowances, workmen’s compen- 
sation, family allowances, maternity 
benefits and allowances, disability pen- 
sions and allowances, survivors pensions 
or allowances. 

“Although the detailed standards im- 
posed by the document are only sup- 
posed to be minimum international 
standards ... the United States, wealth- 
iest country in the world, could not 
meet many of the standards presented 
as minimum,” he said. 

Gives Example of Minimum Prescribed 

“As an example of the minimums pre- 
scribed, the document provides that the 
medical allowances should consist of: 
general practitioner and specialist care; 
dental care; nursing care at home or in 
hospital; maintenance in hospitals, con- 
valescent homes, etc... .” 


Voluntary insurance coverage may be 


counted toward compliance with mini- 
mum standards only when the contribu- 
tions of insured persons do not exceed 
75% of the expected cost of the plan, 
and he said in this respect also “the 
fine hand of the social planners became 
evident.” 

If the United States is to escape state 
Socialism dictated by the international 
organiaztion, Mr. Marshall warned, U.S. 
employers must undertake a_ positive 
program to combat such recommenda- 
tions, “we need to take aggressive meas- 
ures. We need to start immediately 
there are in Government and in inter- 
national organizations thousands of peo- 
ple who are devoting their full time to 


planning bureaucratic programs . we 
must be prepared to match their time 
and energy with our own and by initi- 


ative and ability overcome the dangerous 
lead they have built up...” 


Great Southern of Atlanta 
Changes Corporate Name 


The board of directors of the Great 
Southern Insurance Co., Atlanta, has an- 
nounced that the corporate name has 
been changed to the Southern Gen- 
eral Insurance Co. 

Rutherford L. Ellis, president, said 


that the change is in keeping with the 
broadening of the company’s charter 
powers to include the writing of casualty 
as well as fire and marine insurance. 
The capital and surplus have been in- 
creased to $442,000 by the sale of addi- 
tional stock, all of which was purchased 
by Lipscomb-Ellis Co. 


Anders, Ernst on Program 

Paul R. Anders, dean of the School 
of Business Administration at Fenn Col- 
lege shared honors with Carl A. Ernst, 
president of the International Associa- 
tion of Accident & Health Underwriters 
at the Cleveland Association’s April 
meeting. Mr. Anders presented certifi- 
cates to the 19 members of the Cleve- 
land Association who represented the 
first graduating group of the disability 
insurance sales course. 


Standard Names Claim Men 


William A. Shelton has been appointed 
claim representative at the Dallas claim 
office of the Standard Accident Insur- 
ance Co. of Detroit, and Francis J. Co- 
lumbia has been made claim representa- 


tive at the New York branch. 

Mr. Shelton studied law at the Uni- 
versity of Southern California. He is a 
veteran of the U. S. Air Force. Mr. Co- 


lumbia’s experience includes claim work 
and his own law practice. He is a grad- 


uate of the Fordham University Law 
School, and is a veteran of the U. S. 
Army Quartermaster Corps. 
D. M. HOWERTON DIES 
Davis Monroe Howerton, 64, first 


chairman of the Workman’s Compensa- 
tion Board of Kentucky, died recently 
at his home in Ashland, Ky., after a 
year’s illness. Mr. Howerton, an attor- 
ney, served as assistant attorney general 
under former Governor A. Stanley 
and was named to the compensation 
board by Governor Ruby Laffoon. His 
term of office had been extended several 
times by succeeding governors. 
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Supreme Court Upholds 
Oregon Medical Society 


QUASHES GOVERNMENT SUIT 
Says Sale of Medical Services by Doctor- 
sponsored Groups Is Not Commerce 
Under Sherman Anti-trust Law 


Washington—In a 7-1 opinion deliv- 
ered by Justice Jackson (Justice Black 
dissenting and Justice Clark taking no 
part because of his involvement with 
the case as Attorney General) the Su- 
preme Court ended the Government's 
suit against the Oregon State Medical 
Society by throwing out charges that 
the society conspired to monopolize the 
voluntary health insurance business 
there. 

Named in the Government’s complaint, 
in addition to the State Medical Society, 
were eight county medical societies, Ore- 
gon Physicians’ Service (a i ier “tt 
engaged in the sale of prepaid medica 
care), and eight individual doctors area 
are or have been officers in these or- 
ganizations. 

According to the Supreme Court deci- 
sion, the controversy centered about two 
forms of “contract practice” of medi- 
cine. In one, private corporations or- 
ganized for profit sell what amounts to 
a policy of medical insurance. In the 
other, railroad and large industrial em- 
ployers of labor contract with one or 
more doctors to treat their ailing or 
injured employes. 

Doctors Commence Crusade 

In 1936, five private associations were 
selling prepaid medical certificates in 
Oregon “and doctors of that state, 
alarmed at the extent to which private 
practice was being invaded and_ super- 
seded by contract pri ictice, commenced a 
crusade to stz amp it out. 

Much of the Gov ernment’ s case rested 
on that period, although “in 1941, seven 
vears before this action was commenced, 
there was an abrupt about-face on the 
part of the organized medical profession 
in Oregon ... completely reversed their 
strategy, and, instead of trying to: dis- 
courage prepaid medical service, decided 
to render it on a non-profit basis them- 
selves .. 

The Oregon Physicians’ 
formed for this purpose and ‘ 
years of successful operation, the Gov- 
ernment brought this suit against the 
doctors, their professional organizations 
and their prepaid medical care company, 
asserting two basic charges: first, that 
they conspired to restrain and monopo- 
lize the business of providing prepaid 
medical care in the state of Oregon, and, 
second, that they conspired to restrain 
competition between doctor-sponsored 
prepaid medical plans within the state 
of Oregon in that Oregon Physicians’ 
Service would not furnish prepaid medi- 
cal care in an area serviced by a local 
society plan.” 

District Court Dismisses Complaint 

The opinion said that the District 
Court after a long trial had dismissed 
the Government’s complaint on the 
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— Wanted — 
A. & H. POLICY DRAFTER 


Experienced party with knowledge 
of drafting Accident and Health 
policies and computation of rates 
has opportunity in old established 
company. All applications confiden- 
tial. Address Box 2087, The Eastern 
Underwriter, 41 Maiden Lane, New 
York 38, N. Y. 











grounds that none of the charges had 
been proven, “the appeal brings to us 
no important questions of law or unset- 
tled problems,” and “certainly the court’ S 
findings are not clearly erroneous.’ 

The decision denied that notes ap- 
pended by the trial judge along with his 
conclusions on the main issues, which 
the Government charges to be “solilo- 
quies on socialized medicine, socialized 
law and the like” indicated prejudice on 
the part of the judge. 

The Supreme Court said “the trial 
judge was quite right in rejecting pre- 
1941 events as establishing the cause of 
action the Government was trying to 
maintain . we find not the slightest 
reason to doubt the genuineness, good 
faith or permanence of the changed 
attitude and strategy of these defendant- 
appellees which took place in 1941. It 
occurred seven years before this suit 
was commenced, and so far as we are 
informed, before it was predictable. ... 

Little of Substance Is Left 

“Striking the events prior to 1940 out 
of the Government's case, little of 
substance is left.... 

“Since no concerted refusal to deal 
with private health associations has been 
proved, we need not decide whether i 
would violate the anti-trust laws. We 
might observe in passing, however, that 
there are ethical considerations where 
the historic direct relationship between 
patient and physician is involved which 
are quite different than the usual con- 
siderations prevailing in ordinary com- 
mercial matters. 


“Appellees’ evidence to disprove con- 
spiracy is not conclusive, is necessarily 
largely negative, but is too persuasive 


for us to say it was clear error to accept 
it. In 1948, 1,210 of the 1,660 licensed 
physicians in Oregon were members of 
the Oregon State Medical Society, and 
between January 1, 1947, and June 30, 
1948, 1,085 Oregon doctors billed and re- 
ceived payment directly from the Indus- 
trial Hospital Association, only one of 
the several private plans operating in 
the state. Surely there was no effective 
boycott, and ineffectiveness, in view of 
the power over its members which the 
Government attributes to the society, 
strongly suggests the lack of an attempt 
to boycott... 
Did Not Decrease Competition 
As to the other charge brought by the 


(Continued on Page 42) 
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Jordan Sustained in Ban 
Against American F.& C. 
FEDERAL DISTRICT COURT ACTS 
Company May No Longer Operate in Dis- 


trict of C ; Revocation 
Hinged on Seal Service Contract 





Washington—The American Fidelity & 
Casualty Co. last week lost its case 
against District of Columbia Insurance 
Superintendent Albert F. Jordan and 
the D. C. Insurance Department in the 
Federal District Court, and Mr. Jor- 
dan’s order banning the company from 
the District of Columbia now goes into 
effect as soon as the formal papers are 
signed by the court. 

The revocation of license, first in the 
history of the District Insurance De- 
partment, was slapped on the Richmond, 
Va. insurance carrier, largest stock 
company in the motor carrier liability 
field for 15 alleged violations of the Dis- 
trict insurance law. 

The entire case rose out of a policy 
written for Safeway Trails, a District of 
Columbia bus corporation. It hinged prin- 
cipally on contracts between the bus 
line, the company, and Markel Service, 
motor carrier safety engineering firm 
controlled by the same interests as 
American F. & C 

Charges Against Company 

These were the charges against Amer- 
ican F. & 

(1) The company entered into an 
agreement with the insured other than 
that which was plainly expressed in the 
policy issued, contrary to law. 

(2) The company ‘issued the policy 
contrary to pertinent findings in effect 
for the company, contrary to law. 

) The company failed to file with 
the Insurance Department the premium 
formula set forth in the policy, contrary 
to law. 

The next 11 charges concerned failure 
of the company to show income and lia- 
bilities in its tax declarations and sworn 
annual statements from its dealings 
with the insured and the allied firm, 
Markel Service, Inc.; and between Mar- 
kel and the insured. 

Failed to File Instrument 

(15) The company failed to file with 
the Superintendent a duly executed in- 
strument appointing and constituting 
him and his successors true and lawful 
attorney for the company, upon whom 
all lawful process in any action or legal 
proceeding against in the District of 
Columbia may be served. 

American F. & C. president, Irvin S. 
Markel, in his complaint against Super- 
intendent Jordan’s edict, charged that 
the order was not supported by evidence 
brought forth at the hearing given the 
company, and that it “is illegal, void, 
arbitrary, unlaw ful and discriminatory,’ 
and “that there is inadequate evidence 
to support the conclusion by (Jordan) 
in connection with each and every viola- 
tion charged” against the insurance com- 
pany. 

Furthermore, Markel stated in his 
complaint, the order not only affects the 
business of the company in the District, 
but in all of the 48 states, because of 
the requirement to file certificates of 
insurance with the Interstate Commerce 
Commission. Since the order makes it 
impossible for American F. & C. to cer- 
tify to the ICC that it is licensed to 
transact business in the District, the 
complaint stated, it will result in the 
need for a number of the company’s 
Present policyholders to repl wce their 
coverage with other companies, “result- 
ing in a substantial and irreparable in- 
jury... (and) tremendous and incalcu- 
lable financial loss. 

Calls Decision Outrageous 


He said, “this is the most outrageous 
decision we have ever heard of in our 
25 years in the insurance business,” and 
Pointed to a record of many years of 
doing business in the city of Washington 
without complaints, indicating that per- 
Sonal reasons might be behind Mr. Jor- 
dan’s action. 

Mr. Jordan charged that involved re- 


lationships between the company, Mar- 
me: Service and the insured, involving 

“hold harmless” clause relieving Amer- 
the F. & C. from liability for losses, 
and payment by the insured to Markel 
rather than directly to American F. & C. 
with Markel allotting 5% of the fee paid 
it for engineering services as premium, 
gave the insured lower cost insurance 
than would have been possible under the 
rates filed with the Insurance Depart- 
ment. 

Mr. Jordan said that the purpose of 
the statute, aside from preventing the 
fooling:of the ignorant, is to “guarantee 
that the business of insurance will be 
conducted openly and with no secret 
agreements which might be contrary to 
public policy or unfairly discriminatory 
or unfairly competitive . . .” 


Says Evidence Supports Jordan 


Federal Judge James W. Morris, in 
the court decision turning down Ameri- 
can F.-& C. in its legal attempt to over- 
turn the Superintendent’s order, said 
that the evidence “amply supports the 
conclusions” reached by Mr. Jordan, and 
“it does not appear that any other con- 
clusions could reasonably have been 
reached.” 

The decision said, “the complaint no- 
where seeks to establish any primary 
facts different from the documentary 
evidence upon which the (Insurance De- 
partment) acted. It does seek to have 
this Court draw inferences and conclu- 
sions different from those drawn by the 
(Insurance Department).” 

About the hearing Jordan held, the 
Court said, “the evidence relied upon 
by the Superintendent of Insurance 
were documents admitted by stipulation 

. the plaintiff had full opportunity to 
introduce evidence and did action 
taken by the defendant (Jordan) ... 
was that which he was empowered to 
take by the applicable statute .. .” 


Sees No Need for Further Hearing 


As to the appeal of American F. & C. 
for a court hearing, the Court said, “i 
does not, therefore, appear that an- 
other hearing is required to afford due 
process. Further than that, however, 
there is no genuine issue of fact in this 
case. There was no proffered evidence 
which was refused, and no basis for any 
additional or other evidence in the com- 
plaint.” 








but not necessary. 








Opening for A. & H. Underwriter 


Progressive company has opening for experienced underwriter in its 
Accident and Health Department. Some knowledge of life insurance helpful 
Inquiries will be kept confidential. 
The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 


Write Box 2086, 
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Excess Limits Auto 


Rates Reduced in Cal. 


HAD BEEN INCREASED BY 100% 


Maloney and Leslie in Joint Statement; 
Change Effective at Time of Impend- 
ing Nationwide Basic Policy Rise 


In a joint statement issued April 24, 
Insurance Commissioner John R. Ma- 
loney of California, and William Leslie, 
general manager of the National Bureau 
of Casualty Underwriters, announced 
that the bureau will reduce its Califor- 
nia rates for automobile bodily injury 
liability coverage in excess of basic 
$5,000/10,000 limits to conform with its 
nationwide scale. The exact date of the 
reduction has not as yet been determined 
but will be announced soon. 

Effective February 4, 1952, the bureau 
had increased the California charges for 
automobile liability insurance in excess 
of $5,000/10,000, applicable to both pri- 
vate passenger and commercial automo- 
biles, by 100%. In other states (except 
Texas, Indiana and Oklahoma) the in- 
creases were 36% for private passenger 
cars and 70% for commercial vehicles. 
Shortly thereafter Commissioner Ma- 
loney publicly stated that his depart- 
ment was undertaking a study of the 
action of the bureau to determine 
whether the special treatment for Cali- 
fornia could be substantiated under the 
California rate regulatory law. At or 
about the same time State Attorney 
General Edmund G. Brown expressed 
to the Commissioner his concern over 
this rate revision and extended the fa- 
cilities of his office in making inquiry 
into the matter. 


Calls Special Treatment Discriminatory 


As a result of this study and discus- 
sions with the bureau, the Commissioner 
is of the opinion that the bureau’s spe- 
cial rate treatment for California can- 
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AMERICAN 
REINSURANCE Group 


Over the years on numerous occasions we have been 
highly complimented on the sterling type of reinsurance 
service we are able to render our friends. Naturally, we 
are quite proud of our record. 

While we handle some of the largest accounts in the 
business, we also service hundreds of small accounts. In 
fact, no reinsurance account is too small—nor too large— 
for us to put all of our highly trained technical staff on 
the job. If yours is a reinsurance problem, the American 
Reinsurance Group can handle 
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Knowles Houston Manager 


Of National Surety Corp. 
M. M. Knowles, who for many years 
has been in the Des Moines office of the 
Hartford Accident & Indemnity, has 
been appointed manager of the Houston 
branch of the National Surety Corp. to 
succeed E. L. Moore, according to an 
announcement by Rufus W. Harvey, vice 
president in charge of the company’s 
southwestern department in Dallas. Mr 
Harvey explained that Mr. Moore is be- 
ing transferred to the department’s office 
due to an asthmatic condition and that 
he will take over certain supervisory du- 
ties. 


Aetna Film Wine Award 


“Don’t Drop Your Guard,” indus- 
trial safety movie produced a Aetna 
Casualty & Surety Co. has won an 
award of merit in the annual contest 
conducted by the National Committee 
on Films for Safety to select the out- 
standing accident prevention films pro- 
duced during the past year. 

The film, outlining the purpose and 
use of machine guards in industry, is 
the seventh Aetna safety movie to win 
a committee citation in the last five 
years. 

PRINTS PA. COMP. PAMPHLET 

The 1952 edition of the Pennsylvania 
workmen’s compensation law pamphlet 
has just been published, the Association 
of Casualty & Surety Companies an- 
nounces. The new edition incorporates 
the many important amendments re- 
cently made in the compensation and 
occupational disease laws. 





not be substantiated and that it results 
in unfair discrimination within the 
meaning of the California rate regula- 
tory law. It is the position of the bureau 
that the 100% increase in excess limits 
charges, the only increase in these 
charges made by the bureau in 20 years, 
was needed because of the exceptionally 
unfavorable loss experience in Califor- 
nia. 

The alternative to the reduction an- 
nounced above would have been a time 
consuming formal proceeding under the 
rate regulatory law, the purpose of 
which is remedial rather than punitive, 
and any final order which might have 
issued out of such a proceeding prob- 
ably could not have been effective for 
several months. Accordingly a_ public 
hearing was averted in order to make 
the reduction in excess limits charges 
effective simultaneously with an impend- 
ing nationwide increase in the premiums 
for $5,000/10,000 basic policies. This will 
avoid the confusion that would occur if 
these revisions were made effective on 
different dates within a relatively short 
time. 

Believes Increase Could Be Defended 

By this action the bureau does not 
concede that its February 4, 1952, in- 
crease could not be successfully de- 
fended. Similarly, Commissioner Ma- 
loney emphasizes that although a com- 
mon effective date has been accepted 
as an expedient, he has in no way re 
viewed or passed upon the propriety of 
the forthcoming increases in hasic limits 
premiums which, under existing law, do 
not require advance review and appro- 
val by the state. 

Although the National Bureau makes 
rates only on behalf of its members and 
subscriber companies, as a practical mat- 
ter its rates are being followed by most 
independent stock insurers. It is antici- 
pated that the many independent insur- 
ers who followed the bureau’s 100% ex- 
cess limits premium increase will like- 
wise follow this reduction in excess lim- 
its charges. 
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Mary Donlon Evaluates 
Carrier Performance 


COVERS SIX MONTHS’ PERIOD 


Evaluation in Four Categories; Conclu- 
sion Drawn State Fund Record Is 
Better Than Carriers’ Average 


Mary chairman, Workmen's 
Cempensation Board New York, has 
issued a booklet, “An Evaluation of Car- 
rier Performance,” for the six months’ 
period — July-December, 1951. Charts 
showing individual and relative perform- 


Donlon, 


workmen’s compensation car- 


self-insured, are based 


ance of 
including 
on analysis of compensation cases closed 
during the six months’ period. Only car- 
compensation 


riers, 


riers with 60 or more 
cases closed during the six months’ pe- 
riod, are embodied in the analysis. 

The four evalued categories are as fol- 
lows: Promptness of first payment in 
uncontroverted cases; average number 
of days elapsed—disability to reported 
first payment; promptness in filing em- 
ployers’ reports; extent of controverting 
compensation cases. 

From the statistics contained in the 
charts, Miss Donlon draws the conclu- 
sion that the State Insurance Fund has 
a record in each of the four categories 
of performance that is better than the 
average for all carriers. In the fore- 
word, she says: 

Sees Roon. for Improvement 


“What can be accomplished to improve 
carrier performance through the coop- 
eration of state administration and the 
carriers, is evident in the record here 
graphically revealed. When the Work- 
men’s Compensation Board was organ- 
ized under 1945 legislation, carrier per- 
formance was, to say the least, extremely 
unsatisfactory in all four of the evalu- 
ated categories. There is still consider- 
able room for improvement, but it is 
right and fair to point out that the aver- 
ages of the stock and mutual companies 
and of self-insuring employers, as 
groups, are depressed seriously by the 
relatively few among their number who 
have not cooperated as wisely and well 
as the majority have done. 

“What a single carrier can do, given 
the will to better performance and sound 
executive direction, is illustrated by the 
notable improvement in per rformance of 
the State Insurance Fund. In the closing 
half-year of 1945, its performance was 
the worst in three categories, among the 
four groups evden and notably be- 
low the average for all carriers. Now, 
the State Insurance Fund has a record 
in each of the four evaluated categories 
of performance that is better than the 
average for all carriers. 


A Private Enterprise Law 


‘The workmen’s compensation law of 
the state of New York is a private en- 
terprise type of law, with the State In- 
surance Fund a competing carrier. It is 
hoped that the industry itself will find 
ways to better the performance of those 
relatively few carriers whose unsatisfac- 
tory performance drags down the aver- 
age of the two private groups. As al- 
ways, board staff are available for con- 
sultation on claims problems, in order 
that the fullest possible cooperation may 
result in continuously improving stand- 
ards of claims performance. However, 
it is clearly time to call a halt to the 
continuing reliance by some carriers on 
board staff to do the work that the car- 
rier itself is required by law to do. 

“These semi-annual studies are pub- 
lished for the purpose of acquainting 
those who are required under New York 
law to provide workmen's compensation 

employers—and those for whom work- 
men’s compensation benefits are pro- 
vided—employes, with realistic statistical 
data as to the relative records of com- 
peting carriers in meeting, or failing to 
meet, the statutory obligations in work- 
men’s compensation which they solicit 
the opportunity of assuming.” 


Urge Maloney to Approve 
Defense Projects Rate Plan 


The California subcommittee of the 
conference committee on the National 
Defense Projects Rating Plan has ad- 
dressed a letter to Insurance Commis- 
sioner John R. Maloney requesting his 
“approval of the National Defense Proj- 
ects Rating Plan for use in California 
at an early date in furtherance of the 
urgent request of the Director of In- 
surance, Office of the Secretary of De- 
fense the plan has been approved 
for use in 48 states and territories and 
we submit that it is in the interest of 
the National Defense Program to have 
it made available in California now.” 

The subcommittee is composed of E. 
W. Robinson, Hartford Accident & 
Indemnity Co., chairman; Hugo H. 
Methmann, Fireman’s Fund Indemnity 
Co.; Stanley J. Whiteman, Travelers 
Insurance Co.; James H. Merritt, Lib- 
erty Mutual Insurance Co.; John 
Drenth, Employers’ Mutual Liability In- 
surance Co., and W. F. Williams, Cali- 
fornia Association of Insurance Agents. 


American Credit Indemnity 


Names Van Horn Director 

At the annual meeting of stockhold- 
ers of American Credit agen op. 
of New York, held on March H. ‘a 
Van Horn was elected a net of the 
board of directors. Mr. Van Horn is 
president of Calvert Fire Insurance Co., 
a subsidiary of Commercial Credit Co., 
and is a director of Calvert Fire, Manu- 
facturers Casualty and 
Fire. 

Mr. Van Horn is a graduate of Yank- 
ton College, Yankton, S. D. He is a 
certified public accountant; a member of 
the American Bar Association and of 
the South Dakota Integrated Bar As- 
sociation and a member of committee on 
casualty insurance law, American Bar 
Association. 


Texas Companies in Merger 
At the meeting of the C. B. Erwin 
Associated Companies, San Antonio, 
Tex., recently, the stockholders of the 
Alamo ( ‘asualty and the certificate hold- 
ers of the General Lloyds Fire & Casu- 
alty Insurance Co. voted unanimously to 
merge the two companies to form the 
General American Casualty Co. C. B. 
Erwin was elected president and R. B. 
Cowden, Midland capitalist, was elected 
chairman of the hear of directors. 


TEMPLE ACTS AS CHAIRMAN 

Lloyd L. Temple, editor of The 
Aetna-izer, monthly magazine published 
by the Aetna Casualty & Surety Co., 
served as general chairman at the two- 
day New England Conference of the 
Connecticut and Massachusetts Indus- 
trial Editors Associations, which was 
held recently in Hartford. 


R. I. ENACTS SAFETY BILL 

A stringent motorists’ financial re- 
sponsibility bill, patterned after the 
model act backed by the American Auto- 
mobile Association, was given final 
passage by the Rhode Island Legislature 
April 22 and sent to the Governor for 
signature. 


COMP. BILL KILLED IN R. I. 
Proposed major changes in Rhode 
Island’s workmen’s compensation law, in- 
cluding an administration plan to estab- 
lish a two-judge industrial accident court, 
died in the State Legislature with the 
adjournment, April 23, of its 1952 session. 


NEW COMPANY IN CONFERENCE 

The Pioneer Mutual Casualty Co., Co- 
lumbus, Ohio, has joined the Health & 
Accident Underwriters Conference. The 
membership of the conference now to- 
tals 177 insurance companies and nine 
associate members. 


Manufacturers® 


PROPOSE COMP. RATE INCREASE 





Virginia Corporation Commission Sets 
Hearing for May 27; Benefits In- 
creased by General Assembly 

A 14.1% increase in workmen’s com- 
pensation rates for manufacturers has 
been recommended to the Virginia State 
Corporation Commission. 

A 28% rate increase for contractors, 
and a 23.8% increase for other employers 
subject to the workmen’s compensation 
law also was recommended by the Vir- 
ginia State Industrial Commission. 

The Corporation Commission will hold 
hearings on the proposed rates on May 
27. The new rates, if approved, would 
become effective July 1. 

Chief reason for the proposed in- 
creases, a spokesman said, is an an- 
ticipated increase of 11.3% in benefit 
costs. The cost increase is expected to 
follow action of the 1952 session of the 
Virginia General Assembly, which raised 
maximum weekly benefits from $20 to 
$25, and increased other benefits provi- 
sions. Recommendations for the in- 
creases came from the Industrial Com- 
mission and from Governor John Stew- 
art Battle. 

The proposed rate changes are based 
on recommendations of the National 
Council on Compensation Insurance and 
involve the use of standard rate-making 
procedure. 

Since the increase in benefits will ap- 
ply to claims or accidents arising on 
or after June 28, the proposed rate 
changes would be applied to outstanding 
policies as of July 

The Industrial Commission also pro- 
posed reductions in the elements and 
loadings for occupational disease. Also 
recommended was a $10 expense con- 
stant to be applied whenever the pre- 
mium for the period of the policy is less 
than $500, 

TWO N. J. ‘SURETY BILLS SIGNED 

Governor Driscoll of New Jersey has 
signed two surety bond bills in the past 
week which are generally favorable to 
the surety fraternity of the state. Spon- 
sored by State Senator Hand (R.) Union 
County, the provisions of the approved 
bills follow: 

The first bill removes any and all doubt 
as to the authority of a surety company 
to issue blanket bonds covering county 
employes. Of a similar nature, the second 
bill removes doubt as to the surety’s 
authority to issue such bonds covering 
municipal officials but excluding tax col- 
lectors, 


Upholds Oregon Society 
(Continued from Page 40) 


Government, restraint of competition be- 
tween the several doctor-sponsored or- 
ganizations in the state, the court held 
that the agreements between state and 
local medical societies providing that the 
state would withdraw if the local socie- 
ties proferred the service, did not in 
fact decrease competition. The only 
competition would have been the doctors 
competing with themselves. “No matter 
what organization issues the certificate, 
it will be performed, in the main, by 
the local doctors.” 

The only result of such “competition” 
would be to permit the people to prepay 
medical services through either one of 
two medical society channels, which 
could have no beneficial effect for any- 
body because neither would be cheaper 
nor offer better service than the other. 

The opinion also held that the lower 
court was correct in finding “the sale 
of medical services, by doctor-sponsored 
organizations, as conducted within the 
state of Oregon, is not trade or com- 
merce within the meaning of Section 1 
of the Sherman Anti-trust Law, nor is it 


commerce within the meaning of the 
constitutional grant of power to Con- 
gress ‘to regulate commerce among 


the several states.’ 

That finding, said the Supreme Court, 
“disposes of this charge, for if there was 
no restraint of interstate commerce, the 
conduct charged does not fall within the 
prohibitions of the Sherman Act.” 





Bankers L. & C. Asks 
Damage of $30,000,000 


SUIT AGAINST CRAVEY, LARSON 


Moves Into Federal Court at Miami; 
Includes Group of Companies and an 
Officer in Anti-trust Law Charges 


The latest move in the series of litiga- 
tion between Insurance Commissioner 
Zack D. Cravey of Georgia and the 
Bankers Life & Casualty Co. of Chi- 
cago, comes with the filing of an action 
by the company, April 25, in the Federal 
District Court at Miami, and including 
Commissioner J. Edwin’ Larson of 
Florida, four insurance companies and 
an officer of one of them. The com- 
pany seeks damages in the amount of 
$30,000,000. The suit was slapped on 
Commissioner Cravey last week by a 
Federal marshal at Panama City, Fla., 
where he was attending a meeting of In- 
surance Commissioners. 

In addition to the two Commissioners, 
defendants are: Reserve Life Insurance 
Co., Dallas, Tex., and its vice president, 
C. C. Bradley; Professional Insurance 
Co., Jacksonville, Fla., which has been 
absorbed by Reserve Life; George 
Washington Life Insurance Co., Charles- 
ton, W. Va.; American Security Life 
Insurance Co. of Texas. 


Asks Treble Damages 


The Bankers L. & C. is asking treble 
damages under the Sherman and Clay- 
ton anti-trust acts, charging the Georgia 
and Florida Commissioners and the in- 
surance companies named in the suit 
with conspiracy in restraint of interstate 
commerce for the purpose of destroying 
the plaintiff's business. It charges that 
the two Commissioners conspired to use 
the powers of their public offices unlaw- 
fully for the benefit of the defendant in- 
surance companies. 

The $30,000,000 damage suit is said to 
he the largest ever filed in the 27-vear 
history of the Federal District Court 
at Miami or recorded in the state of 
llorida. It charges that the two Com- 
missioners are plotting to drive the com- 
nany out of Florida and Georgia and 
keeping it from obtaininig licenses in 
eight other states. Another charge is 
that in 1949, Messrs. Larson and Cravey 
at a regional meeting of the National 
Association of Insurance Commissioners 
introduced and had passed a resolution 
to investigate the company. The petition 
said that the two Commissioners had 
themselves named on the three-man 
committee and that the company’s repu- 
tation was maligned in the report. 

In naming the companies and Vice 
President Bradley in the Suit, it 248 
claimed that the companies “were and 
are under common ownership with and 
control represented by Bradley” and 
that the defendants are “boycotting, co- 
ercing and intimidating the plaintiff, 
employes and agents.” 


Asks $20,000 From Bonding Company 


Also named in the suit is the Hartford 
Accident & Indemnity Co., for bonding 
Commissioner Cravey for $20,000. It 1s 
not alleged that the Hartford A. & I. 
participated in the “conspiracy,” but the 
company asks $20,000 and from 
the bonding company. 

The suit was brought by Miller Wal- 
ton, Miami attorney. The plaintiff de- 
mands a jury trial and it is estimated 
that it will be a year before the case 
comes to trial. 

The battle between the company and 
Commissioner Cravey began last sum- 
mer when Mr. Cravey refused to renew 
the license of the company and_ the 
latest incident before the company in- 
cluded Commissioner Larson and moved 
into the Federal Court was on April 1 
when the Fulton County Superior Court 
at Atlanta dismissed a contempt pro- 
ceeding seeking to jail Mr. Cravey for 
failure to renew the company ’s license. 

A suit against Commissioner Larson 
was won by the company in the Circuit 
Court in Leaon County (Tallahassee) 
and is now on appeal to the State Su- 
preme Court. 
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“Unforeseen events... need not change and shape the course of man’s affairs” 





Good connection 


PERHAPS you're faced with costly damage suits 
from an automobile crash. Maybe your home has 
been robbed ...or an employee has absconded 
with funds from your business... or an accident 
has disabled you. 

No matter where or when trouble strikes... 
you've got an expert trouble shooter as near as 
your telephone. He is the Maryland claims man 
and service is his middle name. 

In any case, the Maryland claims man takes 
over for you. He investigates. He settles for you 
promptly and fairly. He acts as your friend. 


You'll find this willing worker everywhere in the 
United States giving unsurpassed service. And 
you'll find him a specialist trained to handle any 
claim which may be filed against you or by you 
as a Maryland policyholder. 

Maryland claims men work as a team with the 
Maryland agent or broker who sells you protec- 
tion. Since all these men are expressly selected for 
their knowledge and experience, you can put your 
insurance problems in their hands withconfidence. 

Remember: because your Maryland agent knows 
his business, it’s good business for you to know him, 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 











By stressing the teamwork of claims man and agent, this advertisement aims to help Maryland agents and brokers increase their volume. 






































lf your elrents 


have executives 


who... 


Travel by auto, plane, 


ship or train 











Drive when it sleets 
or cross busy streets 





Hunt bears in Nome 
or just stay home 





Aitna Key Man Accident Insurance 


Business management today is increasingly con- 
scious of this disturbing problem: No one is 
immune to accidents. At any time, disability may 
deprive a company of a key executive’s services. 

Frequently this means prolonged, high-bracket 
salary payments with no return. Often, too, a 
substitute must be hired, causing a heavy drain 
on the firm’s earnings. 

That is why it is so easy to sell employers 
7Etna Key Man Accident Insurance. These 
modern Personal Accident Insurance Plans have 
proved to be exceptional volume builders. 


They fill a long existing need in nearly every 
type of firm. They are broad and flexible — 
easily adjusted to meet any company’s particular 
requirements. They provide agents and brokers 
with the opportunity to make multiple sales for 
each solicitation. 

The outstanding success many insurance men 
have already had with Actna Key Man Accident 
Insurance clearly indicates the tremendous 
potential available for development. Your near- 
est AXtna office will be glad to give you full 
details on this profitable, easy-to-sell line. 


ETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 


Automobile Insurance Company 


Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 




















